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SERVING THE 19 SOUTHERN AND SOUTHWESTERN STATES 


Since 1903... 
PARTNER IN PROGRESS 
to the 
AUTOMOTIVE INDUSTRY 


Behind the world-wide acceptance of 
Perfect Circle is a history of more than 
half a century of PC engineering leader- 
ship—and more. There’s a history, too, 
of unceasing creative research...a con- 
stant search for the new and the better... 
matchless manufacturing skills...and 
scores of contributions to the forward 
march of the automotive industry, year 
after year. 

Leading manufacturers specify piston 
rings developed in co-operation with 
Perfect Circle engineers. You and your 
customers benefit with Perfect Circle’s 
achievements in engineering, research and 
manufacturing skills when you install 
Perfect Circle piston rings. 


PLYMOUTH _-one of the leading engine manufactur- 


ers using Perfect Circle piston rings for original equipment 


PERFECT CIRCLE piston rincs 


Perfect Circle Corporation, Hagerstown, Indiana e The Perfect Circle Co., Ltd., 888 Don Mills Road, Don Mills, Ontario 








Bondo...mixes fast...applies fast... 
hardens fast... finishes fast! But Bondo 
has a lot more than speed — New mir- 
acle T-100 formula means better work- 
ability, a superior bond—and satisfied 
customers. 


For your next body repair job — Try 
Bondo. It's a sure winner! 
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Another chemical convenience from PERMATEX 


NOW! NO MESS! NEW CAP ON FORM-A-GASKET 
MAKES SPREADING EASIER AND FASTER— 
THICK OR THIN! 


Squeeze the tube, and the new Permatex Spreader Cap “butters” flanges or flat 
surfaces neatly. Gives you perfect, instant control of paste and thickness of coating. 

Plus famous Form-A-Gasket features: Withstands heat up to 400°F ... pres- 
sures up to 1000 pounds per square inch .... vibrations of continuous, tough service. 


inserting 
reversed 
tip 


COMPANY, INCORPORATED 
300 Broadway, Huntington Station, L. L., N. Y. 


“There's a Permatex product for every maintenance need.” 
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Add the “‘tune-up in a can’””—Casite—for extra per- 
AS A QUICK formance . . . extra profits. 


TUNE-UP* 


@ frees sticky valves rings, restores pep and power . . . gives your cus- 


Casite through the air intake frees sticky valves and 


@ increases pick-up tomers smoother performance, better mileage. Casite 


@ improves performance goes hand-in-hand with your lube service, and you 


*through air intake sell it on a ““Double-your-money-back” guarantee. 
or add to gasoline 


For better results and more satisfied customers, 
ADDED TO make Casite the finishing touch to all lube jobs. 


MOTOR OIL 


@ cleans out engine k baa C TF eT ft 

@ increases power A . & 
i 
A 


» . 


HASTINGS MANUFACTURING COMPANY - HASTINGS, MICHIGAN 
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IN THE 


MUFFLER 
BUSINESS! 


QUIET-TONE 
HI-EFFICIENCY 
FIBERGLASS 


MUFFLERS 


TURBO-JET DIFFUSER 


Gives Acceptable Sound Level 
.»-»Maximum Horsepower 


a 
EXCLUSIVE 


THERE’S EXTRA PROFIT 

for you in these high-efficiency, low-cost 
mufflers! GRAND “Quiet-tone”’ quality 
engineering and construction give your 
customers full power, smooth sound. 

Get your full share of muffler sales—stock 
and install GRAND “Quiet-tone”’! 


« Thermo-Dynamic 
HEAT FLOW 


The only fiberglass muffler engineered with 
flow of heat for faster dissipation and 
evaporation of rust-producing 

exhaust condensates. 


NATIONALLY ADVERTISED 


in leading auto magazines 
Send for big FREE Catalogs and Selling aids today! 


AUTOMOTIVE 
PRODUCTS 


Dept. SAJ, 2055 N. Ruby St. 
Melrose Park, lilinois 
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For STOP control, sell Gabriel shock control 


Give your customers maximum protection on sud- 
den stops . . . install Gabriel shocks. Gabriel’s posi- 
tive control of wheels and springs eliminates dip and 
dive dangers ... helps keep the car stable in emer- 
gency stopping situations. And Gabriel’s positive 
action gives your customers a safer, more comforta- 
ble ride on rough roads, curves ... under any driving 
conditions. 

Only Gabriel’s complete line lets you offer full- 
range ride control service—for any car, any type 
suspension . . . exclusive AjustOmatic, adjusts for 
soft, normal or firm ride — HydrOshox, for average 
driving — Silver E, for hard driving and rough roads 
with heavy loads — Model F Extra Heavy Duty, for 
trucks, buses and trailers. 


Want more facts? Use Reader Service Card Page 115 


Set yourself up as Gabriel Shock Absorber head- 
quarters . . . it’s the easy way to extra sales, added 
profits. Ask your jobber salesman for effective, color- 
ful point-of-sale helps . . . steering wheel tags, jumbo 
easel display, mechanics’ caps, counter cards, window 
posters . . . and Go Gabriel! 


THE GABRIEL COMPANY, CLEVELAND 15, OHIO 


C Ssabriel 


SHOCK ABSORBERS 
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There’s less reason to talk "recession" in the South. Here is what the U. S. Department of 
Commerce revealed late last month: Unemployment in the South declined in March and was 
much less severe than in all other regions and the nation as a whole. Only 6.9% of the 
labor force in the 16-state Southern region was on the job-wanted list, compared with 
7.7% in the Northeast, 7.8 in the North-Central and 8.9% in the West. The 6.9% out of 
jobs in March compared with 7.7% in February and 4.6% in March 1957. 





As if to ring an amen bell on the Southland's growth, listen to what Pierre S. du Pont 
III, secretary and a director of E. I. du Pont de Nemours & Co., said at Atlanta 

a few days ago: "One of the striking chapters in the history of business development 
in our country" has been the South's growth in recent years. He noted that the 
Wilmington, Del., corporation had placed "more than half" of its postwar plants in 
this region. 





Can you afford to pass up automatic transmission service, if you are? More than half 
the cars on the road have automatics and by 1965 this proportion may rise to 80%, says 
General Motors. Some shops have turned to this field as a specialty, while others have 
merely added this phase to their complete operations. 





Thunderbird and Rambler are rolling right along. An extra shift has been 
added to meet the heavy demand for the former, which is easily outselling 
its single-seat predecessor. An additional 400 employes have been called 
in by American Motors at its Milwaukee and Kenosha plants as Rambler demand 
has continued to improve. 





Other models weren't doing comparably as well. As April ended Chevrolet was easily ahead 
of Ford, with a lead of 125,000 above Ford's approximately 360,000 for this calendar 
year. Plymouth was barely in third place, with Olds pacing along only a few 
thousands behind. For the first four months of the year, over-all car production 
approximated 1,575,000 in contrast to 2,360,000 the same period of 1957. 





Union organizing efforts are edging forward. For a rarity, a South Carolina 
dealer has been organized and one franchise holder in Atlanta was under siege. 
Management labor experts urged the immediate firing of disgruntled employes 
and treatment of other employes "as you'll have to treat them once the union 

is in." The Teamsters and two or three others are pinpointing spots over the 
South for their campaigns. 





A "shirtsleeve approach" to selling. That's what William F. Hufstader, vice-president 
in charge of GM's distribution staff, called for at Pinehurst April 28 in addressing the 
annual convention of the North Carolina Automobile Dealers Association. This would 
help, said he, to "lead the people of the country out of the psychological storm 
cellar into which they have withdrawn." He urged a "good, old-fashioned demonstra- 
tion of outgiving salesmanship." Meanwhile, the "You Auto Buy Now" campaigns over 
the country were generally kicking up a lot of local interest among new-car prospects. 
Only a few dealers reported poor results. 
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This file would convince you, too 


that Sealed Power 
STAINLESS STEEL 


sntLEAGE Mt 
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*U. S. Patent No. 2,789,872 
















































































Here’s why this new ring made amazing records 
such as those above in service testing. And be- 
cause of such proven efficiency it is now being 
used by two million-car-a-year manufacturers. 

Austenitic stainless steel holds full tension at 
engine operating temperature and is highly re- 
sistant to corrosion. The SS-50U (Stainless Steel 
Oil Ring) is side-sealing because of axial pres- 
sure of expander. Thus it controls oil under all 
operating conditions. This ring derives its ten- 
sion independent of piston groove depth and its 
uniform radial pressure against cylinder wall 
guarantees maximum oil control. 

Get the facts from your nearest Sealed Power 
supplier, or write for folder. 


SEALED POWER CORPORATION * MUSKEGON, MICHIGAN 


Sealed Power KromeX Ring Scts 


BEST FOR RE-RING! BEST FOR RE-BORE! 





Automotive 


MARKETS 





Battery, Electrical Flatten Flat for First 


B ATTERY and electrical failures nudged the flat tire out of its long- 
standing place as the motorist’s biggest headache, according to the 
American Automobile Association’s car breakdown report for 1957. 

The AAA estimated that some 55,000,000 motorists had to call for 
help during the year—about one call for every passenger car in the 
United States. Nearly one call in four was due to battery or electrical 
failure. 

The AAA stated that extreme weather conditions in January, 
February, March and December 1957 were largely responsible for the 
unusual increase in battery and electrical service calls answered by its 
18,000 contract service outlets. The report added that numerous power 
and electrical accessories featured in newer cars probably aggravated 


this situation. 


Weather was also blamed for a 142% increase in ignition difficulties, 
the third most common cause of breakdown. 

Wider use of snow tires was probably responsible for a reduction in 
the number of cars which became lodged in ditches, mud, and snow. 
Therefore, the need for towing and wrecker service also decreased. 

Carburetor troubles remained in eighth place, but showed a slight 
percentage increase, while personal driving habits showed a marked 
improvement as “out of gas” calls dropped 259,000 from sixth to 


seventh place on the trouble list. 


Lock and key, starter and brake troubles remained fairly constant, as 


did similar difficulties. 


Weather extremes in 1957 also produced a slight increase in frozen, 
clogged and vapor-locked gas lines. These increases were readily 
noticeable with every dip in temperature. 


ICC Check in Florida 
Bans 30% of Vehicles 


CO: 1,138 tractor semi-trailer 
combinations inspected by the 
Interstate Commerce Commission 
during a one-week check, more 
than 30% were ordered off the 
road because of mechanical defects. 

Declared unserviceable were 103 
of 413 vehicles of authorized car- 
riers; 141 of 421 private vehicles 
and 83 of 228 exempt carrier 
trucks. Also declared unserviceable 
were 22 of 76 vehicles of types not 
defined. 

Service brakes on power units 
were found to be defective on 27%, 
brake hoses on 21% of the power 
units and 40.8% of the trailers 
were ruled deficient. 

Four or more defects or defi- 
ciencies were found on 168 ve- 
hicles of authorized carriers, the 
ICC said, while 306 of private car- 
riers and 181 exempt carrier trucks 
were found defective. 


Won't Buy Recession, 
Says AC Official 


ee C Is not subscribing to re- 
cession talk as they are in 
some parts of the country, and we 
are happy to find the same spirit 
of aggressiveness in the South.” 

So said E. H. Francois, general 
sales manager of the AC Spark 
Plug Division of General Motors 
Corp., in an address before some 
50 warehouse distributors and sales 
personnel from the south central 
area at Hotel Patten in Chatta- 
nooga, Tenn. The meeting was the 
17th in a series of 32 held over the 
country by AC in celebrating Gen- 
eral Motors’ goldén anniversary 
this year. 

Francois said the division “has 
accepted the challenge. Presently 
we are doing business at a 14% 
increase Over a year ago. We ex- 
pect to maintain this average. Peo- 
ple have money to spend for things 
they need. It is un to the salesmen 
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to encourage that spending to bol- 
ster our economy. 

“I believe the salesman is the 
most important man in our econ- 
omy today,” he added. “He is the 
man that can pull us up by our 
bootstraps.” 

In a similar meeting in Atlanta, 
Ga., General Manager Joseph A. 
Anderson indicated that a sales up- 
turn is in the offing since “we're 
now scrapping more cars than 
we're building.” 


1957 Anti-Freeze Sales 
Slip Below 1956 


A= 106.8 million gallons of 
anti-freeze were sold in 1957, 
compared with 1956 sales of about 
107.2 million gallons, according to 
the third annua] survey conducted 
by Chemical Specialties Manufac- 
turers Association. 

Of the 1957 sales, 87.7 million 
gallons, or 82%, were of the high- 
er-priced permanent, or primary 
ethylene glycol, type products, 
while the remaining 19.1 million 
gallons were methanol type. 

The survey indicated a definite 
consumer preference for sealed 
packages. In the case of ethylene 
glycol type anti-freezes, 78% of the 
sales were in gallon cans, 16% in 
quart cans and 6% in drums. For 
packaged methanol types, 47% 
were in gallon cans, 20% in quart 
cans and 33% in drums. 


Air Conditioning Triples 
On Dodge Cars 


EMAND for air conditioning on 

Dodge cars during March 
tripled over the corresponding per- 
iod last year, Lee F. Desmond, 
Dodge vice-president-sales, an- 
nounced. 

In March 1957, air-conditioning 
installations accounted for 3.2% of 
production. The figure for March 
this year is 9.6%, Desmond said. 

From the fall introduction date 
through March 1957, air condition- 
ing accounted for only 2.1% of 
production, he said, while compar- 
able figures for the 1958 model 
show 4.4%. 





The next driver who comes into your 
station may be an M.O.A. “Mystery 
Man.” Over 350 M.O.A. “Mystery 
Men” all over the U.S. are now mak- 
ing regular stops for gas and oil... 
waiting for you to suggest Du Pont 
M.0O.A. Do this, and the driver will 
hand you a $5.00 cash-bonus certifi- 


Ol DONT BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 


REG. U. 5. pat. OFF 


The 


MOA. MYSTERY MAN 


has *52°2 for you 


cate. You can win several times, so 
suggest M.O.A. toall your customers. 
You also get valuable premiums with 
every carton you buy. 


FREE PREMIUM 
COUPON WITH 
EVERY CARTON 


DU PONT N° 7 


Want more facts? Use Reader Service Card Page 115 
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Two new Rambler dealerships have opened in Houston, Texas, and 
Bethesda, Md. Archer Motors in Houston (top), operated by James E. 
Archer, is located at 5011 Kirby Drive. The new, modern building has 
an eight-car showroom, a service department with 11 work stalls and a 
100-car used-car lot. The Bethesda operation (bottom), Cranson Ram- 
bler, headed by A. C. Cranson. is situated in a 10.050-square-foot build- 
ing at 4932 Bethesda Ave., with display space for five new cars and a 
20-stall service department. The used-car lot has an area of 65,000 
square feet. 


Wrist pr wrise 


DEALERS 


May 18-20 — Annual convention of 
Texas Automotive Dealers Associa- 
tion, Galvez Hotel, Galveston. 

May 22—Annual convention of Mis- 
souri Automobile Dealers Associa- 
tion, Muehlebach Hotel, Kansas 
City. 

May 28-29 — Annual convention of 
Kansas Motor Car Dealers Associa- 
tion, Town House Hotel, Kansas 
City, Kan. 

June 2—Annual convention of Dela- 
ware Automobile Dealers Associa- 
tion, Henlopen Hotel, Rehoboth 
Beach. 

June 6-7—Annual convention of New 


Mexico Automotive Dealers As- 
sociation, Ruidoso. 

June 15-17 — Annual convention of 
Tennessee Automotive Association, 
Noel Hotel, Nashville. 

Aug. 13-15 — Annual convention of 
Automobile Dealers Association of 
West Virginia, Greenbrier Hotel, 
White Sulphur Springs. 

Aug. 17-18 — Annual convention of 
Georgia Automobile Dealers Asso- 
ciation, General Oglethorpe Hotel, 
near Savannah, Ga. 

Sept. 21-22 — Annual convention of 
Kentucky Automobile Dealers As- 
sociation, Sheraton-Seelbach Hotel, 
Louisville. 

Sept. 21-23 — Annual convention of 
Automotive Trade Association of 
Virginia, Cavalier Hotel, Virginia 
Beach. 

Oct. 6-8 — Annual convention of 
Truck Body and Equipment Asso- 
ciation, Ambassador Hotel, Atlantic 
City, N. J. 

Oct. 19-21 — Annual convention of 
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Florida Automobile Dealers As- 
sociation, Eden Roc Hotel, Miami 
Beach. 

Nov. 16-18 — Annual convention of 
Mississippi Automobile Dealers As- 
sociation, Buena Vista Hotel, Biloxi. 

Nov. 16-18 — Annual convention of 
National Independent Automobile 
Dealers Association, Edgewater 
Beach Hotel, Chicago. 

Jan. 31-Feb. 4—Annual convention of 
National Automobile Dealers As- 
sociation, Conrad Hilton Hotel 
Chicago. 

Jan. 30-Feb. 3, 1960—Annual conven- 
tion of Nationa] Automobile Deal- 
ers Association, Sheraton-Park Ho- 
tel, Washington, D. C. 


GARAGEMEN 


June 25-29 — Annual convention of 
Independent Garage Owners of A- 
merica, Statler Hotel, Los Angeles. 

Sept. 21-22—Fall convention of In- 
dependent Garagemen of Texas, 
Odessa. 


WHOLESALERS 


May 11-14 — Annual convention of 
Automotive Engine Rebuilders As- 
sociation, Sheraton-Park Hotel, 
Washington, D. C. 

May 26-27 — National Automotive 
Parts Association business confer- 
ence, Sheraton-Fontenelle Hotel, 
Omaha, Neb. 

June 16-17 — Annual convention of 
Automotive Wholesalers’ Associa- 
tion of Alabama, Pick-Bankhead 
Hotel, Birmingham. 

June 22-24 — Annual convention of 
North Carolina Automotive Whole- 
salers Association, Grove Park Inn, 
Asheville. : 

Oct. 15-18 — Annual convention and 
booth conference of Automotive 
Wholesalers of Texas, Moody Civic 
Center, Galveston. 

Nov. 15-17—Annual convention of 
Florida Automotive Wholesalers 
Association, Hollywood Beach Ho- 
tel, Hollywood-by-the-Sea, Fla. 

Dec. 12-16 — Annual convention of 
Automotive Warehouse Distributors 
Association, Muehlebach Hotel, 
Kansas City, Mo. 

Feb. 7-8 — Annual convention of 
Automotive Wholesalers of Okla- 
homa, Municipal Auditorium, Okla- 
homa City. 

Feb. 18-21—International Automotive 
Service Industry Show, Navy Pier, 
Chicago. 

Feb. 10-14, 1960—Automotive Service 
Industry Show, New York City. 


GENERAL 


Aug. 27-30—Annual convention and 
trade show of Automotive Parts Re- 
builders Association, Conrad Hilton 
Hotel, Chicago. 





SPOTLIGHT ROGERS ENGINES... 


LIGHT UP BIGGER PROFITS 


Last year, the hundreds of garages and repair shops 
that installed remanufactured engines bearing the 
Rogers nameplate were over a million dollars richer 

. and their customers were well satisfied. 

When you install a Rogers DYNAMOMETER- 
TESTED Engine, you can have the job done in a 
day without any of the expensive labor costs of re- 
building in your own shop! 

Your customers have an engine they can depend 
on, for Rogers rebuilds from the block up, meeting 
original equipment standards with no “trick” over or 
under size parts. As a further guarantee, every 


300 Hunnicutt St., N.W., 


engine is fully warranted and DYNAMOMETER- 
TESTED for new engine performance. Release your 
stalls for more big-profit jobs . . . Install Rogers 
Remanufactured Engines in your customers’ cars and 


an ROGERS 


i?T-veakslal hae-kona laste 


ENGINES 


Atlanta, Georgia 


YOUR REPUTATION RIDES WITH THE ENGINES YOU INSTALL 


Want more facts? Use Reader Service Card Page 115 
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Sam W. Jones, president of Hamp- 
ton Motors, Inc., Columbia, S. C., 
may be typical these days of 
changes by some franchised car 
dealers to meet the leaner sales 
period they have been experienc- 
ing lately. His Dodge-Plymouth 
dealership sold 31 cars in January, 
30 in February and 40 in March. 
Sales were running high also in 
mid-April. Why the upturn? The 
veteran dealer has taken over di- 
rect charge of sales, spending from 
8 a.m. to $ p.m. in the showroom 
and insisting that his men do their 
own closing except in rare instanc- 
es when a purchaser obviously 
wants the “fun” of haggling with 
the boss himself. Having to do 
their own closing has helped build 
greater confidence in the sales 
force, said Jones, who bills his 
company as the biggest Dodge- 
Plymouth dealership in the Caro- 
linas, 


Dana Corp. Acquires 
Chelsea Products 


.. purchase for an undisclosed 
sum of Chelsea Products, Inc., 
Chelsea, Mich., has been an- 
nounced by J. E. Martin, president 
of Dana Corp. 

Martin stated the acquisition of 
Chelsea, producer of a miscellane- 
ous line of gear boxes for automo- 
tive and other industries, consti- 
tutes a further fulfilment of his 
company’s diversification policy 
and a broadening and expansion of 
its activities. 


Binks Elects Roche to Board 


William W. Roche has been 
elected a director of Binks Mfg. 
Co., succeeding Joseph D. Linehan, 
who died early this year. Recently 
named director of sales planning, 
Roche has been with the company 
for more than ten years. 


Maybe You Can't Stop "Recession," 
But You Can Plow a Little Deeper 


Aa on something to do to 
curb recession inroads comes 
from The Condenser, official pub- 
lication of the Toledo unit of the 
Independent Garage Owners of 
Ohio, which said: 

“Spring is here along with the 
‘recession.’ We can’t stop spring 
from coming and, seemingly, no 
one could stop the ‘recession,’ but 
perhaps we can do something about 
it. 

“A little plowing, dragging and 
raking in some of our garages 
might stir up some unused ground 
that might prove profitable in the 
future months. Might even turn up 
some old Indian arrowheads. 

“How about cleaning up some of 
those old obsolete parts, put them 
in a brightly painted basket and 
have a rummage sale? The price of 
junk’s so low that you can’t afford 
to haul it. 

“Remember how proud we were 
of that new equipment after we 
bought it? Shine it up again or 
perhaps add a fresh coat of paint. 

“It’s surprising how much more 
light will come from clean lamps 
and reflectors. Now’s a good time 
to replace those black-end fluo- 


rescent tubes. How about the fraz- 
zled light cord leads and switches 
that don’t turn on every time? 

“Wouldn’t some of those smaller 
pieces of equipment look a lot bet- 
ter and be a lot handier in metal 
containers? Easier to find also. 

“Floor jacks push a lot easier 
and sound better with a little 
grease on the axles. 

“Then there’s those greasy parts- 
cleaning buckets. If they had a lit- 
tle paint on them there would be a 
temptation to keep them clean. 
Maybe there’s time now to make a 
more satisfactory parts cleaner 
with a fluid pump and screened 
lights. A fuel oil container with 
the front cut out makes a fine place 
to clean parts and, with an evacu- 
ator fan, keeps fumes out of the 
shop when air is used to blow off 
the cleaned parts. 

“Dirt and grease are a problem 
in any shop. Cars and trucks use 
oil and grease and bring dirt in 
with them. We are always faced 
with the problem. Some shops reg- 
ularly clean up and sometimes oth- 
er shops get behind. 

“Maybe one of these days we 
won’t have the time!” 


Chrysler Corp.'s 25 millionth car, a four-door Windsor model, rolled off 
the assembly line in mid-April under the eyes of George Evans (right), 
who was on hand for No. 1 back in 1924, and Chrysler Division President 
E. C. Quinn. Evans started his automobile industry career in 1913 with 
Chalmers. His 45 years’ seniority is the longest of any Chrysler Corp. 
employe. The 25 million corporation cars include all Plymouths, Dodges, 
De Sotos, Chryslers and Imperials, plus Dodge trucks, produced in the 
United States, Canada and in overseas plants. 
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Now... at last an 

5 experienced auto 
- air conditioner man- 
" ufacturer offers a 
combination Heat- 

| ing and Cooling 


under-dash unit... 


it's ies. \ : .: ° c ° | 


Heating and/or Cooling 


heres what you get... 


Instant Cooling with Tecumseh high speed compressor 

Warner Electric Magnetic clutch thermostatically controlled 

insures constant temperature automatically with no freezeups 

High velocity twin blower fans for quiet operation 

Three directional louvres for complete air control 
Push button controls at your finger tips 
Factory performance Warranty 
Quick installation makes it easily transferable 


As Dealer-Distributor You are assured by: 


* An experienced manufacturer of auto air conditioning offering a unit with proven past performance 
* Easy installation and Trouble-Free service building customer confidence — 

*% Good Profit margin although at competitive retail sales price ie 

%* Unit fits all makes, all models, all body styles 

* Quality engineered in design and all component parts 


Factory in Tyler, Texas 
Jack W. Durrett, Sr., President 
Over 25 years in the automotive business 
REFRIGERATED 


_ Telephone Riverside 1-3838 2915 Canton Street, Dallas 26, Texas 


Write — Wire — Call 
Some Territories Available NOW for Distributors and Dealers 
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Automotive 


NEWS BRIEFS 


(Continued from page 11] 





Ten Million Cars and Trucks a Year 
Is Forecast of Ford's J. O. Wright 


ALLING for business and indus- 
try to stimulate a resurgence of 
confidence in the American econ- 
omy, J. O. Wright, Ford Motor Co. 
vice-president and general manag- 
er of Ford Division, has forecasted 
production of approximately ten 
million cars and trucks in peak 
years between now and 1965. 
Speaking before a meeting of the 
Kentucky Chamber of Commerce 
in Louisville, Wright said that his 
company anticipates a continuing 
healthy, though strongly competi- 


Vice-President Wright 


tive, automobile market extending 
through the mid-1960’s. 

In contrast to the peak produc- 
tion years ahead, he cited the 4,- 
793,000 cars and trucks of 1947 and 
the 7,202,000 last year. 

Ford is approving or has ap- 
proved product plans and related 
tooling programs for 1959, 1960 
and 1961 model cars and trucks, 
Wright said, that will “‘substantial- 
ly surpass even the unheard-of 
new-model investments of recent 
years. 

“Business investment in 1958 
will be higher than in any other 
year in history, with the exception 
of 1956 and 1957,” Wright said. “It 
is significant also that total out- 
put of goods and service this year 
is likely to come close to that of 
last year, which was the biggest in 
history. 

“I think the present time calls 
for restrained and reasonable con- 


fidence, backed up by more vigor- 
ous selling and advertising, and by 
a very strenuous attention to our 
forward planning.” 

Wright said that employment for 
the economy as a whole is at close 
to an all-time high, indicating that 
the present economic condition is 
not a true recession but a leveling 
off in the rate of growth. 

“Ninety-eight per cent of those 
employed a year ago still have 
their jobs,” he said, adding that 
“if proper and effective action is 
taken by industry and government, 
we can expect to see a new rise in 
production and employment later 
on this year.” 


Chrysler Gets Underway 
With St. Louis Plant 


F IRST shipments of 13,000 tons 
of structural steel for Chrysler 
Corp.’s new St. Louis (Mo.) auto- 
mobile assembly plant have been 
delivered at the 225-acre plant site, 
where more than 400 contractor 
employes are working on construc- 
tion. 


More than 250 railroad cars of 
steel will be used in building the 
1,300,000 - square - foot facility, 
which, according to W. C. Newberg, 
automotive group vice-president, 
is expected to be ready for installa- 
tion of machinery and equipment 
by the end of this year. 

Present plans call for decking 
and roofing crews to move in im- 
mediately behind the steel workers, 
and the 35-acre assembly area is 
expected to be under roof about 
mid-year. Construction will be 
speeded up by crews working from 
the east and west ends of the build- 
ing toward the center, rather than 
following the usual] procedure of 
working from one side. 

The new plant will produce 
Plymouth automobiles for ship- 
ment to the company’s 1,400 deal- 
ers in the Southern and Southwest- 
ern areas. Pilot production of the 
1960 model is expected to begin in 
mid-1959. 

Employment of around 3,500 
persons is anticipated when the 
plant is in full production. 


Snyder Dies in West Virginia 


Fred Earl Snyder, 48, president 
of Snyder Chevrolet Co., Marlin- 
ton, W. Va., died last month after 
a heart attack ten days earlier. 


“I always like to carry a spare.” 
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Here's your short cut to polishing profits! 








Cully’ 


the non-swirl polisher 
super-fast — super-smooth! 








Cuts Polishing Time 25 to 30% 

The new MILWAUKEE “Swifty” is designed for use with high 

speed liquid machine polishes exclusively. 

The easy way to bigger polishing profits! 2800 

RPM, coupled with smooth operation, light- 

weight, rugged construction and easy handling 

is your assurance of a high luster finish that 

commands premium prices...and ad- 

miring glances... 

the kind of finish that 

results in favorable 

comments, customer sa- 

tisfaction ... and a bigger, 

more profitable volume 

for you! 
© Built-in Circuit P\e , See your Milwavkee Distributor or write: 


protec eocini —l _ a Milwaukee Electric Tool Corp. 


motor burn outs. 5314 West State St. © Milwaukee 8, Wis. 
Exclusive on 


Model P-280. 





= 
Look under 
*“"Tools-Electric” 
CAR POLISH 


Cleans and 

polishes in one —_— = , 

easy operation. % natin — , a 

The perfect polish o—- ita” | 7 PAD DIA. 
for all car finishes. “ . , 

Use it with your 


new “‘Swifty” to build — 4 be a 2800 


up polishing profits! R P A fi 
© 1958 Milwaukee Electric Tool Corp. 


A8-9498 
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Automotive NEWS BRIEFS 


(Continued from page 13) 





"You Auto Buy Now" Campaign Gets 
Heavy Push from South Carolinians 


A SHOT in South Carolina’s eco- 

nomic arm _ was_ initiated 
April 25-May 3 by the state’s 
franchised dealers as part of the 
“You Auto Buy Now” campaign 
which has been executed—but not 
on such a large scale as in the Pal- 
metto State—in many areas of the 
Southland. 

Sponsored by the South Caro- 
lina Automobile Dealers: Associa- 
tion, dealers. and communities 
throughout the state enthusiasti- 
cally joined for a unified promo- 
tion that was launched with a 
closed-circuit breakfast program 
linking all of the participating 
communities. 

John B. Naughton, vice-presi- 


“I really believe now is the time 
to emphasize the service depart- 
ment.” T. L. “Les” Myers, Stude- 
baker-Packard and Lincoln-Mer- 
cury dealer at Camden, S. C., said 
last month in an interview with 
SAJ. “People who come into the 
shop are more likely customers, 
but people who come in our show- 
room or on our used-car lot may 
not be. We may not have what 
they want there, but we do have 
what they want in the shop.” He 
has found the type of two-column 
newspaper ad shown here to be 
helpful in promoting his shop. 


dent of sales for Dodge Division of 
Chrysler Corp., delivered the 
sendoff address that was broad- 
cast to individual breakfast rallies 
throughout the state on the morn- 
ing of April 25. 

Mrs. Ella W. Ford, SCADA 
executive secretary who spear- 
headed the planning for the first 
statewide promotion in the nation 
on the “You Auto Buy Now” 
theme, said that the enthusiasm 
of dealers throughout South Caro- 
lina virtually assured the cam- 
paign of being the most spectacular 
trade promotion ever staged there. 

A total of 36 communities par- 
ticipated in the nine-day cam- 
paign to instill confidence in pres- 
ent business conditions in the 
South Carolina consumer. 

Retail merchants, civic organiza- 
tions and all facets in the automo- 
bile industry within the state 
joined in the promotion, said 
Robert F. Pulliam, Columbia Ford 
dealer, who was general chairman 
for program. 

The sendoff breakfast featured 
the music of Dean Hudson and his 
orchestra. Immediately following 
the simultaneous breakfast rallies 
throughout the state, each par- 
ticipating community launched the 
selling phase of the campaign 
with a downtown parade of new 
cars and live music. 

Individual communities partici- 
pating included: Aiken, Anderson, 
Barnwell, Moncks Corner, Charles- 
ton, Chester, Cheraw, Manning, 
Hartsville, Dillon, Florence, 
Georgetown, Greenville, Green- 
wood, Hampton, Estill, Conway, 
Loris, Myrtle Beach, Camden, Lan- 
caster, Clinton, Batesburg, Marion, 
Mullins, Bennettsville, Newberry, 
Orangeburg, Easley, Columbia, 
Spartanburg, Sumter, Union, 
Kingstree, Rock Hill and Andrews. 


Hattiesburg Heads Out 
To Lift Sales 


YPICAL of community action in 

the “You Auto Buy Now” cam- 
paigns, which originated at Cleve- 
land, Ohio, was what took place at 
Hattiesburg, Miss. 
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The community’s businessmen, 
particularly the franchised deal- 
ers, combined to stimulate more 
interest in selling and to have less 
discussion of “recession.” 

H. J. “Pete” Cordes, district pro- 
motion manager for Chevrolet 
Division at New Orleans, told a 
sales crusade breakfast: 

“A market isn’t built by taking 
orders but by selling. Find custom- 
ers and sell them. First, though, 
you have to sell yourself. 

“American business has wrestled 
with what we call the ‘hard sell’ 
twice since World War II began. 
These periods were in 1948-49 and 
in 1953-54. We are now in another 
such period. We must go back to a 
sales process in which selling is the 
pillar. 

“It is true that five and a half 
million workers are idle. But 63 
million others are working. This 
is eight per cent against 92%. 
When we sell to the workers, the 
idle will go back to work. Cash 
registers and doorbells sound much 
alike. 

“And remember, two-thirds of 
promotion is motion.” 

In Hattiesburg it was estimated 
that 45% of the employed were 
connected totally or partially with 
the car-selling industry or its allies, 
such as gasoline, tires, parts, up- 
holsterers, body repairs, wrecker 
services and the like. Promoting 
the industry therefore would give 
the whole community an economic 
lift, civic officials pointed out. 


Atlanta Fleetmen Hear Gissing 


George Gissing of Dynation 
Corp., a graduate of the Chrysler 
School of Engineering and an engi- 
neer for Chrysler Corp. for 12 
years, last month addressed the At- 
lanta (Ga.) Fleet Superintendents 
Association on “Plastics for Body 
Repairs.” Gissing dealt with the 
use of plastics instead of lead for 
repairing bodies. 


Walkley Dies in Atlanta 


E. S. Walkley, 53, president and 
founder of Economy Auto Stores, 
Inc., died last month in Atlanta, 
Ga. A native of Atlanta, Walkley 
at one time was connected with 
Alexander-Seewald Co., long-time 
Atlanta parts wholesaler. 

(More News Briefs on page 92) 





You saw it in the Post! 


Another two-page spread in the 
ore) a) diate lialae-1-141-3-Me) mole), -1010) m Or-1ac-14 


Carburetor advertisements... 





ADVERTISED IN 
The Saturday Evening 


POSIT 


ipril 19 issue. 


... telling your story and selling your 
services to the American motoring public. 


Bi-mlemaleh aniemeol iilom s4elelameolet-tial-1-t— 


See your Carter Supplier for reprints of this Post Ad and 


details on tune-up booklets for your customers, 


‘ 


CAR TE R CA R B UR CE T Siuae 


DIVISION OF QCf INDUSTRIES, INCORPORATED ST. LOUIS 7, MISSOURI 
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» 2 ge. | : 5” CLOSED-END 

ELECTRONIC | be ee ‘ MERCURY MANOMETER 
HIGH VACUUM GAUGE < 
MEASURING MICRONS 


OF MERCURY VISIBLE 


1 GALLON OIL 
; a I sim eo MEASURING TUBE 
VISIBLE in 7 1S Sentence | © 1 07. GRADUATION 


10 Ib. FREON TUBE yout cz 


THERMOSTATIC 
EXPANSION VALVE 
ANALYZER 


AIR CONDITIONING 


SERVICE 
AND 
CHARGING PANEL 


MODEL HV-100 


A COMPLETE UNIT FOR PRECISION EVACUATING 
AND CHARGING ALL AUTOMOTIVE AIR CONDITIONERS 


No other equipment in the shop is needed 
Reduces the average charging function to a matter of minutes Write today for complete details on 
how the AIR-CON SERVICE AND 


Now service shops can duplicate the exact production line CHARGING PANEL SAVE YOU TIME 
. . . : : “— . AND MONEY ON EVERY AIR CON.- 
charging specifications for automotive air conditioning units DITIONING INSTALLATION OR 


set by the manufacturer. The AIR-CON high vacuum system SERVICE JOB. 
is especially designed with a Kinney High Vacuum Pump to 
create the lowest absolute pressure required for dehydrating 


and de-gassing automotive units utilizing Freon 12 Refrig- ALLSTADT MANUFACTURING COMPANY | 


erant and features precision evacuation, dehydration, visi- 1922 S. Akard St. a Dallas, Texas | 


ble charging and quick leak testing of the cooling units. Gentlemen: Please send me complete details on your 
Accommodates Freon cylinders up to 145 Ibs. Refrigerant oil AIR-CON SERVICE AND CHARGING PANEL today. 


is also readily measured and transferred. 
Company Name a 


Address - " iceconiee 
City ; Zone State 
Please send to my attention 


ALLSTADT MANUFACTURING COMPANY 
1922 S. Akard St. 7 Dallas 15, Texas 


Air (Please Sign) 
con) MANUFACTURERS OF A COMPLETE LINE OF PACKAGED AIR-CON REPLACEMENT 
PARTS AND PACKAGED FREON 12 IN DISPOSABLE 1 LB. CANS. 
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take the TIME R 














FAST can mean “quick” or “tied down.” Both apply TIED DOWN — Equally important . . . Associates’ 

to Associates’ one-stop finance and insurance service. Pleasant Purchase Program keeps your deal tied 
down and completely in your dealership . . . lets 

QUICK — Associates’ fast approvals, simplified you control it from “hello” to “here are the keys.” 

contracts, and cooperative office personnel help you 

close deals fast — really take the “time” out of So why not find out how you can make faster time 

“time sales.” sales? ... Call the “man from Associates” today! 


ssociates 


SOUTH BEND, INDIANA 





ASSOCIATES INVESTMENT CO. — ASSOCIATES DISCOUNT CORP. — ASSOCIATES DISCOUNT (CANADA) LTD. — EMMCO INSURANCE CO. 
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Builds service profits faster! Now, 
with Alemite’s brand new electronic 
wheel balancer, you can balance 
wheels completely, on the car, in the 
record-smashing time of less than half 
an hour! Only the new Alemite 
Wheel Balancer features all these ex- 
clusive advantages to help you handle 
more balancing jobs and build service 
profits faster. 


© New “Move-About” Hand Strobe 
Light works both indoors and out- 
doors for handier, faster, easier bal- 
ancing! Built-in meter shows amount 
of unbalance and sells need for bal- 
ancing — gives proof that job has been 
done. 


® New Dual-Control Vibration 
Pick-Up. Only the Alemite balancer 
registers both up-and-down and side- 
to-side unbalance... corrects all un- 
balance right on the car. 
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Faster Easier to Operate... 


NEW ALEMITE WHEEL BALANCE 


with exclusive Hand Strobe Light ! 


© Balances all sizes of wheels—on the 
car! No attachments needed to oper- 
ate — no additions to buy .. . never 
becomes obsolete. 


® New, low-slung, all-in-one design! 
All parts, including weights, are car- 
ried in one compact, rugged, easy-to- 
roll unit. 


Three models—11%4 h.p. single spinner, 21/2 h.p. 
double spinner, 5h.p. heavy-duty truck spinner. 


Available Now For 


Free Dealer Showings... 


Two new Alemite full-color films on wheel 
balancing! “Waggin’ Wheels” tells the story 
of the cause and effect of unbalanced wheels. 
“Noah Had A Word For It” demonstrates the 
technique of wheel balancing, and portrays 
the profit potentials of this service. Reserve 
a date for your free showings now! 





MAIL COUPON 
TODAY! 


ALEMITE 


a 


Oe ee | 


ALEMITE, Dept. AW-58 
1850 Diversey Parkway, Chicago 14, Illinois 


() Please contact me and reserve a date for 
free Alemite film showings. 


[) Please arrange for free whee! balancer dem- 
onstration. 


aS cee 
Company 
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ARE YOU TRYING TO BE “COMPETITIVE” 
OR RESPONSIBLE? 


Before a responsible dealer stocks 
brake lining because the price is 
right and the lining looks good, he 
should take a good look at the year’s 
traffic death total. Because inferior 
brake lining—even the kind that 
looks good—is responsible for many 
of these tragedies. 

Right now, the cheapest possible 
kind of brake lining is being dis- 
tributed in your town. With abso- 
lutely no thought of testing or research, 
these irresponsible manufacturers are 
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only concerned with making a quick 
sale and stocking your shelves with 
‘junk’ lining. And, believe it or not, 
they’re in a prosperous business! 
Inferior brake lining producers have 
an angle. They know that it takes 
laboratory tests by an experienced 
brake lining engineer to spot inferior 
lining. And they know there is a 
good chance that their product will 
get by—for a while. Then it will be 
too late for the automobile owner to 
complain. Even the cheap stuff will 


stop a car if there’s enough room 
and time. But after five or six con- 
secutive stops, ‘gyp’ lining just burns 
up. A panic stop and .. . nothing! 

When you sell a quality brake job 
you are benefiting the automobile 
owner, his family and the entire auto- 
motive after-market. Bendix believes 
that you and other jobbers, rebuilders 
and dealers want to be both com- 
petitive and responsible. You can, by 
ordering top quality brake lining like 
that described on the opposite page. 
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IT TAKES MORE THAN A BUCKET 
AND A KITCHEN STOVE 
TO MANUFACTURE QUALITY BRAKE LINING 




















Marshall-Eclipse Division, manufacturer of Bendix-Eclipse brake blocks and linings, Troy, New York. 





Laboratory control assures that the high quality of Bendix brake blocks and 


linings is uniformly maintained, 


Brake lining is one of the most im- 
portant parts on a car from a safety 
standpoint. It takes an engine weigh- 
ing hundreds of pounds to propel 
over two tons of steel at speeds in 
excess of a mile a minute. Yet, brake 
lining—a product weighing less than 
two pounds—is called on to reverse 
this process in a matter of seconds. 
It’s obvious, then, that a depend- 
able brake lining manufacturer has 
to know what the score is. Pressed 
cardboard will stop a car traveling 
at slow speeds—if you have unlimited 


blocks and linings. 


space in which to stop, and you only 
have to stop once. 

Producing a product that meets 
today’s tremendous braking require- 
ments calls for years of experience, 
continuous research, big financial in- 
vestments, top engineering talent, 
vast testing facilities, and above all, 
skill. Marshall-Eclipse is strong on 
all counts — especially skill. Practi- 
cally every automotive manufacturer 
in this country recognizes the supe- 
rior quality of Bendix-Eclipse* Brake 
Lining. It has been selected for origi- 


BENDIX-ECLIPSE 


Marshall-Eclipse Division 
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Troy, New York 


Specially designed dynamometer evaluates friction, wear, fade and durability of Bendix brake 


nal equipment on more new vehicles 
than any other make. And the deci- 
sion of these vehicle manufacturers 
to use Bendix-Eclipse results from 
their own exhaustive laboratory and 
proving ground tests. 

Yes, it takes more than a bucket 
and a kitchen stove to manufacture 
quality brake lining. There can be 
no compromise with know-how when 
a life may be at stake. Play it safe. 
Order your stock of Bendix-Eclipse 
brake lining now. Then you can be 


sure, *TRADEMARK 
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WEAVER WHEEL ALIGNMENT EQUIPMENT — 


provides a choice to : = 


WJ-115 “RACK TYPE’ ALIGNMENT OUTFIT is one of three Weaver 
methods . . . Rack, Floor Level, “Twin Post” . . . from which you have a choice. 
This DeLuxe Outfit includes 1 DeLuxe Alignment Rack, two 3-way Alignment 
Gauges, 2 Turning Radius Gauges, Tru-Way Toe Gauge, Portable Alignment 
Tester, 2 Front End Service Jacks, Knee-Action Camber Correction Outfit, “Peg 
Board Type” Tool Display Board, Jack Stand, Safety Lift Stand, Knee-Action 
Caliper, Drive-On Mirror, and Baked Enamel “Safety Service” Sign. 


3-WAY GAUGE W45J-55 gives fastest, accurate 
readings of camber, king pin inclination, and 
caster. Uncovers bent spindles; prevents un- 
necessary bending operations. 


WJ-114 “TWIN POST” LIFT ALIGNMENT OUTFIT utilizes a Twin Post Lift 
instead of a rack .. . lift can be used for both wheel alignment service and for 
a wide range of mechanical services . . . All equipment and gauges shown on 
board (at left) are part of WJ-114 ... but also can be purchased independently 
by owners of Twin Post Lifts. 


MS | ©) W4J-120 ‘‘FLOOR LEVEL’’ WHEEL 
ALIGNMENT OUTFIT is designed for 
those mechanics who prefer to work at 
“floor level”. Does not take up the floor 
space necessary for the usual “rack” type 
installation . . . Outfit includes complete 


checking and correcting tools. a 
sd 6 TRU-WAY TOE GAUGE W4J-56 measures “toe” 


angle when used with a pair of spindle- mounted 
Gauge: eodi if **t hi 
For details, consult your Weaver Jobber, ee. oe Oe 


or write us for Bulletin SAJ-486. 





WEAVER MANUFACTURING CO., SPRINGFIELD, ILL. U.S.A, 


SERVICE SHOP EQUIPMENT 


lete line includes: Twin Post Lifts . . . Triple Post Lifts . . . Single Post Roll-on, 
ones and Frame ) Type Lifts ae . Unit Lifts . . . Bumper ‘Lift. . . Car Washers 
- Wheel | Ali quip . Headlight Testers . . . Brake Testers .. + Wheel 

wn t... Jacks .. . Wheel Dollies . . . and Air Compressors. 


v SVP 
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EVERY part is there 
in the PERMITE line 


Yes, with Permite you have all needed parts in one line! The 
valves, the pistons, the pins, the bearings, the water pumps, the bolts, 
the suspension parts, the spring shackles . . . all the parts you need for 
Valves engine or chassis overhaul are supplied in the complete 
Valve Guides Permite Line of Original Equipment Parts. 


Valve Parts 


Pistons And Permite’s greatly expanded production and service 
Piston Pins facilities in support of the Permite nation-wide distribution system 

Pin Bushings make Permite Parts always AVAILABLE—when you want them 
Cylinder Sleeves —for all makes and models of cars, trucks, buses, tractors. 


Sleeve Assemblies 
Engine Bearings Just phone your nearby Permite Distributor. 


Water Pumps 
Ball Joint Suspension 


King Bolt Sets ALUMINUM INDUSTRIES INC., Cincinnati 11, Ohio 
Tie-Rod Ends original & ~ 


Suspension Parts 
Sg Sacks rmite parts 
the complete engine and chassis line 
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AIM 
TO LIVE 


LET HEADLIGHT AIMING BE THE STARTING 
POINT OF YOUR “SAFETY CIRCLE” CHECK! 


Keep your customers safety-minded, and they'll 
ask you to keep them safety-serviced. And the best place 
to start a complete safety check is with headlight aiming. 



































Aim To Live dealers, who actively promote this program, 
are enjoying outstanding results. They have built 
invaluable good will as safety leaders in their community. 
They have stimulated local action for 

headlight aiming. And they have aroused greater 

interest in all-around safety service. 


Now’s the time to feature headlight aiming! 
Many dealers have offered free headlight aiming in their localities Motorists are preparing for vacation travel and many 


to stimulat diate action to this night-driving safety service. . . F s 
Other dealers have spearheaded local AIM TO LIVE activity by aiming more miles of nighttime driving. So, be sure you 
the headlights on police and municipal vehicles as a public service. AIM TO SERVE with AIM TO LIVE! 





DW SSSSSSSSSSSSSSSHSEEEEEESESEEEEEESEEEEEEEHEEEEESEEEEEEEEETEEEEEEEEEEESESEHEEEE 


. a ee (seneral Motors 


SSCS SSSSE SESE SSSSSSSSSESE SESE EEEEEEEEEEEEEEEEESESEEEHEEEEESESEESEEEEESESED 


CHEVROLET e PONTIAC #¢ OLDSMOBILE « .BUICK #« CADILLAC #© GMC TRUCK ee GUIDE e« AC 
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Increase your business as this Penn- 

ylvania Dealer is doing! Jenolizing 
4 hours a day—5 days a week— 
Dudley Taylor of Turnpike Truck 
Stop is increasing his gross by $7.13 
a working hour! 

You can do as well or better by 
offering Jenolizing Service in your 
neighborhood! Jenolizing com)ines 
the newest method of steam-cleaning 


Jenolizing with 
a Series 750 


Jenoli 














~~ am 
ind! 
mg ° 
and a special rust-preventive coating 
that gives engines a sparkling, like- 
new look! 

See for yourself the profit you can 
make Jenolizing trucks and automo- 
biles for local used car dealers and 
your regular customers. Many dealers 
pay for their Series 750 Jenny from 


profits in less than two months! Mail 
coupon today for full particulars! 


0 Please arrange a demonstration of Jenolizing and your 
Model 750 Jenny. 


D Please send me additional information on Jenolizing. 


Hypressure Jenny® 
earns $3.75 

to $4.75 a 
jobfor you! 








HOMESTEAD VALVE MANUFACTURING COMPANY 
Hypressure Jenny Division, P.O. Box 99', Coraopolis, Pa. 
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wix AIR FILTERS 
Prescription Air Filtration to 
give car engines max mum 
flow of clean air and protec- 
tion from dust, dirt and grit. 


WIX-KNIT WIX TEAMWORK pays : 

the premium full-flow Filtrant Profits into Y P ys off . . . puts new Life and more 
re ske Golden Can prescribed into YOUR Filter Sales. Back of every WIX Ai 

for all cars that use premium Oil Filter Cartrid d ae 
oils. ge you sell are research facilities that make 


certain—scientifically—tha , - ‘ 
POROSITE tops in filtrati . ae the motorist the 
The performance proved ex- ion .. . filtration prescribed for his car, the oil 
elusive WIX pleated Filtrant he uses and the type of driving he d : ; 
for full-flow and partial-flow g he does. And in merchandis- 


am ing, WIX tops the field with the product, the sales tools and 








selli 
ones ng programs that make sure you get more sales and your 


cectuahve win copsbavee ine full share of Filter profits. Get Up-to-date in '58 Call 


tridges for maxims ‘partiel- your Jobber about WIX today. 


flow systems. 


WIX SPIN-ON 


The sensational Wik Filter 
development that is original 
equipment on America’s lead- 
ing cars. 


WIX CORPORATION «+ GASTONIA, N. C. 
In Canada: Wix Corporation Ltd., Toronto 
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Stock and Sell the Shock Absorber with 





In the industry as a whole, sales of 


replacement shocks during the last 
half of 1957 were good — hetter 
than 11% up over the first half! 
Sales of Columbus shock absorbers 


were fabulous —better than 73% 





up over the first half ! ! 





* Official Reporting Service Statistics 





Tor \. 
THIS END UP 


corumsus 


eosed by Oe 





Figures Prove 
Columbus 
Sales Up 


13.3470 





HECKETHORN MFG. § 
SUPPLY CO 
veesmune TENN 





e | ¢ Zeom ahead with the shock 
that’s passing the pack. Stock and sell Columbus! 





COLUMBUSs. , 
a \ lyk vido SHOCK ABSORBERS y : dds 


“WORLD'S TWO GREATEST SHOCK ABSORBERS” © 





TTT EDN | 
: Mh) 


Tichtest Thing 


} 6. Ge = € 0} 3 Dae ©) 87. B\) 8 = 


The Quality Line... AERO-SEAL is the nose clamp brand to remember 
for the tightest seal that no amount of vibration can shake loose. 
The precision worm gear has no weak or wobbly spots —no spot welding. 
Take-up pressure is absolutely uniform all 360 degrees around! 
The worm drive is self-locking. AERO-SEAL bands are of 302-18-8 stainless steel 
— resist corrosion completely. They never pinch or damage hose, 
are attached in seconds and can be removed and re-used again and again. 
Make money and friends with the ORIGINAL worm gear clamps — AERO-SEALS. 


For added quick-attach : 
advantage: = . Cro ~S 
Wy ; 


Mere Seal Ri oT : 
Quick ATTACH Nyy Clamp . REGULAR WORM GEAR HOSE CLAMPS 


BREEZE CORPORATIONS INC., 7OO LIBERTY AVENUE, UNION, NEW JERSEY 
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is the Leading 
Independent 


...- Because Echlin Parts are the best! 
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the COMPLETE line...the QUALITY line for every replacement job 


PLUS piston pin bushings, shims, nuts and red Federal-Mogul box—and get them fast 
bolts and reconditioned and rebabbitted from your Federal-Mogul Jobber. That’s 
connecting rod service! No matter what type why most mechanics prefer Federal-Mogul 
of engine you are working on, you know for replacement bearings . . . and they’re as 
you can always get the right size or under- close as your phone... call your Federal- 
size replacement bearings in the black and Mogul Jobber! 
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America’s largest selling 
replacement oil seal 


@ original equipment—quality assured 


e complete line—even “hard-to-get” numbers 


e instantly available from your jobber 


When you need oil seals, you need them now. 
And, they must be right for the job. 


Your National Oil Seal jobber fills the bill on 
both counts— better than ever today through 
Federal-Mogul’s nation wide service. His com- 


plete stock answers almost every order instantly. 


The National Seals he supplies you are identical 
with seals National sells for original equipment. 


Isn’t it logical National is America’s largest 
selling replacement seal? 
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The doors that serve 


the bigg 


The cars that drive through doors like these represent 
the largest ready-made service market in the automotive 
industry. The figures that back up this statement are 
staggering. There are nearly 16 million Chevrolet cars and 
trucks on America’s roads. That’s almost 3 million more 
than any other make. Or, to look at it another way, one 
out of four cars and trucks is a Chevy. And this big 


est service market! 


market grows even bigger with every new Chevrolet owner! 

Chevrolet dealers serve the industry’s biggest service 
market with trained manpower, with up-to-date facilities 
and equipment—and with the sense of pride and responsi- 
bility that comes from knowing they’re No. 1. The 
busiest doors in the business lead to Chevrolet 
dealerships! 


Chevrolet Division of General Motors, Detroit 2, Michigan J CHEVROLET | 
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Typical parking lot subjects finishes to heavy 
weathering action—one reason for the growing 
demand for cars finished in more durable 
Du Pont “‘Lucite”’ acrylic lacquer. 

After 18 months’ exposure, car finished in 
“Lucite” still looks like new, with no more 
care than ordinary washing. 


New Du Pont LUCITE* lacquer on more and more new cars 
now in wide range of colors for perfect spot repair 


To help you cash in on spot repair of the 
many new cars finished in new Du Pont 
“Lucite” acrylic lacquer, these colors 
are made available to your Du Pont jobber 
as they come out on the new cars. There 
are now over 60 “Lucite” colors ready 
for you. 

“Lucite” can be applied with the equip- 
ment you now have . . . needs only to be 
used according to instructions to let you 
turn out repairs that fully match the orig- 
inal in color, durability and beauty. 

Be ready for this rising tide of profit- 


ee 2 Fake — i i able new business. See your Du Pont job- 


. “ae ber now for complete information about 
Test panels after 2 years’ exposure in harsh Florida sun show remarkable ie ‘se 
gloss retention of “Lucite” lacquer as compared with conventional finishes. Lucite. 


* Registered trademark for Du Pont’s acrylic lacquer 


Du Pont Refinishing Materials 


chemically engineered to do the job better 


REG. U5. PaT OF 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 





See Your Nearest DIXISTEEL 


e e 
Building 
ALABAMA 

Andalusia 
Waller Construction Co. 
Jernigan Street 
P. O. Box 191 
PHONE: 892 
. Bill Waller 
Anniston 
The Concrete Prod. Co. 
520 West ~, Street 
P. O. Box 
PHONE: fe 7-209) 
ADams 7-6765 
Mr. Geo. T. Morris 
Birmingham 
Atlantic Steel Co. 
Steel Building Division 
P. O. Box 3067— 
Avondale Sta. 
4230-ist Avenue, South 
PHONE: WOrth |-2147 
Mr. J. M. Horner 
Dothan 
Hollis & Spann, Contrac- 


tors 
202 South Alice Street 
PHONE: 5-1910 
Mr. R. H. Hollis 
Huntsville 
Putnam Construction Co. 
125 Blount Street 
PHONE: JE. 4-1242 
Mr. D. L. Putnam 
Mobile 
Foster & Creighton Co. 
958 South Conception >t. 
P. O. Box 227 
PHONE: HE. 8-5606 
Mr. P. N. sina 
Montgomer 
American All Steel 
Building Co., Inc. 
Rt. 5, Box 348, Wares 
Ferry Road 
P. O. Box 3104 
PHONE: AMherst 4-3207 
Mr. D. O. Lyon, Jr. 
Piedmont 
Ellis-Allen Tractor Co. 
104 North Main Street 
PHONE: Gibson 7-456! 
Mr. E. C. Allen 
Tuscaloosa 
Charles Temerson & Sons 
2104 - 4th Street 
P. O. Box 378 
PHONE: PLaza 2-1506 
Mr. John Curtright 
FLORIDA 
Gainesville 
H. A. Lee Steel Co. 
1800 N.E. 23rd Blvd. 
P. O. Box 605 
PHONE: FR. 6-7741 
Mr. H. A. Lee 
Orlando 
Peninsula Steel Bidgs. Co. 
3602 S. Orange Blossom 


Trail 
PHONE: GA. 4-9464 
Mr. H. C. Hunt 
Ormond Beach 
Tom Daugherty Steel 
Buildings 
666 Buena Vista Avenue 
PHONE: ORange 7-/868 
Mr. Tom Daugherty 
Panama Cit 
J. W. Giles Constr. Co. 
701 Mulberry Avenue 
PHONE: AM. 5-2303 
Mr. J. W. Giles 
Pensacola 
City Steel & Supply Co. 
P. O. Box 1454 
725 East Chase Street 
PHONE: HE. 2-7977 
Mr. Tom Herrington 
Sarasota 
Sadler Sales Company 
1027 N. Washingten Blvd. 
PHONE: RI. 7-0727 
Mr. Don Hudnall 
Stuart 
Sadler Sales Company 
612 South Akron Ave. 
PHONE: 24J 
Mr. J. E. Sadler 
Talichassee 
Cox Steel & Supply Co. 
P. O. Box 3141 MSS 
W. Tharpe St. at Railroad 
PHONE: 2-1750 - 2-0015 
Mr. W. H. Herron 


Tampa 
Peninsula Steel Bidgs. Co. 
4811 N. Westshore Blvd. 
PHONE: RE. 7-2072 

x Wermeling 


Atlantic Steel Co. 
Steel yom peveton 
575 14th +. 

P. O. Box 

PHONE: TRinity 5-344) 


34 


Dealer 

Augusta 

Cottey Bidg Prod. Co. 

1463 Broad Street 

PHONE: 2-5478 

Mr. Wm. L. Coffey. Jr. 

Brunswick 

Glynn Iron & Steel Co. 

South End Shipyard 

P. O. Box 502 

PHONE: 2843 

Mr. R. M. Fairman 

Columbus 

Steel Builders Inc. 

Old Cusseta Road 

P. O. Box 5157 

PHONE: FA. 4-2452 

Mr. W. B. Joy 

Macon 

Dixie Metal Co. 

340 - 5th Street 

PHONE: 3-7437 

Mr. Don Bradford 

Newnan 

Newnan Steel Bidg. Co. 

110 E. Washington St. 

PHONE: 1308 

Mr. Roger Pate 

Savannah 

Savannah Iron and Fence 
Corporation 

3 Hag ag St. Ext. 

P.O. 

PHONE: , = 4-5188 

R. B. Miller 


Siietoe 

Thackston Steel Co. 

Northside Drive 

PHONE: PO. 4-3543 

Mr. DeWitte Thackston 

Valdosta 

Valdosta Stee! Bldgs. Inc. 

South Patterson St. 

PHONE: 2338 

Mr. Fred Pindar 

Waycross 

Business, Inc 

610 Alice Street 

PHONE: ATlas 3-8358 

Mr. Henry Smith 
LOUISIANA 

New Orleans 

Metal Bidg. Prod. Co., Inc. 

1937 Lafayette Street 

PHONE: RAymond 3242 

Mr. R. E. Coates 
NORTH CAROLINA 

Charlotte 

Roebuck Buildings Co. 

P. O. Box 8012 

2400 Wilkinson Bivd. 

PHONE: FR. 5-1294 

Mr. W. C. Bearden 

Winston-Salem 

True Wall Steel Co. 

738 East LL Street 

P.O. Box 19% 

PHONE: Ack 3-2494-95 

Mr. C. Wall 


SOUTH cancun 


Columbia 
Roebuck Buildings Co. 
726 South Edisto Ave. 
PHONE: ALpine 4-2942 
Mr. T. M. Burriss 
Roebuck 
Roebuck Buildings Co. 
P. O. Box !28 
Highway 221 
PHONE: 4 2-3155 

“ee 3-7507 

. J. C. Anderson 


vemensese 


Chattanooga 

Southern Sales & 
Export Co., Inc. 

2010 South Willow St. 

PHONE: OXford 8-2315 

Mr. Geo. L. Fulghum, Jr 

Clarksville 

Thomason and Reece 

College at Second St. 

P. O. Box 733 

PHONE: MI. 7-1113 

Mr. Jim Reece 

Cookevilie 

Better Homes Con- 
struction Co. 

Cox Building 

PHONE: 693 

Mr. Frank Alexander 

Knoxville 

Building & Utilities 
Specialties Co. 

829 North Central Street 

P. O. Box 101% 

PHONE: 5-5197 

Mr. L. H. Thompson 

Nashville 

— W. McDougall Co., 
ne 

4\st «4 Sumer Aves. 

P.O. 538 

PHONE, “BR. 7-1530 

Mr. J. W. McDougall 
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This 


Building 


COST ONLY $3.32 A SQUARE FOOT 


Complete with air conditioning 


$1.46 a sq. ft. for this 25,200 sq. ft. ware- 
house, including all accessories 


$4.00 a sq. ft. for this 6,000 sq. ft. warehouse 
and air-conditioned office. 


$2.00 a sq. ft. for this 10,000 sq. ft. hanger, 
including expensive hanger doors at each end 


HOME OF 


PRODUCTS 


FREE ESTIMATES @ 


This 7,000 sq. ft. warehouse and 450 sq. 
ft. office of the Benton Bros. Drayage & 
Storage Co., Brunswick, Georgia, was 
completed in 40 days at a total cost of 
only $3.32 a square foot. This included 
a reinforced concrete floor 42’ above 
ground level; two 10’ x 20’ canopies; 
three overhead doors; all heating, wir- 
ing and plumbing, including three toilets 
and shower; insulated, air-conditioned 
office with brick side-walls; painting. 

The Benton building is typical of the 
hundreds of DixisteeL Buildings erect- 
ed throughout the South—some for as 
little as $1.25 a square foot. 

There is a DrxistEEL Building to suit 
your needs—from the smallest, to large, 
clear-span multiple units covering any 
area desired. 

Contact your nearest Dix1sTEEL Build- 
ing dealer or write for descriptive lit- 
erature and details. 


Eight standard widths — 

30’ 40’ 50’ 60’ 70’ 80’ 90’ 100’ 
Lengths can be any multiple 

of standard 20’ unit 

Sidewall heights 10’ 12’ 14’ 20’ 


Multiple units of virtually 
any width, height, length 


NO OBLIGATION 


Steel Building Division 


575 14th St. Atlanta, Ga. e TRinity 5-3441 
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25 million tune-ups a year! 


GET YOUR SHARE WITH THIS 


TUNE-UP SET 


MT-318-B Tune-up Set 


Available on easy payments. 


Set contains compression gauge with 
adaptor, vacuum gauge with nine adap- 
tors, timing light with adaptors, cylinder 
pressure adaptor. 


Each tool is a dependable, precision 
instrument. Gauges are designed with 
bushed bearings and ultra-accurate spring 
movement. Complete set comes in hand- 
some, husky metal case. 


Inpustry sources report over 25 million tune-ups 
last year — and going up! If you’re not cashing in, 
start now the right way — with this modern, accurate 
MT-318-B set. If you’re using old, worn-out equip- 
ment, start fresh with Snap-on and give your custom- 
ers the best tune-up ever. Either way, Snap-on will 
help you own this profit-boosting equipment on easy 
payments. 


With the MT-318-B set, any mechanic can quickly 
spot most engine faults — can shorten tune-up time 
and turn out easy-starting, sweet-running jobs. That’s 
what gets the word around — brings in the new 
business. 


Get on the tune-up money wagon — right now. 
Equip your shop or service station with the complete 
Snap-on tool and equipment setup you need for better 
profits. Do it the easy way — with a little down, a 
little each week. Ask your Snap-on man for the facts. 


SweP-oR TOOLS 


C¢ Oo R P Oo — -~- 
8052-E 28th Avenue * adh my 
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Carburetor cleaning 


used to take hoursl!... 


Cleaning carburetors once was a long, costly job. But not 
today! GUMOUT, with the handy GUMOUTER Service 
Kit, cleans carburetors in 20 minutes. .. without removing 





the carburetor from the engine. Nothing is so fast, so easy, 


so economical. GUMOUT saves you time—improves the 


ums, | Gl 
veh r ot job—makes satisfied customers. That’s why it’s important 
ornish ond moisture - - 


to make GUMOUT carburetor cleaning a regular part of 
your tune-up service. THERE’S NOTHING LIKE IT! 


Send for FREE Service Bulletin No. 105 
“Manifold Heat Control” 





with GUMOUT and the GUMOUTER Service Kit. It’s easy to 


r You can clean any carburetor right on the engine in 20 minutes 
use. Order from your jobber today. If he can’t supply you, write: 


GUMOUT DIVISION 


Pennsylvania Refining Company 
2688 Lisbon Road, Cleveland 4, Ohio 


‘ 


GUMOUTER No. 610 
DEALER COST $3.45 
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According to Thousands of Satisfied Users... . 


Muffler Installations are Easier, Faster 
With the Famous Lippy Twins! 














ZIPPY MUFFLER TOOL—Patented U.S.A. (Replacement blade set with clevises & locks, $2.40) 


You} Too Can Cut Muffler Installation Time in Half 
With the Zippy Muffler Tool & Pipe-end Shaper 


ZIPPY MUFFLER TOOL... 


@ Zip-Zip: It's cut through! No more 
hacksaws or cutting torches .. . 
30 second operation. 

@ Lightweight, rust-proof construc- 
tion. Fits 1/2” to 22” pipe with 
single adjustment. 

@ Positive self-aligning action. No 
rough or out-of-round edges. 


ZIPPY PIPE-END SHAPER... 
@® Rounds out 112” to 22” muffler 
and pipe ends—inside and out- 
side dia.— in two easy strokes. oe 2 
@ Tool stee! construction, uncondi- r —_ on ' 
tionally guaranteed. “_ ’ a8 | 
@ Makes installations easier . . . in- ZIPPY PIPE-END SHAPER—Patent Pending 
creases profits on every job. 




















$Q75 Each. Gar. Net See Your Favorite Jobber $@75 Each. Gar. Net 
9 MUFFLER TOOL or Tool Specialist 9 PIPE-END SHAPER 


(Includes spare blade set) 


MUFFLER PRODUCTS CORP. 


BOX 492 HOUSTON, TEXAS 
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Revolutionary auto- 


MODEL EK-10 PORTO-POWER 
HYDRAULIC PULL DOZER. 


Only §259 


with complete EK- 8 pulling 
attachments. 


(Prices subject to change 
without notice.) 





Porto-Power 


Ww voz 


FEATURES: 


@ Famous Porto-Power hydraulic ram 
and pump does the hard work for you. 


@ Portable! Lightweight aluminum alloy 
construction. Now you can bring I 
! 
the tool to the work! 1. Photo shows damaged trunk area on a 2. A fast clamp hook-up on inner panel 
e@ Lets you apply straight-line pull at late model Chevrolet. Pull-Dozer ready of car rear-quarter panel relieves stress 
exact point of impact ... from to cut time, boost profits on this job. on buckled-up trunk floor. 


outside the car! , . _— _— 
@Safe! You control it remotely. ‘ & 


Eliminates injury risk! 


@ Complete with all attachments to let 
you pull from all around the car 
—even 1958’s. 


Budget-priced mechanical Pull-Dozer features: 


@ Low, low priced...any body shop can 
afford one! 

@ Rugged tubular steel construction. 
Easily portable! 

@ Applies straight-line pull at exact point of 
impact! Also equipped for pushing! 

@ Complete with all attachments for pulling 
all around the car! 





3. Next pull — at same angle of damage _ 4, Trunk floor back to near normal — 
— brings trunk floor back toward original heavy crease pulled out in minutes. Ham- 
shape. New “C” clamp allows set-up mering and dollying under tension re- 
changes in seconds. stores floor to original shape. 


Watch for more big Porto-Power news coming from 


€=> BLACKHAWK 


BLACKHAWK MFG. CO., MILWAUKEE 46, WISCONSIN 





body repair method! 


LO At 


S NF 
‘ . , ; f 7 ” 
~ j 
~/ 
MODEL EK-5 BUDGET-PRICED ~ 


MECHANICAL PULL-DOZER. 


Only > | 85 


with complete EK- 8 pulling 
attachments. 


(Prices subject to change 
without notice ~~ 


| ——— 


Use a PULL-DOZER for 14 days. You'll find it safe, easy to 
use—the answer to your modern body repair problems! 


“Cuts my hours way down 
— saves me trouble 

on late-model car bodies,” 
says BERT PFAFF, 

Brownell's Body Shop, Milwaukee, 


“T’ve used Porto-Power Pull-Dozer and I’ve 
seen what it can do. Pulls damage straight out 
from outside the body. I don’t have to rip out 
upholstery — waste time figuring out fancy 2 
and 3-jack setups . . . look for good anchoring 
points. Blackhawk’s new Pull-Dozer is a real 
time and labor saver. It’s making money for 
me like nothing else can!” 


“No more pulling from poles 
and floor rings for me!" 
says LAWRENCE SMITH, 

Allis Autobody, West Allis, Wis. 


“I just fixed a busted-up trunk section on a 57 
DeSoto and made a good profit doing it! Pull-Dozer 
made the difference. Before I would have had to 
drive away from an anchor ring or pole. Now I can 
tension with Pull-Dozer and dolly metal as I go. 
It’s neat, clean, safe, fast. I take the tool to the job. 
I’ve landed more jobs with Pull-Dozer! There’s no 
denying it’s a dandy!” 


TRY PULL-DOZER! Use it in your shop 
14 days! Absolutely no obligation! 


ee 


Fill IN AND MAIL COUPON BELOW! 


Get a Pull-Dozer in your shop soon — for 14 
days! Try it! Profit from it! It won't cost you 
a cent. Your jobber will make purchase ar- 
rangements or pick Pull-Dozer up. Either 
way you just can’t lose. Don't wait . . . don’t 
attempt to repair modern bodies without 
a@ modern Puyll-Dozer! 


BLACKHAWK MFG. CO. 

Dept. P-458, Milwaukee 46, Wis. 

Rush the Pull-Dozer model I have checked below to my shop! I 
understand I can use it for 14 days... without obligation! 

[] Porto-Power hydraulic Pull- ess 

{] Budget-priced mechanical Pull-Dozer 

(] Free Pull-Dozer Owner’s Manual-Catalog 


ITE . icrsnsnasnstncenstncianeuistiintendgeecemmictnecioninnens TITLE  ....cccetsoresdesoorersersorapeesscsovesaned 


EE 




















\ 


/ 
/ Bill really gives 
customers the 
red carpet 

\ 


i No, customers bought 
it for Bill because he 
replaces with 

Timken® bearings 


You can be a red-carpet celebrity to your customers by 
doing good work and using the best replacement parts. 
So whenever the job calls for a tapered roller bearing, 
install a Timken® bearing. And tell ’em it’s Timken. Cus- 
tomers know a “quality” name when they hear it. And 
Timken is America’s best-known name in bearings. The 
Timken Roller Bearing Company, Canton 6, Ohio. 
Canadian plant: St. Thomas, Ontario. Cable: ““Timrosco”’. 


CUSTOMERS LOVE YOU WHEN YOU REPLACE WITH AMERICA’S BEST-KNOWN BEARING. ..JUST TELL ’EM IT’S... Tl M E N 


TRADE-MARK REG. U. S. PAT. OFF. 


TAPERED ROLLER BEARINGS 
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nh: 


CHEAPER! 


FASTER! _ : ae a ig 
a easily rev 
pees y ay SAFER! EASIER « __ bringing share. ting points 
seconds. Chuck holds valve; Takes the drudgery out sails Vaso acne | 
fingers are never Hardest carbon deposits of valve cleaning. The 


“ triples the life of the brush. 
near wire brush, disappear, leaving a machine does the work. P 
clean, shiny surface. No skill required. 


NEW Zope 


EDGES AT WORK 


VALVE CLEANER ATTACHMENT 


The Sioux Walve Cleaner can be supplied with bench grinder as shown or 
sold as an attachment to fit an existing 6”, 7”, or 8” bench grinder. It’s another 
entirely new product exclusively from SIOUX to you. 


ALBERTSON & CO., INC. 


SIOUX CITY, IOWA, U.S.A. A 
NEW AIR IMPACT WRENCHES » NEW AIR SCREWDRIVERS « NEW “PELICAN” NUT ACCUMULATORS « 
ELECTRIC IMPACT WRENCHES « DRILLS ¢ GRINDERS » SANDERS « POLISHERS » SCREWDRIVERS 
@ PORTABLE SAWS » VALVE FACE GRINDING MACHINES » FLEXIBLE SHAFTS « ABRASIVE DISCS 
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TRIP FOR 2 TO 


PARIS 


TRIP FOR 2 TO 


HAWAII 


TRIP FOR 2 TO 


BERMUDA 


TRIP FOR 2 TO 


MEXICO 


2 R.C.A. 
Living Color 
TV SETS 


7 sets 
STERLING SILVER 
FOR SIX 


3 VOICE OF 
MUSIC 
HI-FI SETS 


Sixteen fabulous prizes—holidays for two 
in Paris ... in Hawaii... in Bermuda and 
in Mexico... beautiful RCA Living Color 
TV sets .. . Voice of Music Hi-Fi Sets... 
and sterling silver services for six! They're 
yours to win in the big SARAN “SALES 
STARS” CONTEST from February 17 
to May 16. 

Smart, smooth seat covers of SARAN 
still hold the winning combination of 
beauty, durability and easy upkeep. Now 
you can make them win a big prize bonus 
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for you in the most exciting contest to 
date. Sell the only seat covers that give 
an old car up-to-the-minute styling. Sell 
SARAN ... and you'll win satisfied cus- 
tomers plus a glamorous holiday. 


Your seat cover manufacturer has all the 
details. If you are not already enrolled, 
call him today and get started on the 
SARAN “SALES STARS” CONTEST! 
THE DOW CHEMICAL COMPANY, Midland, 
Michigan, Plastics Sales Dept. 2041K. 


big SARAN seat covers 
“SALES STARS” CONTEST 


NOW TO MAY 16 


YOU CAN 


DEPEND ON 
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AXLE SHAFTS 


For pleasure or commercial driving—light cars or heavy loads 
—U.S. AXLES’ extra safety saves lives, cargoes, equipment, 
lost time, and cold hard cash. 


Shot-peening, the hardening process that makes heat-treated, 
fine alloy steel tougher . . . (up to 5 times tougher by actual 
tests) assures greater endurance, longer life and 
dependability. U.S. AXLE SHAFTS, duplicates of original 
equipment, are providing this extra safety for more and 
more vehicles every day. It will pay you to make 

U.S. AXLE your'source for axle shafts. 


Depend on your U.S. AXLE JOBBER. He has the 
exact axle shafts to fit your needs. 


tHe US axe COMPANY, INC. 


Since 1920 ¢ Pottstown, Pennsylvania 


ATLANTA WAREHOUSE Rear 429-3! Peachtree St., Atlanta, Ga. 
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... The Lect known naine th brake service 


LOCKHEED HYDRAULIC BRAKE PARTS, FLUID and BRAKE LINING @ AIR HORNS e¢ AIR BRAKES ¢ TACHOGRAPHS 
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ENGINEERED QUALITY MAKES the DIFFERENCE 


Wadaner Lockheed 
REPLACEMENT BRAKE PARTS 


fit right because they’re engineered right! 





Never underestimate the importance of engineered quality— 
because engineered quality, such as you get in Wagner 
Lockheed Brake Parts, provides the right fit and correct 
performance of the parts. = o 


The ease of installation of parts that fit right saves you time 

and labor in handling brake service—and shows you greater 

‘profit. = Wasner we 

ENGINEERED QUALITY of Wagner Products begins with 

the design when quality of material and close tolerance of eae” 

manufacture is specified. Metal parts specifications include HYDRAULIC 

casting of dense, non-porous structure that will machine to : 

a high mirror finish, Rubber parts must be of high tem- 

perature resistant compound to provide sustained resilience. 

In brake fluid, quality depends upon correct chemical balance 

of superior ingredients. 

The Wagner Lockheed line of hydraulic brake parts is the 

most complete on the market. Every make and model of 

vehicle is covered. Parts are available individually or in Wagner Lockheed Brake Parts are packaged in 
factory sealed kits. factory-sealed containers. Contents are protected 
Wagner Lockheed Replacement Brake Parts are manufac- in handling, and when you open a container you 


tured by the same machinery in the Wagner factory—to ; lity 
the same specifications—as Wagner parts used as original have a clean, undamaged part of known quality. 
equipment. These parts enable you to turn out the safest Available from your regular supplier of Wagner 


brakes possible. And remember, safe brakes protect lives. Lockheed Brake Parts, Brake Fluid, and Brake 
Lining. Ask him for details, 








Wagner Electric @rporation 
6362 PLYMOUTH AVENUE, ST. LOUIS 14, MO. U.S. A. 
(Branches in principe! cities in U.S. end in Cenede) 
Please send us Bulletin HU-411 on Hydraulic Brake Servic- 
ing. We understand that there is no charge or obligation. 


NAME 





FIRM NAME 





/j ADDRESS. 





CITY & STATE 





ELECTRIC MOTORS © TRANSFORMERS ¢ INDUSTRIAL BRAKES 
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12-tooth pawl actually engages 
20% of the 60-tooth ratchet to 
give the strongest locking action 
ever in the direction of force! — 
yet, disengages FAST for a free- 
swing ratcheting return. 


Unit assembly simplifies mainte- 
nance. Complete ratchet renewal 
kit permits easy, do-it-yourself 
replacement—if ever required. 


Light twist of the finger-tip fitted 
switch quickly reverses ratchet. 


Want more facts? Use Reader Service Card Page 115 


a great new 


RATCHET 












with Blackhawks POWERFUL 
12-TOOTH PAWL ENGAGEMENT! 


This new, revolutionary design is based on sound engi- 
neering principles proved not only in the laboratory, but 
ON-THE-JOB. The positive wedging action of the preci- 
sion 12-tooth pawl, engaging a 60-tooth gear is so rugged 
that, even after a quarter million heavily-loaded test pulls, 
production models showed no measurable wear. And, the 
exact fit of all components gives more even load distribu- 
tion, regardless of resistance. 


You'll like the smaller head and the short swing that speed 
up work in closest quarters. For example, the 2 drive 
Ratchet takes hold with less than an inch of motion at the 
handle. Plus, there’s a friction-free Teflon seal that keeps 
lubricant in and dirt out. Available in all popular drives 
from your Jobber. Call him TODAY! 





THE NEW BRITAIN MACHINE CO, 
NEW BRITAIN, CONN. 








HAND TOOLS 
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~ Customer Relations Manager 
Records King Customer's Complaints 


-and mechanics later hear the recording 


INCE the customer is supposed to 

be king, a Houston Buick deal- 
ership has named one of its execu- 
tives a man-in-waiting on that 
king. He’s a “customer relations 
manager.” And he records com- 
plaints so mechanics later can hear 
them at their regular meetings. 

The job_ as- 
signed Ancel L. 
Shrum by _ Al 
Parker Buick Co. 
is to keep service 
customers happy, 
and through e- 
limination of ma- 
jor complaints in 
the service de- 
partment, build 
good-will for the 
company in gen- 
eral, thereby aid- 
ing new- and 
used-car sales as 
well as boosting 
service volume. 

Shrum’s astute 
application of the 
job to _ service 
complaints has 
cut major com- 
plaints from five 
or six a week to 
only about one a 
month, declares 
Tom Forbis, serv- 
ice manager. 
When not on a 
major complaint, 
Shrum is spot-checking incoming 
service customers to ascertain their 
satisfaction. 

The new job has helped, at least 
indirectly, to sell more automo- 
biles. For example, the wife of a 
retired Army colonel recently 
bought a used 1957 Buick on long 


By Ruel McDaniel 


credit terms. When her complaint 
reached Shrum, he _ discovered 
that she had brought the car into 
the service department three dif- 
ferent times with a total of six 





This customer’s protest will be played back to servicemen. 


complaints. Each time, a service 
advisor had waited on her. When 
she returned the fourth time, she 
was belligerently disgruntled. She 
threatened to turn the car back. 

Shrum invited her to his office 
and she sat across a desk from him 
and vented her feelings complete- 
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ly, and he agreed sympathetically 
that she did indeed have a com- 
plaint. The final outcome was that 
the car remained in the depart- 
ment four days. It was tested by 
six different mechanics, including 
the service manager and Shrum, 
who also is a mechanic. Twice the 
owner accompa- 
nied driver. She 
rode with Shrum 
when he tested it. 

It turned out 
that all six com- 
plaints were jus- 
tified, even 
though some 
were caused by 
her own handling 
of the car. One by 
one, they were 
eliminated. When 
the customer left, 
she was happy. 

Less than a 
month afterward, 
her husband, an 
executive in a 
local industrial 
concern, came in 
and bought a new 
car. He said that 
his company 
would be in the 
market ffor at 
least six new 
cars before the 
year’s end. He 
explained that 
the reason he came to Parker’s for 
his new car was that his wife was 
so enthusiastic over the way the 
service department had handled 
her complaints. 

The service department, which 
processes an average of 150 jobs 
daily, maintains a service history 
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Service Supervisor Herb Winter greets a disgruntled customer—first 
step in routing now-much-fewer major complaints to the complaint man. 


of every car that comes into the 
department. When a complaint is 
considered by the service advisor 
or service manager to be of major 
significance, it goes to Shrum. 
When anyone sends a complainant 
to his office, which is alongside the 
service manager’s,. the record on 
the car in question goes to him, so 
that he may study it before talking 
to the customer. 

Also in Shrum’s office, out of 
sight of the customer, is a tape 
recorder. When the customer sits 
down and begins talking about his 
car troubles, Shrum flips on the 
recorder. This is done without the 
customer’s knowledge, not that 
there is any objection to his know- 
ing that his remarks are being re- 
corded but because the average 
person does not talk as freely or 
naturally when he knows his talk 
is being recorded. 

The recording then becomes a 
valuable asset in preventing future 
complaints. It is played back to the 
mechanic or mechanics who 
worked on the car which proved 
unsatisfactory, and many of the 
recordings are valuable factors in 
holding sales meetings of service- 
men and talking about reducing 
complaints. 

“The ideal situation would be 
one in which I could contact every 
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service customer to see that he is 
satisfied with his job, rather than 
wait for him to come in and com- 
plain,” Shrum explains, “but since 
our service volume is so great that 
to do so would be impossible for 
one man, I do the next best thing 
by spot-checking several service 
customers daily. I seldom turn up 


a major complaint, but the cus- 
tomers appreciate the attention 
anyway, and that helps service and 
car sales.” 

Shrum does not see the custom- 
ers who come in with minor com- 
plaints, such as carburetor adjust- 
ment, brake re-check and the like. 
Only when the complaint is be- 
yond routine and needs special at- 
tention does it go to him. And 
when he does get one, it receives 
the complete “red carpet’ treat- 
ment. Cost of satisfactory adjust- 
ment is no object. The whole pur- 
pose of the new position is to satis- 
fy the customer who is more than 
normally dissatisfied with his car 
or the service he has had on it. 

When a car reaches Shrum it 
receives not less than five road- 
tests before it finally goes back to 
the customer. Shrum makes the 
final test, in company with the 
customer. He drives awhile, then 
asks the customer to take the 
wheel. He does not release the car 
to the customer until he himself 
and the customer are completely 
convinced that the trouble has 
been eliminated. 

“Oddly enough, most of the 
complaints that reach me are real,” 
Shrum declares. “Imaginary trou- 
bles are eliminated before the cus- 
tomer reaches me. We work on the 
assumption that if a complaint has 
gone far enough to reach my desk, 
the customer is right and we work 
with the car—and him—until the 
customer has no doubt.” 

Importance of settling such ma- 
jor complaints is indicated by the 
fact that the company has found 

(Continued on page 91) 
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Why the “Low-Priced” Car Isn't 


By BILL HERBERT 
Editor 


oe that you’re an auto- 
motive man, do your friends 
ask you when visiting in your 
home: 

“Why can’t the manufacturers 
leave off all the frills and dime- 
store chrome and give us a chance 
to buy an American-made car for 
much less than what the lower- 
priced three sell for?” 

Of course they bring up this sub- 
ject often—as they do with all of 
us—but maybe you haven’t always 
had the facts at hand to defend the 
industry that’s bread and butter to 
so many of us. Perhaps you’d bet- 
ter tear out this page and have it 
handy. 

As you know, there was nothing 
wrong with the Crosley for its 
price. It was American-made and 
dealers were scattered fairly well 
over these 48 states to provide 
service. You also know that Amer- 
icans decided the Crosley should 
go the way of all but a handful of 
the 2,500-plus makes which have 
tried to win the hand of John Q. 

The table at right answers what 
you’re about to be told: even if 
Uncle Sam further trims or elimi- 
nates excise taxes — assessments 
paid by the manufacturers and 
added into his invoice to dealers — 
there just ain’t going to be any- 
thing like a $1,000 car available to 
Americans and made by Ameri- 
cans. 

Squeeze out the gingerbread and 
what kind of deal can you make 
the new-car prospect? 


Taxes Gobble 24 Cents of Every Automobile Dollar 


$599 Tax in a $2,500 Car Delivered in 1956 
to a Resident of Michigan 


Taxes Per 
Auto Sales 
Dollar, 
in Cents 


Total 
Taxes 
Per Car 


. Estimated taxes accrued on materials, parts and their transportation 


prior to receipt by automobile manufacturer 


$150.00 6.0 


. Estimated income and other taxes paid by automobile manufacturer, 


exclusive of federal excise tax 


. Federal excise taxes on car, including radio and heater 
. Dealer's property, income and other taxes 


. Michigan sales tax Ee Be te 
. License plate and title on ca 


. Federal excise and state sales tax on five gallons gas and six quarts 


Total taxes on new car, ready for use 


137.00 5.5 

182.00 7.3 
42.00 1.7 
75.00 3.0 
12.75 


68 
$599.43 





SOURCE: Estimated by Automobile Manufacturers Association. 


Listen to what a top authority 
said in addressing the Chamber of 
Commerce at Tulsa, Okla., Dec. 
11, 1952. Declared James C. Zeder, 
Chrysler Corp.’s vice-president of 
engineering and research on the 
subject of a basic car — something 


Where the “Big Three” Sales Dollar Goes 


On Jan. 30, 1958, General Motors President Harlow H. Curtice told the senate subcom- 
mittee on antitrust and monopoly that the cost of a 1958-model GM composite passenger 
car (an average of the five lines) increased $125 over 1957 models, which compared with the 


GM wholesale price increase of $74 per car. 


The breakdown given by Curtice listed the increases as: $35 for materials, $52 toward 
payrolls, $24 added tooling costs and $14 for other items, including local taxes, depreciation 


and miscellaneous costs. 


From information in the 1957 Ford, Chrysler and General Motors annual reports, the 
following distribution is made on the sales dollar: 


Materials, supplies and services........ 
Wages, salaries and employe benefits. . 


Federal, state and local taxes................ 


Depreciation of buildings and equipment 
Dividend to shareholders. . 
Retained in the business... . 


Total 


General 
Ford Chrysler Motors 

. 59.3% 59.6%, 50%, 

. 23.4 28.75 
5.8 ? 9.75 
6.6 i 3.75 
2.25 d 5.25 
2.62 . 2.5 


100% 100% 
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for basic transportation at a basic 
price: 

“The aim was to get a $1,000 
car for the public. Engineers took 
out chrome-plated hardware and 
substituted painted work, installed 
cheaper shock absorbers, took out 
radio and heater controls (de 
luxe), used utilitarian upholstery, 
dual taillights went out, so did 
turn indicators and instrument 
light dimmers, a basic air cleaner 
was used instead of a carburetor 
silencer, thin rubber mats replaced 
carpeting and a basic type trans- 
mission was used. 

“The result was that $150 was 
saved in the price, but the car was 
the worst, uncomfortable, ugly au- 
tomobile you ever saw. Only the 
test engineers would ride or drive 
it again. 

“We realized that we would not 
do our customers a favor in offer- 
ing such a car. While we might 
save them $150 in first costs, we 
knew they would run into trouble 

(Continued on page 90) 





Seven Cuts in Expenses 


By Ruel McDaniel 


N SEEKING avenues to more 

profit—or less loss—in the au- 
tomobile business today, it is ad- 
visable to look to the minor items 
that contribute to overhead, while 
doing all possible to cut major op- 
erating costs, according to the ex- 
perience of Peterson Garage & 
Auto Co., Kerrville, Texas, 

This is reportedly one of two 
dealerships in the United States 
handling all General Motors auto- 
mobiles. 

“More than two years ago,” ex- 
plained C. H. Johnston, secretary- 
treasurer and general manager, 
“we realized we had to start trim- 
ming overhead. We recognized that 
certain major overhead items were 
fixed and that we could do little or 
nothing about them. You can’t 
profitably cut out sales costs, ad- 
vertising, rent, so we re-examined 
the many smaller items that were 
contributing to overhead — items 
over which we had some control.” 

By examining all routine, even 
though comparatively minor cost 
items, the company formulated an 
overhead-trimming program that 
has consistently saved money and 
thereby added to net profit. Here 
are seven areas in which overhead 
has been cut: 

1 — Long-distance telephone 

? calls were costing an aver- 
age of $600 a month. 

By reminding all personnel, and 
particularly executives and de- 
partment heads, that the phone 
should not be used if an airmail 
letter could accomplish the same 
result, immediately after the pro- 
gram went into usage the long- 
distance telephone bill dropped by 
more than ten per cent. This same 
average continues, saving about 
$720 a year in bills. 

“Obviously in this business we 
must use long-distance frequent- 
ly,” Johnston pointed out, “but we 
were telephoning sometimes when 
a letter would be just as practical. 
To reduce telephone usage was 
mainly a matter of causing those 
who use the phone to think before 
placing a call—to see if a letter 
would do as well.” 

— Re-examination of car- 

je lending policy. 

The company had been quite 
liberal in offering cars for use of 


customers who were having their 
own cars serviced, The manage- 
ment examined the usage of these 
courtesy cars and realized that 
some customers were abusing the 
service, principally because the 
management itself was more or less 
encouraging it. 

“Today, we don’t offer courtesy 
cars,” Johnston explained, “When 
a customer suggests that he would 
like to borrow a car, we talk to 
him and in many cases we find 
that he merely wants the car to 
go to his office or home. In such 
cases, we offer to drive him where 
he wants to go and he is satisfied. 

“It is cheaper to deliver him— 
and pick him up when his car’s 
ready—than to lend him a car for 
the day or a couple of days. 


“We have cut overhead here by 
quite an imposing figure each 
month.” 

3 — “Other Supplies.” 

- In its cost record system, 
the company maintains a category 
under “Other Supplies” that is a 
sort of catch-all for expenses that 
do not belong under a more defi- 
nite heading. The management 
holds regular meetings with de- 
partment heads, and during one of 
these meetings this category of 
overhead came in for major dis- 
cussion. 

Johnston pointed out individual 
expense items and explained that 
these expenditures could be cut by 
careful scrutiny by department 
heads. He asked them in turn to 
go over the problem with their 
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ment to understand the expense 
accounts. 

Since executives travel consid- 
erably during the year and several 
mechanics go to various other cit- 
ies to attend special schools, the 
new policy has reduced travel ex- 
penses by approximately a third, 
and yet nobody has complained 
that he has not been fully compen- 
sated for all his actual travel costs. 
7 = Lights and water. 

” Finally Johnston looked 
into the use of lights and water 
and quickly found minor wastes in 
all departments. He talked to de- 
partment heads and asked them to 
instruct all employes to check 
doubly against such wastes. 

Now no drop lights are allowed 
to burn all night, whereas pre- 
viously it was common for a me- 
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General Manager Johnston points to line on chart showing drastic cut 
in expenses under “Other Supplies” and discusses additional possible 
savings with Service Manager Bob Stovall. Firm sells all GM cars. 


Another in the 


own crewmen. 
The month just prior to focus- 

ing the spotlight on miscellaneous 
expenses, “Other Supplies’ to- 
talled $407.82. The following 
month, the figure dropped to 
$220.81. It has not gone back to 
the original figure since. 

Johnston estimated that guard- 
ing expenses in this category has 
resulted in saving at least $2,000 
a year. 

4 -— Piacing employe sick-leave 
” on business basis 
Formerly, when an employe was 

unable to work, he was not 
“docked” for his absence, since the 
company maintained a sick-leave 
policy. In checking into the rec- 
ords, however, Johnston found that 
some employes were abusing the 
policy. 

As a consequence, he set up sick- 
leave records on all employes and 
notified them that hereafter the 
company would adhere to the reg- 
ular policy of allowing six days of 
sick-leave annually. Time over 
that would be charged against the 
employe’s vacation allowance or 
his pay envelope. 

The new program not only re- 
duced absenteeism on account of 
sickness but is saving a substantial 
sum monthly. Yet no employe has 
complained, On the contrary, they 
agree that it is fair and business- 
like. 

5 =— Adjustment policy revision. 
> Although the company 

maintains a liberal adjustment pol- 

icy covering both used and new 


cars, a check of service records 
covering free adjustments revealed 
that money was being lost need- 
lessly in a _ too-liberal attitude 
toward adjustments, 

“In re-appraising our adjust- 
ment policy,” the general manager 
pointed out, “we certainly had no 
intention of denying any customer 
adjustment service if his case de- 
served it. We simply concluded 
that we were making some adjust- 
ments which were outside and 
beyond our normal obligation to 
the customer.” 

By talking over the matter with 
the service manager and his me- 
chanics, particularly those who 
greeted customers, certain changes 
were established to eliminate free 
services which were not legally or 
morally due the customer. 

The month before this re-ap- 
praisal, adjustments on new and 
used cars cost $407.56. The month 
following the new policy, these 
services cost only $190.50, the 
records showed. 

In spite of the substantial sav- 
ings effected, the company has had 
no customers to claim free adjust- 
ments for which they were 
charged. Customers are satisfied, 
and the company is substantially 
ahead, financially. 

s — Reduction of travel ex- 
bs penses. 

Executives and mechanics alike 
were told that in the future actual 
expenses for travel would be al- 
lowed and that expenses should be 
sufficiently itemized for manage- 
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Cost-Paring Series 


This is another in a series of 
articles revealing how the 
dollars have been stretched 
by sharply slicing overhead. 











chanic to quit work and neglect 
to turn out his light. The general 
manager cut out some lights which 
had remained on at night in the 
office. 

Water hoses were checked 
against waste and faucets now are 
checked at the close of the work 
day to see that water is not being 
wasted. 

Johnston believes that in this 
minor category alone the company 
has reduced costs by an average 
of $25 a month. 

“When seeking ways of reduc- 
ing overhead,” he said, “our first 
consideration is whether or not the 
potential saving will in any man- 
ner affect our basic job of selling 
cars and service. If so, then we for- 
get it. It is important that basic 
sales facilities remain strong, that 
savings be made without adversely 
affecting our selling and service 
job.” 

Throughout the South franchised 
dealers have been tightening their 
belts to eke out some profit in the 
face of the public’s disinterest in 
buying cars, particularly new ones. 
Here has been a specific example 
of a tighter waistline. 





These certificates in his office attest his car-selling ability. 


oe his desk at a small office, 
with windows all around, Zach- 
ary “Zack” T. Carringer watched 
a young couple with two small 
children drive into the used-car 
lot of Oak Ridge Motors, Ford- 
Mercury dealer at Oak Ridge, 
Tenn. 

He knew them and, as custom- 
ary when customers came, he 
walked out to greet them. 

But his first words were to the 
children: 

“Hello, Johnny, you’re growing 
up Sas, . 

“And Jane, what a pretty little 
girl you are... .” 

The parents 
tively. 

Then Zack talked to them—and 
made a sale. 

That was an example of how he 
does it. How he was able to sell 
643 used cars and 141 new cars 
last year. And how for four years 
he has been the champion used- 
car salesman in the Mercury Divi- 
sion of Ford Motor Co. His used- 
car sales have been the highest in 
the United States for that division. 
For seven years he has led the 
Louisville district in Ford sales. 

In ten years he has sold 4,359 
used cars and 1,330 new cars. 

His used-car sales last year aver- 
aged more than two a day, exclud- 
ing Sundays. And his sales in- 
creased 165 over the previous year. 

How does he do it? 

Take that little example of the 
couple with the children calling on 
him. Zack has observed that many 
salesmen greet the parents but ig- 
nore the children. That isn’t the 
best psychology—or salesmanship. 


smiled apprecia- 
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You’ve got to say something to 
the children, too, and preferably 
first. 

But Zack doesn’t just do that to 
help sales. 

He really loves children. And 
you’ve got to be sincere to get 
along. 

This is the way he put it: 

“Many a family comes in, with 
children. I’m crazy about little 
babies and always show them first 
consideration when they come on 
the lot. I try to treat the children 
nice, like they should be. It makes 
a hit with the parents. 

“TI don’t just do that for the busi- 
ness, but it all adds up. You don’t 
have to give the children candy. 


The merits of a car occupying the 


He's Tops 


This Tennessean's record 
is two used-car sales per 
day, excluding Sundays, 
to top all Mercury sales- 
men for past four years. 


Just be nice to them and that is 
enough. 

“You have to be able to remem- 
ber names of people, too, I find. 
When you can call them by their 
names it is more personal and 
pleases them. 

“T find, too, that most people 
appreciate any kind act you do for 
them. Some don’t, of course. 

“If friends are arranging for a 
funeral or something and need ex- 
tra cars, I am glad to let them have 
an extra car or two. It is an ac- 
commodation for which no charge 
is made. 

“Tf a car of a customer is wrecked 
on a weekend, we lend a car until 
the other car can be repaired. If a 
friend has a breakdown, he can 
call me and I will go help him, 
without charge. Just general kind- 
ness to everyone and being friendly 
at all times help in sales.” 

Naturally, Zack has made lots of 
friends during the nearly 11 years 
he has been in the automobile busi- 


“special” spot on the used-car lot 


are demonstrated here by Carringer (left) to a potential purchaser. 
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in Selling 


By Warner Ogden 


ness, and in the ten years before 
that when he worked in a bank. He 
has met many people and he tries 
to make friends of them all. 

“I’ve always been honest in deal- 
ing with everyone,” he explained, 
“and that has meant a great deal 
of repeat business. People like to 
come in and talk to me and this 
has become a sort of gathering 
place for friends. I talk to them 
and kid them, and they like that. 

“I try to give them personal at- 
tention and like to please them. I 
want them to be satisfied.” 

Every week he sends out 100 
postcards, written in personal 
handwriting (rather than mimeo- 
graphed), urging people to come 
in and see him. 

One seen on his desk, ready for 
mailing, read: 

“We can now sell you a new car, 
with no monthly installment un- 
til June 15, plus the best deal 
you’ve ever been offered. See me 
at once.” 


NS 
ha 


these trophies in Carringer‘s home also identify this salesman. 


In the banking business, Car- 
ringer learned about financing, and 
that means much in selling used 
or new cars. Smaller down pay- 
ments than many dealers allow 
are often allowed, if the customer’s 
credit rating is good. 

On used cars from 1952 back, a 
down payment of only $35 is some- 
times possible. For up to 1954 or 
1955, a down payment of $100 to 
$150 might be arranged if the 
man’s credit justified it. 

Any cars taken on trade are 
tried out and if anything needs to 
be done on them, it is taken care 
of in the company’s shop. 

Emphasis is put on trying to see 
that a car buyer is satisfied. 


Dealer Glen E. Van Slyke, Jr. (left), gave Carringer his start. In 
earlier years the salesman learned financing in the banking business. 
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“If a customer likes a car and 
the deal he will tell other people, 
and that sends in others,” said this 
top salesman. “It means repeat 
business from the customer.” 

A special offer is promoted ev- 
ery day. There is a small built-up 
asphalt stand at the corner in front 
of the lot and a sign behind it calls 
attention to the “Special.” It can 
be seen easily from the intersec- 
tion. Newspaper ads and radio 
spots are used in promotion. 

Effort is made to not let a “Spe- 
cial” run over four days. Some 
other unit is then placed on the 
stand. 

A yellow pencil is often used to 
mark down payments on a wind- 
shield. 

In Carringer’s office are framed 
certificates of membership in the 
Ford 500 Club and others. In the 
500 club, points count, such as 
three points for used car, five for 
new Ford, five for new truck. Or- 
dinarily, Zack makes 500 points in 
two months. Early this year it was 
a little more difficult, due to the 
economic conditions generally. 

At home he has trophies of vari- 
ous kinds. One, brought back from 
Louisville this year, is a handsome 
perpetual self-winding clock, with 
inscription. This genial salesman 
is a home-loving man, with a wife 
and two children. His home is only 
a few blocks from his office, and 
he also has a farm near Oak Ridge. 

He especially asked that praise 
go to his “‘boss,”’ Glen E. Van Slyke, 
Jr., president of Oak Ridge Motors. 

“He makes working conditions 
good and that means much to sales- 
manship,” Zack stressed. 





Most of the approximately 100 guests appear in this banquet scene. 


hank You, Factory! 


bit ere party is in the way of 
thanks to you fellows who 
have helped us do a job in the 
past.” 

Thus Bob Cameron, the youngest 
son of a trio of brothers in Eastern 
North Carolina, described the 
reason for doing the unheard-of 


At the head table were (Il. to r.): H. C. “Skip” Stivers, 


thing of a parts wholesaler enter- 
taining factory representatives. 
Unique to jobbers but highly 
reminiscent of the good old days 
when car dealers used to entertain 
car-factory representatives royally 
in hopes of wheedling an extra 
unit from them, the Appreciation 


Charlotte, N. C.; 
two of the three brothers-hosts; 


Banquet—as it was labeled by 
MacMillan & Cameron Co., Wil- 
mington—attracted approximately 
100 factory men, including sales 
managers, regional and zone exec- 
utives and plain traveling factory 
men. 

The success of this tribute was 


Bruce Cameron and Dan Cameron, 


William C. “Bill” 


sales manager of The AP Parts Corp., Toledo, Ohio; 
Jesse F. Jones, Jr.. executive secretary of the North 
Carolina Automotive Wholesalers Association; C. A. 
Wilder, zone manager of AC Spark Plug Division, 


Herbert, editor of Southern Automotive Journal, and 
Bob Cameron, who was the third host for the reception. 
A cocktail hour preceded the informal stag banquet. 


SOUTHERN AUTOMOTIVE JOURNAL for MAY 1958 





evidenced by the evident happiness 
displayed by everyone. Informality 
prevailed throughout, with only 
one speaker (and that an address 
of only 15 minutes) scheduled for 
anything like extensive remarks. 

“A lot of the people here should 
be called ‘Cameron’ because of 
what they have put in our com- 
pany,” said Daniel D. Cameron. 
“Without you and your company 
MacMillan & Cameron Co. would 
not be where it is.” 

A standing ovation was paid 
Sales Manager Allen Lewis when 
he was introduced. He recalled 
when a hurricane severely dam- 
aged the Wilmington headquarters 
several years ago and declared: 

“We found we really needed you 
in the hurricane. Just a few hours 
after we were calling you, most of 
you were here.” 

Some factory attendees came 
from their headquarters as far as 
half a dozen states away. 

MacMillan & Cameron was 
founded in 1920 by H. F. Mac- 
Millan and Bruce Cameron, Sr. 
Over the succeeding years the 
founders died and around ten 
years ago the Camerons acquired 
the MacMillan interest. The busi- 
ness interests of the sons have 
mushroomed, ranging from the 
new Wilmington TV station to real 
estate, banking, land holdings, 
more than two dozen service sta- 
tions, an extensive electrical ap- 
pliance business and a big auto- 
motive service station and repair 
shop in Wilmington, aside from 
several branch wholesale stores. 

The president, Bruce B. Cam- 
eron, has been prominent in auto- 
motive circles since he, like Henry 


“I have been in this business for 25 
years and to me this is a first,” as- 
serted H. C. “Skip” Stivers (be- 
low), the principal speaker at the 
Appreciation Banquet. For his 
prescription for curing a touch of 
recession, turn to page 63. 


Top: The father of this Cameron trio joined with a partner in 1920 to 
pyramid $1,000 into a North Carolina coastal empire which today does 
several million dollars’ volume in the automotive industry—one of the 
biggest operations of its kind in the South. Bruce, at left, is president and 
is assisted by his brothers. Bob (center) and Dan. The latter has long 
been prominent in Wilmington affairs, being a past mayor. In bottom 
photo are (1. to r.): Jesse F. Jones. Jr.. executive secretary of the North 
Carolina Automotive Wholesalers Association, who identified the com- 
pany as a founder of the association; Allen Lewis, wholesale sales man- 
ager, to whom high praise was paid by Bruce (center) for his contribu- 


tions to the firm's success; 


H. C. “Skip” Stivers of The AP Parts Corp. 


and Daniel D. Cameron, who devotes most of his time to the extensive 
electrical appliance and retail phases. The company is opening another 
wholesale branch, this to be at Myrtle Beach, S. C. Its operations include 
more than two dozen service stations situated in the coastal area. 


Ford II, was forced to cut short 
his overseas duties in World War 
II to take the helm because of a 
death in the family. He is a past 
president of the Virginias-Caro- 
linas Automotive Wholesalers As- 
sociation and a past secretary of 
Motor and Equipment Wholesalers 
Association. 

Daniel D. Cameron is secretary 
of the National Tire Dealers and 
Retreaders Association and has 
been active for years in civic af- 
fairs, including holding the mayor- 
alty of his native city. 

Said H. C. “Skip” Stivers, sales 
manager of The AP Parts Corp., 
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Toledo, Ohio, of the banquet: 

“It is a rare tribute to you 
gentlemen representing the various 
manufacturers and, I must be 
frank, a tribute that you will not 
experience too frequently. 

“Bruce asked me to discuss an- 
other situation this evening in my 
talk. He mentioned that some of 
you are experiencing slight slow- 
downs in business. 

“IT want to say one thing right 
now: I have been in this business 
over 20 years and I can never re- 
call a moment when there were 
not some things about the future 
that gave me some concern.” 





Station Owner W. F. Martin boosts monthly oil changes by requiring 
his front men to show every customer the dirty oil on the dipsticks. 


500 Oil Changes a Month 
Simply for the Asking! 


By W. F. MARTIN 


Owner, Martin's Esso Servicenter 
Takoma Park, Md. 


| phe important to ask your cus- 
tomer when he last changed oil. 
Start your question with when. 
Don’t phrase your question for a 
yes or no reply, which only stops 
you right there. 

We have a definite approach for 
our men that brings results. 

We sell 500 oil changes a month, 
or approximately 6,000 oil changes 
a year. Though we strive for 100% 
oil filter cartridge replacements 
with all changes, we succeed in 
only seven out of ten cases, That’s 
good going for a station that pumps 
100,000 gallons of gas a month, and 
shows that most stations can do 
better than they are doing. 

Here’s how we go about it: 

A car rolls into the driveway 
and up to the pumps. An attend- 
ant is promptly at the car side, 
fills a customer’s tank and re- 
marks, “‘We’re going to check your 
oil and battery to make sure the 
car’s safe.” 

Whether the oil level is low or 
not, my attendants show customers 
the dipstick. 

The next question is, “When did 
you last change oil?” You can put 
it any way you like, such as, “How 


56 


many months since you last 
changed oil?” 

My point is, be sure to get a 
concrete answer. Your next sell- 
ing step is, “Oil should be changed 
often. To protect your car invest- 
ment, an oil change is important 
for smooth operation, better func- 
tioning of parts, and more econom- 


ical maintenance of the vehicle.” 

Stress the advantages and im- 
portance of oil changes. Plant the 
idea in a customer’s mind how es- 
sential oil changes are. If the cus- 
tomer listens attentively, talk oil 
filters. Show him what an oil fil- 
ter looks like, how it works, what 
happens when it becomes clogged 
and how an oil system can be 
slowed up by a dirty filter, even 
though clean oil has been put in. 

If your customer readily agrees 
to an oil change, and if he stands 
by while it drains, then start talk- 
ing about replacing the oil filter. 
Explain today’s filter, how it catch- 
es dirt that would otherwise go 
into the motor. We sold four filters 
this morning within an hour and 
a_ half. 

The only way to bigger oil 
change and filter volume is to ask 
for it. Take one of those filters we 
sold this morning. A pickup truck 
pulled in for gasoline while the 
driver went across the street for 
some breakfast. We dropped by his 
table and told him he needed an 
oil change. When he said go ahead, 
we mentioned a cartridge replace- 
ment to keep his new oil clean. He 
let us go ahead on that item, too. 

If we had forgotten to mention 
it, neither sale would have been 
made. 

It pays to give an educational 
talk, even if a woman driver wants 
to refer the matter to her husband 
before purchasing. Yesterday we 
got a call from a man whose wife 
had relayed our message on oil 
change and filter. When we re- 
peated our talk, he sent his wife 
back with the car for the oil 
change and filter replacement. 

We promote oil changes by radio 

(Continued on page 80) 


Martin talks to this lady customer about importance of the oil filter in 
modern cars, a practice which has kept cartridge sales moving upward. 
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Leaders of the Independent Garagemen’s Association 
of Texas include (l. to r.): seated, Frank S. Lopez of 
Austin, reelected secretary-treasurer:; C. J. “Pinky” 
Pinkston of Port Arthur, a new vice-president; B. L. 
McLendon of Beaumont, reelected president, and Ed 
Archer of Waco, a new vice-president; standing, 


Walter Parker of Beaumont, new conductor; Marshall 
Enlow of Fort Worth, new sergeant-at-arms;: C. A. 
“Bill” Bean of Houston, reelected four-year director: 
Jess Allman of Austin, appointive executive secretary, 
and James Brockway of Waco, recording secretary. The 
vote against national affiliation was quite emphatic. 


Texas Garagemen Reject National 


ing, cotton grading and kindness 
to birds and care of their nests.” 


FFILIATION by the Independent 

Garagemen’s Association of 
Texas with the Independent Ga- 
rage Owners of America is a dead 
issue, with vague prospects of 
resurrection. 

Recurring periodically over the 
past three years, the proposal ex- 
pired with considerable finality at 
the spring convention of Texas 
garagemen in Waco on April 18 to 
20. 

Death came—following consid- 
erable debate—in a vote that re- 
vealed unexpected §  anti-IGOA 
sentiment in Texas. With 20 of 24 
Texas chapters represented and 
certified as eligible to cast five 
ballots each, the vote was 62 to 28 
against IGOA. Only 90 votes were 
cast out of a total of 95, since one 
unidentified chapter refrained 
from voting. 

Thus in the first actual show- 
down on Texas affiliation senti- 
ment, IGOA failed to annex one 
of the biggest of all state groups. 
For according to Jess Allman of 
Austin, past president and execu- 
tive secretary of IGA, Texas has 


By Baron Creager 
Southwestern Editor 


“in the neighborhood of 800 mem- 
bers.” 

Previously, there had been so 
much vigorous opposition to spon- 
soring a state law for licensing all 
automotive repair shops that after 
a recess, a motion to postpone 
consideration prevailed. 

But the convention whole- 
heartedly endorsed the Texas mo- 
tor vehicle inspection law, and 
asked for more teeth. Texas ga- 
ragemen want a wheel pulled for 
brake inspection, with inspection 
of front suspensions and steering, 
plus more strict supervision over 
inspection stations. The require- 
ment for pulling a wheel had been 
stricken from 1958 inspections by 
the state because, some garagemen 
contend, of pressure from used- 
car dealers. 

Another convention action was 
critical of antiquated state educa- 
tion policies. These require, the 
convention was told, that primary 
grades be taught “manual train- 
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Garagemen want “manual” 
changed to “vocational” and 
elimination of cotton grading and 
bird care. 

Action opposing affiliation was 
more decisive than the one-sided 
vote indicates, for the convention, 
in effect, washed its hands of 
IGOA. It did so in the presence of 
Byron Albright of Dallas, South- 
west regional director for IGO, 
who sat among the delegates. It 
did so after Albright had twice ap- 
peared before the committee, 
urging affiliation, before the com- 
mittee reported. 

This committee, headed by 
Henry Ledbetter of Dallas and 
Earl Bolen of Beaumont, with Led- 
better reporting, made this recom- 
mendation: 

That IGA send President B. L. 
McLendon of Beaumont, and two 
other delegates, to the IGOA 
California convention in June. This 
delegation of three was to listen, 
observe and report back to the 
September convention of IGA. 
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Then Texas would decide to af- 
filiate or not. 

Amidst some parliamentary con- 
fusion, it was brought out the 
delegation would fly to California 
in a plane owned by a Beaumont 
chapter member and that the trip 
would cost IGA approximately 
the sum of $500. 

The debate started slowly and 
increased in tempo and volume 
after Joe Brown of San Antonio 
observed that “for four years this 
has been kicked around until it is 
so dirty and so tarnished no one 
wants to handle it.” 

Ledbetter reminded the con- 
vention that most of the constitu- 
tion and bylaws of both IGOA 
and IGA were written by Texas 
garagemen, including Bert Cook, 
past IGOA president; Bill Lucas 
and Albright, all of Dallas, and 
Brown. 

Lucas pointed out that both he 
and the Dallas chapter had spent 
money previously, on such investi- 
gations as now proposed, and 
asked why this should be done 
again. 


“A Dirty Cold Shoulder" 


Ledbetter gained the floor again, 
saying: 

“This association put a cold 
shoulder on this once and it was a 
dirty cold shoulder. If you don’t 
want national, then you’ll have 
your own little club. But under- 
stand, I’m not trying to sell you. 
But if we don’t go into IGO, they 
will come to Texas and we’ll sure 
have two organizations.” 

One delegate said he didn’t fear 
IGOA “coming into Texas” and 
another, from Dallas, said the 
Dallas chapter had recently voted 
against independent affiliation as 
a chapter. 

After the vote, Brown pointed 
out that “we can get all the in- 
formation we need right here from 
Byron Albright” and suggested, 
without making it a motion, that 
the convention hear from Al- 
bright. The suggestion died for 
want of action and soon thereafter 
the delegates eagerly adopted a 
motion providing that “we have 
no more discussion of IGO” by the 
group. 

Out in the audience a friend of 
Albright’s leaned over grinning 
and said: “See you in ten or 15 
years, Albright.”’ 

In the first of two business ses- 
sions, C. A. “Bill” Bean of Hous- 
ton, chairman of the legislative 
committee, reported his commit- 
tee was about “ready for real ac- 
tion,” with 165 possible changes in 
185 legislative seats. But he said 


he was somewhat confused, he had 
been instructed to work first on 
one proposed law, then another, 
and now the licensing of automo- 
tive repair shops by the state of 
Texas. 

M. H. Maddux of Fort Worth, 
past president, said that Johnny 
Johnston, also of Fort Worth, had 
obtained a copy of the proposed 
Oklahoma licensing law. Pro- 
ponents of the licensing issue 
wanted to sponsor a similar act, 
Maddux said, and called on John- 
ston to read a digest. 

According to Johnston’s digest 
the proposed Oklahoma law 
would: 

Provide for licensing of auto- 
motive repair shops staffed by 
competent mechanics, having ade- 
quate equipment. Require a fi- 
nancial statement from manage- 
ment, impose fines of from $50 to 
$500 for violations. Levy a fee of 
$50 for the license and $25 for a 
renewal. 


Some Favor Licensing 


Favoring the law in their re- 
marks were Dallas delegates Bill 
Lucas, Ledbetter and Jack Simon. 
Speaking in opposition were C. W. 
King of Houston, M. S. Nelson of 
Beaumont. Bean, also of Houston, 
indicated he would resign as legis- 
lative chairman if directed to drop 
everything in favor of the license 
law. 

After a recess, Henry Rose of 
San Antonio moved for appoint- 
ment of a co-chairman to work 
with Bean specifically on the 
license law and report to the 
board of directors at their July 
meeting in Austin. It was seconded 
and passed. 

Featured speaker for the con- 
vention was Mel Turner of Chi- 
cago, curriculum director, voca- 
tional automotive education, Na- 
tional Standard Parts Associa- 
tion. He said his subject was “In 
the Service Looking Glass,” point- 
ing out that it is advisable for 
garagemen to take an occasional 
good look at themselves and their 
business. 

Turner said the ratio of repair- 
men to motor vehicles in 1950 was 
1 to 73, now it is 1 to 87, that 1 to 
60 is healthy. Only 50% of stu- 
dents who take automotive train- 
ing will eventually enter the field, 
he predicted. 

“We have to upgrade our busi- 
ness,” he continued, “and we 
should improve conditions in our 
shops to the point where they will 
attract young men. We have made 
great strides and great progress 
from what was our general repu- 


tation, but we have not done 
enough.” 

Turner, who owns a Chicago 
shop now operated by his son, 
often made reference to his own 
experiences, adding: 

“We often hear that a new-car 
dealer has the most to offer, in- 
cluding scale. I am not so sure that 
is right, but we must put ourselves 
in such a position that they 
(young men) will want to go to 
work for us, not just that we want 
them. Or we will have to settle for 
less competent help.” 

Gilbert Urbantke of Waco, 
chairman of the IGA education 
committee, expressed disappoint- 
ment generally with vocational 
schools training mechanics and 
traced yearly increases of 50 cents 
an hour in the “labor” scale to 
1958’s $5.50. He said it was not a 
labor charge, since labor is un- 
skilled, but a service charge. 

“The scale is still too low, com- 
pared with other fields of skilled 
labor,” he declared, ‘and to at- 
tract men and boys we must get 
the pay scale up.” 

Urbantke was followed by W. E. 
Bryant, of the Bureau of Appren- 
ticeship and Training, U. S. De- 
partment of Labor, who discussed 

(Continued on page 141) 


How One Texan Sees 
Texas Opposition 


LTHOUGH Texas garagemen 

had not previously taken ac- 
tion by ballot on affiliation with 
IGO America, it has been obvious 
there has been limited enthusiasm 
for the national association in 
Texas. 

However, none in Texas has 
made any public explanation for 
that lack of enthusiasm. So SAJ 
asked a highly influential member 
for the reasons. Specifying that he 
should not be named, this member 
said: 

“We were not treated with the 
proper respect in the national or- 
ganization meeting in Oklahoma 
City. 

“There is a lot of work we need 
to do at home and if we raise dues 
enough to make our per capita 
payments to national, we will lose 
members. Furthermore, we don’t 
think IGO can help us. 

“We are not in accord with the 
people at the helm of IGO and if 
there are some changes made, we 
might change our position. IGO 
keeps putting the pressure on us, 
urging us to come in. 

“Otherwise, we have nothing 
against IGO. It is a good organiza- 
tion. We will accept it in time.” 


SOUTHERN AUTOMOTIVE JOURNAL for MAY 1958 





Car-Selling, Repair-Selling Plan 


= a “deal” comes along 
which enables you to sell six 
new cars in two months and will 
aid used-car sales and lift the 
shop’s volume, then there’s some- 
thing worth looking into. 

W. P. Sutton, the Pontiac dealer 
at Wilmington, N. C., tried earlier 
this year an oil supplier’s program 
of offering a 35,000-mile or three- 
year unconditional guarantee to his 
new-car purchasers on unsealed 
lubricated parts, both as to labor 
and parts, and has become thor- 
oughly sold on the proposition. 

His customers have to come in 
for regular lubrications, for which 
he gets his usual $1.50, and oil 
changes, or go to authorized shops 
in other areas when they are away 
from Wilmington. 

“Give me two years of selling 


cars and I'll have all of those buy- 
ers back as regular shop custom- 
ers,” he commented. “This should 
enable us to raise our absorption 
(the percentage of over-al] over- 
head borne by shop income) from 
73 to 100%. 

“Within the first 60 days we 
tried the program we sold six new 
Pontiacs directly as a result of it. 
Better still, the guarantee carries 
right on with the car, even after it’s 
traded back to us, say, on a new car 
later. That means we can advertise 
on our used-car lot a unit which 
may carry an unconditional guar- 
antee of possibly as much as 25,000 
miles.” 

Once the trade gets the habit of 
having regular and seasonal lubri- 
cations at the Sutton shop, they’ll 
return again and again, the North 


Carolinian figured, so long as they 
are treated considerately. These re- 
peat appearances enable the shop 
force to observe any repairs or 
services which may be needed, he 
pointed out. 

“This program, I believe, will in- 
crease our shop volume by 20%,” 
Sutton asserted. “This plan is 
stopping customers dead in their 
tracks.” 

The oil supplier handles any 
charges which may arise, although 
the dealer gives the supplier a 25” 
discount on parts and labor. Any 
parts which may turn out to be 
faulty on cars which have been 
serviced regularly are forwarded 
to the supplier along with a sample 
of the oil or grease involved, where 
laboratory technicians can study 
the cause. 


Other side of this form stipulates exactly the list of moving parts guaranteed against failure. 


OwWNER'S 
CERTIFICATE 


(Dealer's Copy 


NEW CAR 


Issued By 


a SUTTON PONTIAC COMPANY | 


2 309 No. ind Street 
AROLINA 


£ WILMINGTON, NORTH C 
Phones: Mew Cor Dept. 2 8150 
Used Cor Dept. 3-2306 
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SOUTHERN JOBBERS 
and FACTORY MEN 








“Have you called on all of the 


* automotive outlets in your terri- 

omwell Microscopes 
“What plans do you have to as- 
sure calling on all of them in 


1958?” 
“Did all of the firms you called 


Salesmen Annuall on in 1957 give you some busi- 
: ness?” 


“Do you know all of the em- 

ployes of your regular customers?” 

“Did all of your regular custom- 

| Ibe “exam time” the first of every to 57 searching questions pro- ers give you an order for mer- 

year for the 18 salesmen of pounded under the direction of chandise in 1957?” 

Womwell Automotive Parts Co., General Manager Hal Miller. “Do you follow your route 
Lexington, Ky. One query wanted to know how sheets?” 

The men who operate out of the many times in 1957 the salesmen “If your customers knew that 
headquarters store and the ten won $2 (see form below) for sell- you would make regular calls on 
branches scrutinize themselves an- ing across the board. Here are some them, would you get more orders 
nually by answering scores of other questions which were mimeo- or would they hold orders for 
questions. The forms they filled out graphed on plain sheets, with space you?” 
earlier this year involved answers left for the replies: “What reaction are you getting 


Not a lot is left to be reported by the time a Womwell salesman fills in this daily sales report. 








SALESMAN’S DAILY SALES REPORT 
WOMWELL AUTO PARTS CO. INC. 


TOTAL SALES $ 








OBTAIN AT LEAST ONE NEW 
ACCOUNT EACH WEEK 


CUSTOMER NAME AND ADDRESS 




















=e 


- — ——— ee a 


TOTAL 


NEW CUSTOMER OR CHANGE OF NAME OR ADDRESS DOES THIS REPORT MAKE YOU 2 EXTRA BUCKS iN Worked with the following 
MAKE CUSTOMER RECORD CLIYES [) NO COLLECTED __ j factory representative 

New Firm Name__ J 

Pe I MAKE CREDIT CARD [DYES [INO 


Owner's Name —__ J HAVE PUT IN INDEX DOYes [NO 

Buyer's Name _ | HAVE PUT ON ROUTE SHEET [ | YOUR COMMENTS PLEASE — 
| 

FORE eet | CHECK CALLS PERMO. [4 

| 

SOR ccctntmnies " iid 

| WILL MAKE CALL ON ____ 

Replaces __ - 4 

| PUT ON MAILING LIST CYEs J } —_ 

Use reverse side of this form for further 


OLD CUSTOMER RECORDS ATTACHED CJ YES ©) NO | CREDIT APPLICATION SENT IN [ D alae, aie | comments and customer complaints 


Reason a 
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from the customers where you 
leave ‘Sorry I missed you today’ 
notes and advertising material?” 

“Do you distribute want books 
in your territory and do your cus- 
tomers use them?” 

“How many customers permit 
you to check their stocks and write 
up orders for merchandise need- 
ed?” 

“On yearly W17 stock adjust- 
ment, does your invoice more than 
offset the credit memo? (Merchan- 
dise on stock adjustment must be 
in salable condition, bought from 
Womwell’s and if obsolete, return- 
able to factory.)” 

“Will you review each custom- 
er’s agreements and make a list of 
lines he should stock and then sell 
him?” 

“Do you carry and show samples 
on most of your calls?” 

“What ideas or suggestions are 
you giving your customers to in- 
crease their sales on stocking lines 
so they will make more money?” 

“Will you cancel dealer agree- 
ments on lines they are no longer 
buying from us?” 

“Are you following ‘sales rou- 
tine’ in customer record book?” 

“Do you sign agreements on key 
lines of merchandise when you 
work with factory salesmen and 
when you work alone, and muil in 
with your salesman’s report of that 
day?” 

“What manufacturers do you 
want field sales help from in 1958?” 

“Can the average factory sales- 
man teach you to do a better ‘sell- 
ing job’ on his line?” 


“What time do you get into your 
territory when working with a fac- 
tory salesman?” 

“When working alone?” 

“Has the larger stock of Ditzler 
factory-mixed colors helped your 
paint sales?” 

“How many of your customers 
own Ditzler paint-mixing outfits?” 

“When you pick up old cores for 
credit, do you get date of invoice, 
invoice number and price of old 
units off the invoices at the deal- 
er’s place of business?” 

“Do you and your counter sales- 
men properly tag all exchange 
items, when customer turns them 
in?” 

“When you see a new filling sta- 
tion or garage under construction, 
do you look up the builder and 
owner, then follow up to get equip- 
ment and new stock order?” 

“How many different accounts 
can you call on with regularity and 
properly service?” 

“How much merchandise do you 
have to sell for every dollar 
charged off to bad debts?” 

“Why do you quit calling on cus- 
tomers when their accounts are 
past due?” 

“Do you make collections on 
your regular calls, or waste your 
selling time by using whole days 
just making collections?” 

“What is the 1958 business out- 
look in your territory: 

“A. From garages? 

“B. From car dealers? 

“C. From service stations? 

“D. From fleets? 

“Have your store inventories im- 


On hand for the opening of The Electric Auto-Lite Co.’s training school 
for its replacement sales force, held recently at Beard & Stone Electric 
Co., Dallas, Texas, were (1. to r.): T. E. Henage, Southern regional service 
manager; W. B. Selb. educational director: F. S. Stead, national service 
manager; R. E. Simmons, Southern regional sales manager, and the sales 
manager of Beard & Stone. W. H. Thomas. Fifty-one representatives 
from the Southern region graduated from the week-long course that used 
the same manuals, slides, charts and other training aids in the com- 
pany’s course to be given to some 25,000 servicemen during the year. 
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Election of Donald H. Teetor (top) 
and William B. Prosser (bottom), 
chairman of the board and presi- 
dent, respectively, of Perfect Cir- 
cle Corp., to the board of Alum- 
inum Industries, Inc., Cincinnati, 
O., has been announced by Presi- 
dent Harrison O. Ash. The two 
were invited to join the board of 
Aluminum Industries, Ash said, 
because of their broad experience 
in the automotive industry. He al- 
so announced that additional cap- 
ital had been invested in the busi- 
ness by major stockholders and 
that the current expansion pro- 
gram will enable the Cincinnati 
firm to increase its inventories and 
to provide better service to its 
customers. 


proved in 1957 to reduce the num- 
ber of lost sales?” 

“Have you any suggestions for 
futher improvements of your in- 
ventory?” 

“Are you satisfied with the way 
we handle your lost sales reports?” 

“How can you build up your 
orders ‘dollar wise’ to make them 
more profitable?” 


South Carolinian Adds Two 


Holland Auto Supply, Inc., 
Greenville, S. C., has hired N. A. 
Collins, former manager of Greer 
Auto Parts, as counter salesman, 
Manager Ned Holland announced. 
Mays Cleveland, formerly with 
Ramco covering North and South 
Carolina, has been added as a 
salesman. 





67% Report Sales Up; 1958 Appears 
Bright for Volume, Replies Show 


Ne lerpehenate ria per cent of the 
\7wholesalers answering a ques- 
tionnaire mailed to 350 over the 
South and Southwest last month 
reported their sales running high- 
er the first quarter of this year 
than a year earlier. 

Twenty-five per cent listed a 
downturn — generally a _ small 
amount—and eight per cent said 
their sales were the same. 

Strong outbursts of increases and 
statements of a bright outlook for 
the future peppered the replies. 
For example: 

From Central Florida’s lake 
country—“We find our volume up 
26% over last year. We see no 
signs of a slump in this area.” 

From Texas’ Gulf Coast—“Our 
sales are up a third. Business is 
better than last year and looks as 
if it will continue to be so.” 

From Dallas, Texas—‘Our sales 
are up 14%. Collections are not 
too good. Things in general look 
good.” 

One Arlington, Va., company ex- 
perienced a climb of 25%, while 
there were scattered instances of 
rises ranging between ten and 20%. 

The weather got its usual full 
load of brickbats and orchids. Ex- 
tremely cold and rainy weather 
helped push anti-freeze and tire 
chains. One house in Virginia’s 


T. C. Watkins of Watkins Supply 
Co., Midland, Texas, has been ap- 
pointed interim wholesaler director 
for National Standard Parts As- 
sociation by President John Reyn- 
olds, succeeding J. M. Yantis of 
Fort Smith, Ark., as regional vice- 
president for the West South Cen- 
tral Region. Watkins, who has 
served on numerous association 
committees, is president of the Au- 
tomotive Wholesalers of Texas. 


Shenandoah Valley would have 
been on the down side in sales if 
it hadn’t been for the sharp Feb- 
ruary weather. A_ well-known 
Kansas company, conversely, was 
up 16% because “Kansas is wet 
again.” 

A North Carolinan’s climb of 
18% was attributable to the “bad”’ 
weather in February. 

From a small Texas city came 
the complaint that “sales were 
down about ten per cent because 
of weather.” 

One South Carolinian reflected 
what many franchised car dealers 
told editors of SOUTHERN AUTOMO- 
TIVE JOURNAL in field interviews: 


A Reader Su 


if several weeks of sunshine could 
prevail, sales undoubtedly would 
pick up. As the dealers hoped this 
would bring an upturn in car sales, 
so one jobber spoke the sentiments 
of some wholesalers in this state- 
ment: 

“If the Good Lord lets the sun 
shine for a couple of weeks, we be- 
lieve business will pick up consid- 
erably.” 

His sales this year were down 
seven per cent. 

From Baton Rouge came a re- 
port of an increase of 26% over 
last year and a comment that “bus- 
iness is good in our territory.” 

A Tennessean’s sales were up 
.09%. “Business is good,” said this 
respondent. “We are having more 
and more problems, or else we are 
getting too slow at disposing of 
them!”’ 

A North Carolinian whose sales 
were up 11% complained of “‘ped- 
dlers coming from out of town” to 
his small city, bringing with them 
price-cutting tactics. 

A Missourian echoed by saying 
“various firms’ price-cutting be- 
yond all reason” remained his chief 
headache. 

One long-established Virginia 
company’s sales increase of 6.79% 
was attributed chiefly to some 
large equipment sold in 1957 but 
not billed out and delivered until 
this year. 


A Texan assailed “so-called 


‘distributors’ selling to dealers at 
jobber prices. We think there 
should be a contract with a closer 
check on accounts signed and sold.” 
His business was off “about 
half,” which he expressed belief 
was due to “a local condition, as we 
depend on irrigation and there has 
been plenty of rain this winter.”’ 


Drive-Through Service 
Pays at Wilmington 


I you have poor parking facili- 
ties and don’t want to change 
locations, maybe your only solu- 
tion is a drive-through service, as- 
suming you want to encourage cus- 
tomers to pick up their orders. 

That’s been the experience of 
Jewell-Strickland Auto Parts, Inc., 
at Wilmington. 

In September 1954 an adjoining 
building was rented along with the 
right to exit through a lot at the 
rear of the store. 

“We just couldn’t get along 
without it,” commented Bert 
Jewell. “We had no parking space 
to speak of. Since the change, peo- 
ple call up and give us an order 
and we have it ready as they drive 
in. The drive-through has been a 
life-saver for us.” 

The additional space cost $250 
additionally a month, but Jewell 
asserted that there was no question 
of the value of this expenditure. 

A counter area runs alongside 
the interior driveway. 


Simmons Parts Moves 
Into New Offices 


pgs Parts Co., Inc., Staun- 
ton, Va., has mceved to new of- 
fices at 113 S. Augusta St., Sales 
Manager W. M. Goodsell an- 
nounced. 

Sales counters and shipping de- 
partment, located at 119 S. Augus- 
ta, will be extended to include the 
space at 123 S. Augusta St., for- 
merly occupied by the offices. A 
three-trunk switchboard has been 
installed in the new offices to 
facilitate phone service. 


Rotary Hires Streander 


Rotary Lift Co. has named R. L. 
“Bob” Streander Southeastern dis- 
trict manager of its automotive di- 
vision in Atlanta, Ga. Formerly a 
sales agent at Atlanta, Streander 
will work in a sales liaison capacity 
between the firm’s headquarters at 
Memphis, Tenn., and its distributor 
organization in Georgia, Florida, 
North and South Carolina, Ala- 
bama, Mississippi and Louisiana. 
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Mild Recession Offers to Salesmen 
Opportunity to Sell, Stivers Says 


By H. C. "SKIP" STIVERS 


Sales Manager, The AP Parts Corp. 
Toledo, Ohio 


DO not believe there is going to 

be any serious recession. 

I do not believe that any of the 
top management of the many com- 
panies represented here seriously 
contemplate anything more serious 
than a leveling off into a highly 
competitive selling phase that 
was a normal way of life before 
1946. 

But I think that we as salesmen 
stand today on the threshold of the 
greatest opportunity of our lives— 


Excerpts from an address before 
the Appreciation Banquet for fac- 
tory men given April 8 (see page 54) 
by MacMillan & Cameron Co. at 
Wilmington, N. C. 


an opportunity to show what we 
personally can do against compe- 
tition. 

We have the opportunity to 
emerge from the gray mass of 
salesmen—from being just another 
peddler—to rise to the heights of 
our profession by the strength and 
intelligence of our own efforts. 

In any type of competition, 
whether it be war, a football game 
or a tennis match, the weak fall 
and the strong not only survive but 
get stronger in the process... . 

We have one basic fact complete- 
ly on our side. Our customers want 
to be sold merchandise that they 
in turn can sell to other customers. 
In order for them to stay in busi- 
ness they must buy merchandise 
that they can sell. And it is at this 
point that the top 20% [of sales- 
men] rise above the rank of 
mediocrity. ... 

Why is it that all of you know of 


some service stations that do ter- 
rific selling jobs on fan belts, oil 
filters, shock absorbers, while 
other stations in the same area sell 
practically none? 

Is it because more fan belts 
broke in front of this place of busi- 
ness, more headlights burned out 
while the customer was waiting for 
gas, or is it because this service 
station operator is just plain 
lucky? 

Not a bit of it. Those sales came 
about because a smart service sta- 
tion operator made things happen 
instead of waiting for them to 
happen. He made those sales when 
they were needed but before they 
became emergencies. 

All of us today must understand 
that most of the items we sell are 
deferable purchase items. They 
can be postponed. 

For instance, an oil filter can be 
left in a car for 50,000 miles and 
the car will run. A shock absorber 
can be left on a car for thousands 
of miles beyond its service life and 
the car will run. 

Brake linings could go down to 
the drum and they’ll work—to a 
degree. A muffler can have holes 
in it—or be clogged—for months 
without replacement. 

And so, on and on, the loss of 
millions of dollars a year in sales. 

This same principle—the princi- 
ple of making sales happen, 
through use of market knowledge, 
product knowledge and planned 
merchandising—can be applied at 
each level of distribution, all the 
way back to the factory. 

The time is past when any other 
method will do. 

Again, I do not feel that we are 
facing any serious recession, but I 
do say this to you: the time is past 
when customers will come in and 
give themselves up. We are going 
to have to go out and will have to 
find them, 


Stanley Raskin has returned to 
United Auto Supply in Fort Worth, 
Texas, and is working Fort Worth 
and Wichita Falls, spending the re- 
mainder of his time inside. For- 
merly a territory representative 
for the firm, he left several months 
ago to join his brother-in-law in 
business in Dallas. 
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E. A. Jenkins, Sr., Dies 
in Columbia, S. C. 


DWARD A. “Eddie” Jenkins, Sr., 

76, pioneer Columbia, S. C., 
automotive wholesaler, died April 
3 at his home. 

A native of Sumter, Jenkins 
moved to Columbia in 1905 to set 
up a statewide agency for the Reo 
automobile. He then branched into 
Cadillacs, Oldsmobiles and White 
trucks. 

Quitting automobiles, he began 
specializing in parts through his 
Jenkins Automotive Parts Service, 
known throughout the state for its 
slogan “Springs ’n’ Things.” 

Participant in a number of tests 
of automotive prowess, Jenkins 
once. piloted one of his cars up the 
53 steps of the South Carolina 
State House. 

He was one of three brothers 
known as the “overall kids” who 
opened a bicycle shop about 1900 
in Sumter. When the automobile 
put in its appearance, “Eddie,” the 
youngest, migrated to Columbia to 
set up South Carolina’s reportedly 
first statewide distributorship of 
automobiles. 

Jenkins’ first personal car was 
a Locomobile, which he taught his 
bride, the former Alberta Sanders, 
to drive, making her the first wom- 
an driver in the state. Mrs. Jenkins, 
who survives, was recently recog- 
nized for this distinction. 

His son, Eddie, Jr., has long been 
prominent in the Automotive En- 
gine Rebuilders Association. 


Delco-Remy Names Fisher 


Appointment of Dan T. Fisher to 
the newly-created position of as- 
sistant general sales manager, re- 
sponsible for all replacement and 
aftermarket sales and service of 
the Delco-Remy Division of Gen- 
eral Motors Corp., has been an- 
nounced by Divisional General 
Sales Manager P. E. Bardsley. A 
veteran of many years’ service 
with the division, Fisher will re- 
port directly to Bardsley. 


Schuman Moves in Houston 


Schuman Auto Supply, Inc., of 
Houston, Texas, has moved toa 
new 30,000-square-foot building at 
5902 Armour Drive. The firm has 
14 salesmen. 


Crockett-Jordan, Dallas, Texas, 
has employed Elmer Stelling of 
Snyder, Texas, as territory repre- 
sentative traveling West Texas. 
(More Jobber News on page 130) 
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SERVICE and MAINTENANCE 














Clutch Smoothing 


M ANUAL shift transmissions 
seem to be getting back into 
the picture. Whether it be for econ- 
omy or ‘“drag-race” reason, we 
won’t attempt to answer. 

However, along with them there 
must be a clutch, and since we have 
become so accustomed to the ef- 
fortless shift, we thought that a 
review of the “dry disc’ clutch 
would be in order. 

The following information will 
deal with the 1958 Plymouth, but 
other than specifications, service 
procedures are practically the 
same on most jobs. 

Clutch pedal adjustments (see 
Figs. 1 and 2): 


On most current models the 
clutch pedal is suspended from a 
bracket mounted to the dash panel. 
Note that only two adjustments 
are provided—pedal free play and 
pedal pressure. 

One-inch pedal free play is 
necessary to insure proper clear- 
ance between the release bearing 
and levers. 

To adjust the clutch pedal free 
play, turn the clutch release fork 
rod adjusting nut until 3/16” free 
movement of the clutch fork outer 
end is obtained. This adjustment, if 
correctly set, will give the neces- 
sary one-inch free play at the 
pedal. 


ee 


By E. M. Lowery 
Technical Editor 


The adjustment of the clutch 
pedal overcenter spring controls 
the amount of pedal pressure re- 


Fig. 1—Borg and Beck clutch (944”) disassembled. 


EYEBOLT ASSEMBLY 





SPRING 











DISC ASSEMBLY 
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quired to release the clutch. The 
correct adjustment is to tighten the 
eye bolt sleeve nut on the clutch 
pedal overcenter spring bolt fin- 
ger-tight with the pedal in the de- 
pressed position, then tighten four 
complete turns. 

Clutch service usually involves 
only the replacement of the disc. It 
is not practical to repair or reline 
a disc, as there is no satisfactory 
method of checking or repairing 
the dampener and cushion springs 
in the disc. On the other hand, the 
clutch pressure plate assembly sel- 
dom requires replacement. It can 
be adjusted and the component 
parts can be replaced. 

When working on the clutch as- 
sembly, always check the clutch 
finger height adjustment and the 
pressure plate for parallelism. Test 
the clutch pressure springs for 
proper tension. Carefully inspect 
the flywheel and pressure plate for 
evidence of burning or heat checks. 

To remove the clutch disc and 
clutch cover and pressure plate as- 
sembly, disconnect the propeller 
shaft, speedometer cable, parking 
brake cable and gear shift control 
rods. Then remove the transmis- 
sion. 

When removing the transmission 





Fig. 2—Auburn clutch (94%4”) disassembled. 


pull it straight back until the pin- 
ion shaft clears the clutch disc, be- 
fore lowering the transmission. 
This will avoid bending the clutch 
disc. Remove the clutch cover pan. 
Mark the clutch cover and flywheel 
so that they can be installed in the 
original position to maintain bal- 
ance. 

Carefully inspect the clutch disc 
for worn or loose lining, broken 
cushion springs, distortions, or evi- 
dence of oil or grease on the facing. 
If grease or oil is present, dis- 
card the disc. Locate the source of 
the oil or grease leak and correct 
it. Inspect the rear main bearing 
oil seals and front of transmission 
for evidence of oil leakage. 

Disassembly (Borg and Beck 
clutch): 

Mark the cover and pressure 
plate with a punch so that they 
can be assembled in their original 


positions in order to maintain bal- 
ance. 

With the assembly on fixture C- 
585 (Fig. 3), install the three-leg- 
ged spider over the center screw, 
so that it rests directly against the 
top of the clutch cover. Install the 
plain thrust washer and hexagon 
compression nut. Turn down the 
nut to compress the springs. 

With the springs under compres- 
sion, remove the clutch release 
lever eye bolt nuts and slowly re- 
lieve the spring pressure by un- 
screwing the compression nut. 
Then lift off the cover. 

To remove a release lever, grip 
the lever and eye bolt between the 
thumb and fingers so that the flat 
side of the lever and the open end 
of the eye bolt are close together. 
Also, keep the eye bolt pin seated 
in the socket in the lever. 

The strut can then be lifted over 





Incorrectly 





June: Instrument and Gauge Diagnosis 


functioning instruments and gauges lead to 
a peck of additional trouble. The diagnosis and service 
procedure will be detailed next month by Editor Lowery. 
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Above: Fig. 3—Cover and pressure plate assembly in 


fixture C-585. 


Right: Fig. 4—Disassembling Auburn clutch in fixture 


C-585. 


the ridge on the end of the lever, 
making it possible to lift the lever 
and eye bolt off the pressure plate. 

Disassembly (Auburn clutch): 

Adapters are available for use 
with fixture C-585 for this opera- 
tion. 

First, place the cover support 
plate, C-558-33, over the main 
screw of the fixture. Then install 
the clutch cover assembly on fix- 
ture C-585 (Fig. 4). Mark cover 
and pressure plate with punch and 
install compression washer, C-585- 
33, and fully compress the finger. 
Remove adjusting screw, washer 
and plate return spring. Place a 
14” steel block, C-585-32, under 
outer end of each finger. Back off 
the compression nut slowly until 
the release levers rise and contact 
the steel blocks. Remove the nut 
and compression washer. Then lift 
off the cover. 

To remove a pressure spring, 
force each release lever downward 
by hand, take out the block and 
release the finger slowly. 

To remove the release levers 
from the cover, grind off one end 
of the pin and drive out the pin. 

Inspection: 

If the pressure plate is scored or 
warped, it should be replaced. If 
any other parts are damaged or in- 
dicate excessive wear, they should 
be replaced. Check the pressure 
plate springs (Fig. 5) for correct 
pressure with special tool C-647. 
Refer to “specs” for correct spring 
pressures at the indicated checking 
height. 

On the Auburn clutch, inspect 
the pressure plate return springs 
by comparing with a new spring. 
If springs appear to be weak, in- 
stall new springs. 

Assembly (Borg 
clutch): 


and Beck 
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Place the pressure plate on the 
base of the clutch fixture. Hold the 
threaded eye of the eye bolt be- 
tween the thumb and index finger, 
with the lever end resting on the 
second finger. Insert the strut up- 
ward and tilting it at the same 
time it will pass over the ridge on 
the lower end of the lever, and 
drop into the groove in the lever. 

Position the release lever springs 
and place the pressure springs over 
the bosses on the pressure plate. 
Place the clutch cover over the 
pressure plate assembly and 
match up the punch marks so that 
these parts will be in their orig- 
inal positions. 

Install the correct thickness 
spacer on the center screw of the 
fixture. Install the compression 
plate, self-aligning washer, thrust 
washer and the compression nut on 
the center screw. Make sure the 
pressure springs are seated in the 
embossed seats of the cover. 

Tighten the compression nut on 
the fixture and install the release 
lever eye bolt nuts. 

Clutch release lever adjustment 
(Borg and Beck): 

Place the correct thickness spac- 
er on the center screw of the fix- 
ture. Install the compression plate, 
the self-aligning washer, the plain 
thrust washer and the compression 
nut. 

Tighten nut until the levers are 
fully compressed. Install clutch 
housing clamps over the bolt holes 
and tighten them securely. Adjust 
the release levers until each of the 
feeler gauges has the same slight 
“drag” or “feel” when pushed in 
and out. Tighten release lever nuts 
to decrease “drag’’ and loosen to 
increase “drag.” 

Recheck release lever adjust- 
ment to make certain each one is 


adjusted properly. Stake the re- 
lease lever nut. 

Important: When removing the 
clutch cover assembly from the 
fixture, loosen the housing clamps 
first, and then remove the com- 
pression nut. This procedure will 
avoid imposing unequal strain on 
the release levers (Fig. 6). 

Assembly (Auburn clutch): 

Assemble the levers to the cover 
and peen over the ends of the lever 
pins. Install the pressure spring be- 
tween the lever and the cover. 
Make sure the springs rest on the 
bosses of the cover and are seated 
in the embossed seats of the levers. 

Press down on the release lever 
and then insert steel blocks under 
the outer ends of the levers. Place 
the pressure plate on the fixture 
and place the cover assembly over 
the pressure plate. Match up the 
punch marks so the parts are in 
their original positions. Place the 
number 43 spacer on the center 
screw of the fixture. 

Install the compression plate, 
self-aligning washer, thrust wash- 
er and the compression nut on the 
center screw. Tighten the compres- 
sion nut on the fixture. 

Install the washers and adjust- 
ing screws in the pressure plate. 
Release the fixture compression nut 
slowly and install the pressure 
plate return springs. 

Note: Do not lubricate parts of 
the clutch pressure plates assem- 
bly with ordinary oil or grease. Use 
a suitable lubricant such as Lub- 
riplate or drive lugs and fingers. 

Clutch release lever adjustment 
(Auburn): 

Install clutch cover plate as- 
sembly on fixture and make cer- 
tain that the housing clamps line 
up with the holes. Assemble the 
No. 20 thickness spacer on the cen- 
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ter screw. Install the compression 
washer, the self-aligning washer 
and the compression nut and tight- 
en nut until the release levers are 
completely compressed. Install 
clutch housing clamps and tighten 
securely. 

Adjust clutch release levers un- 
til each of the three feeler gauges 
has the same slight “drag” or 


“feel” when being pushed in and 


out. Tighten the release lever 
screws to decrease “drag” or loos- 
en them to increase “drag.’”’ Then 
re-check the adjustment of each 
lever to make certain the adjust- 
ment is correct and tighten lock 
nuts. 

Installation of clutch: 

Apply a small amount of short 
fiber grease in the clutch shaft 
pilot bushing. Clean the surfaces of 
the flywheel and pressure plate 
thoroughly. Then, hold the clutch 
cover plate and disc assembly in 
place (driven disc to be installed 
with long part of hub on the side 
away from the flywheel). Insert 
clutch disc aligning arbor, C-360, 
through the hub of the driving disc 
into the pilot bushing in the crank- 
shaft. 

Line up the punch marks on the 
cover and flywheel. Bolt the cover 
plate loosely on the flywheel so 
that these parts are lined up in 
their original positions. To avoid 
distortion of clutch cover, tighten 
each bolt a few turns in progres- 
sion until they are tight. Tighten 
bolts to torque as specified. 

When installing the transmission, 
care must be taken not to “dish” 
or bend the clutch disc. Support 
the transmission so that the drive 


Left: Fig. 5—Testing clutch pressure spring tool shown 


in No. C-647. 


Above: Fig 6—Adjusting clutch release levers (Borg and 


pinion can be guided through the 
clutch disc. After installation, 
tighten the transmission to clutch 
housing screws from 45 to 50 foot 
pounds. Then adjust clutch pedal 
free travel. 

Clutch shaft pilot bushing: 

Removal: use tool C-3185 to re- 
move worn or scored pilot bush- 
ings. 

Screw the tapered pilot into the 
bushing, allowing the pilot to cut 
its own threads until a solid grip 
is obtained. Insert the puller screw 
and rotate, forcing the bushing out. 

Installation: 

When installing a new pilot 
bushing, slide over the pilot of tool 
C-3181 and drive into place with 
a soft hammer, This causes the 
bushing to tighten up on the pilot. 
Install the cap and puller nut and 
tighten, removing the tool from 
the bushing. This action burnishes 
the bushing to correct size. 

Lubricate the bushing with 
about a half-teaspoon of short fi- 
ber grease. Insert the grease in the 
bushing, not on the end of the pin- 
ion shaft. 

Note: Be sure the clutch pres- 
sure plate and the flywheel face 
are perfectly clean. Insert about 
half-teaspoon short fiber grease in 
pilot bushing. 

Clutch release bearing: 

Exercise care when installing a 
new clutch release bearing to 
avoid damaging the bearing race. 
Never drive the bearing on the 
sleeve with a hammer. 

Installation can be accomplished 
by placing the front sides of the 
old and new bearings together and 
aligning them against the release 
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bearing sleeve. Then place the 
bearings and sleeve in a vise and 
press the new bearing on the 
sleeve. Turn the bearings as they 
are pressed together. The new 
bearing must be flush with the 
shoulder of the release bearing 
sleeve. 

Diagnosis procedures: 

Slipping: to test for a slipping 
clutch, start the engine, set the 
hand brake and shift into high 
gear. Then release the clutch pedal 
and accelerate the engine slowly. 
The engine should stall immediate- 
ly if the clutch is not slipping. 

1.—Pedal free play: inspect for 
sufficient pedal free play, which 
may prevent the clutch from en- 
gaging completely. 

2.—Clutch disc: inspect for 
burned, worn, or oil soaked clutch 
dise facings. 

3.—Pressure plate springs: in- 
spect for weak or broken pressure 
plate springs. Test each coil spring 
for weakness. If the paint on a 
spring is burned or coils are too 
close together, the spring is prob- 
ably weak. 

Chattering: this condition can be 
determined by vibration that may 
occur during clutch engagement. 

1.—Clutch disc: inspect for oil 
or grease on facings. Before re- 
placing disc, determine the source 
of the leak. Oil may come from a 
leaky rear main bearing, the trans- 
mission, or from use of excessive 
lubricant in the pilot bushing. 

2.—Pressure plate: inspect for a 
cocked pressure plate. If the pres- 
sure plate does not meet the disc 
evenly, chatter may result. If the 


(Continued on page 86) 





BODY SHOP OPERATIONS 








Making Convertible Tops Convert 


a!) AST action” is necessary when 
the owner wants to raise or 
lower the top on the convertible. 
Failure here can make many pas- 
sengers very unhappy. Since prac- 
tically none of the current-model 
tops can be operated manually, it 
is very important that the auto- 
matic system be in order. 

Most of today’s jobs are op- 
erated by a hydro-electric system. 
Although specifications may vary, 
the following will give general 
service information about this sys- 
tem. The hydraulic unit consists of 
a reversible-type electric motor, a 
rotor-type pump, two hydraulic 
lift cylinders and an upper and 
lower hydraulic hose assembly. 

Fig. 1 shows the unit installed in 
the body directly behind the rear 
seat. 

Fig. 2 shows an exploded view 
of the motor and pump assembly. 

Motor and pump assembly: 

Removal: 

1.—Operate the folding top to 
the full “up” position. 

2.—Disconnect the positive bat- 
tery cable. 

3.—Place protective covering 
over the rear seat back and cush- 
ion. 

4.—Working inside the body, de- 


Fig. 1—Motor and pump assembly 


attachment. 


By E. M. Lowery 
Technical Editor 


tach the front edge of the folding 
top compartment bag from rear 
seat back panel. 

5.—Working on the inside of the 
body over the rear seat back, re- 
move the pump and motor shield 
attaching screws and remove 
shield. 

6.—Remove the clip “A,” Fig. 3, 
securing the wire harness. 

7.—Disconnect the motor leads 
from the wire harness and remove 
the clips securing the hydraulic 
hose to the rear seat back panel. 

8.—To facilitate removal, apply 
a rubber lubricant to pump attach- 
ing grommets “B,” Fig. 3, then 
carefully disengage grommets from 
floorpan. 

9.—Place absorbent rags below 
hose connections and end of reser- 
voir. 

10.—With a_ straight - bladed 
screwdriver, vent the reservoir by 
removing the filler plug indicator 
at “C,” Fig. 3, then reinstall plug. 

Note: Venting the reservoir is 
necessary in this “sealed-in” 
unit to equalize the air pressure in 
the reservoir to that of the atmos- 


phere. This operation prevents the 
possibility of the hydraulic fluid 
being forced under pressure from 
disconnected lines and causing 
damage to trim or body finish. 

11.—Disconnect hydraulic lines 
at “D,” Fig. 3, and cap open fit- 
tings to prevent leakage of fluid. 
Use a cloth to absorb any leaking 
fluid, then remove the unit from 
the rear compartment, 

Installation: 

1.—If a replacement unit is be- 
ing installed, fill reservoir unit 
with specified hydraulic fluid. 

2.—Connect hydraulic hoses, en- 
gage attaching grommets in panel 
and connect wiring. 

3.—Remove reservoir filler plug 
and place absorbent rags under 
filler opening. 

4.—Connect battery and operate 
top through its up-and-down cycle 
with filler plug removed from 
reservoir. 

5.—Check connections for leaks 
and check fluid level in reservoir. 

6.—Install previously removed 
parts. 

Reservoir tube: 

Disassembly from 
pump assembly: 

1.—Remove motor and pump as- 
sembly from body. 


motor and 


Fig. 2—Motor and pump assembly exploded: A—motor and pump end 

plate assembly, B—sealing ring, C—outer pump rotor, D—inner pump 

rotor, E—rotor drive ball, G—fluid control valve balls, H—pump cover 

plate assembly, I—pump cover plate attaching screws and washers, 

J—reservoir tube and bracket assembly, K—reservoir tube end plate 

and sealing ring, L—filler plug and sealing ring, M—reservoir bolt, 
washer and sealing ring assembly. 
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OF CYLINDERS 











Fig. 3—Motor and pump assembly removal. 


2.—Scribe a line across the 
pump end plate, reservoir tube and 
reservoir tube end plate to insure 
correct assembly of parts. 

3.—With a _- straight - bladed 
screwdriver, remove reservoir fill- 
er plug. Note sealing ring around 
plug. 

4—Drain fluid from reservoir 
into a clean container. 

5.—With a suitable tool remove 
bolt from end of assembly and re- 
move reservoir end plate and tube. 
Note sealing rings around bolt, 
reservoir end plate, and between 
end of reservoir tube and pump 
assembly. 

Assembly to motor and pump 
assembly: 

1.—Position sealing ring on 
pump and assemble reservoir tube 
to pump according to scribe marks. 

Note: Bracket assembly on tube 
should be located at outer end 
when tube is assembled to pump. 

2.—Position sealing ring on tube 
end plate and place end plate on 
reservoir tube, lining up the scribe 
marks. Install and tighten attach- 
ing bolt. 

3.—Place unit in horizontal posi- 
tion and fill with fluid until level 
of fluid is even with bottom of 
filler plug hole. 

4.—Make sure that sealing ring 
is on the filler plug before install- 
ing filler plug. 

Operation of the folding top: 

When the control switch knob is 
turned to the right, the battery 
feed wire is connected to the red 
motor lead and the motor and 
pump assembly operate to force 
the hydraulic fluid through the 
hoses to the lower ends of the 
double-acting cylinders. The fluid 
forces the piston rods in the 
cylinders upward, thus raising the 
top. The fluid in the top of the 
cylinders returns to the pump for 
recirculation to the bottom of the 
cylinders. 





FROM RESERVOIR 


When the control switch knob is 
turned to the left, the feed wire is 
connected to the dark green motor 
lead and the motor and pump as- 
sembly operate in a reversed di- 
rection to force the hydraulic fluid 
through the hoses to the top of the 
cylinders. The fluid forces the pis- 
ton rods in the cylinders down- 
ward, thus lowering the top. The 
fluid in the bottom of the cylinders 
returns to the pump for recircula- 
tion to the top of the cylinders. 

Operation of pump assembly: 

The rotor-type pump assembly 
is designed to deliver a maximum 
pressure in the range of 240psi to 
280psi. The operation of the pump 
assembly when raising the top is 
as follows: 

1.—Raising the top. When the 
red motor lead is energized, the 
motor driveshaft turns the rotors 
clockwise as indicated by the large 
arrow in Fig. 4. The action of the 
pump rotors forces the fluid under 
pressure to the bottom of each 
cylinder, forcing the piston up- 
ward. 

This action causes the fluid 
above the piston in each cylinder 
to be forced into the pump, which 
recirculates the fluid to the bottom 
of the cylinders. The additional 
fluid required to fill the cylinder 
due to piston rod displacement is 


Fig. 5 —- Operation of 
pump to lower top. 
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TO BOTTOM 
OF CYLINDERS 


Fig. 4—Pump action—raising top. 


drawn from the reservoir as indi- 
cated in Fig. 4. 

2.—Lowering the top. When the 
green motor lead is energized the 
motor driveshaft turns the rotors 
counter-clockwise as indicated by 
the large arrow in Fig. 4. This ac- 
tion of the pump rotors forces the 
fluid under pressure to the top of 
each cylinder. This action causes 
the fluid below the piston in each 
cylinder to be forced into the 
pump, which recirculates the fluid 
to the top of each cylinder. The 
surplus hydraulic fluid due to pis- 
ton rod displacement flows into the 
reservoir as shown in Fig. 5. 

Fluid control valve: 

The fluid control valve consists 
of a rocker arm installed in the 
pump cover plate, and two steel 
balls. Fig. 6 shows the top surface 
of the pump cover plate. The dot- 
ted lines indicate the cavities on 
the bottom side of the cover plate. 
The cavities are designed to per- 
mit fluid flow between pump 
rotors and the reservoir. 

Figs. 7 and 8 illustrate the op- 
eration of the fluid control valve. 

Mechanical checking procedure: 

If there is a failure in the system 
and the cause is not evident, the 
mechanical operation of the top 
should first be checked. 

If the folding top assembly ap- 


~FROM BOTTOM 
OF CYLINDER 


Ne TO RESERVOIR 
<a 


OPERATION OF 
PUMP TO LOWER TOP 





Sea 
~ am oe 
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pears to have a binding action, dis- 
connect the top lift cylinder piston 
rods from the top linkage and then 
manually raise and lower the top. 
The top should travel through its 
up-and-down cycle without any 
evidence of a binding action. 

If a binding action is noted when 
the top is being locked at the head- 
er, check the alignment of the door 
windows, ventilators and _ rear 
quarter windows with relation to 
the side roof rail weatherstrips. 
Make all necessary adjustments for 
correct top alignment. 

If a failure continues to exist 
after a check for mechanical fail- 
ure has been completed, the sys- 
tem should then be checked for 
electrical or hydraulic failures. 

Electrical checking procedure: 

If a failure in the system con- 
tinues to exist after the mechanical 
operation has been checked, the 
electrical system should then be 
checked. A failure in the electrical 
system may be caused by a low 
battery, breaks in the wiring, 
faulty connections, mechanical 
failure of an electrical component, 
or wires or components shorting to 


Fig. 7—Rocker arm position—raising top. 


EXCESS FLUID REQUIREMENTS 
DRAWN IN FROM RESERVOIR 
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PRESSURIZED FLUID SEATS BALL 


Fig. 6—Fluid flow be- 
tween rotors and reser- 
voir. 


one another or to the body metal. 
Before beginning checking pro- 
cedure, check battery according to 
recommended procedure. 
1.—Checking for current at the 
folding top control switch. 

a. Disengage terminal 
from rear of switch. 

b. Connect light tester to cen- 
tral terminal of switch terminal 
block. 

ec. Ground light tester ground 
lead to the body metal. 

d. If light tester does not light, 
there is an open or short circuit be- 
tween battery and switch. 

2.—Checking the folding top 
control switch: 

If there is current at the feed 
wire terminal of the terminal 
block, the operation of the switch 
can be checked as follows: 

a. Place a No. 12 jumper wire 
on switch terminal block between 
center terminal (feed) and one of 
two motor wire terminals. If motor 
operates with jumper wire but did 
not operate with switch, the switch 
is defective. 

b. Connect jumper wire between 
center terminal (feed) and other 


block 


RESERVOIR SIDE RESERVOIR SIDE 


motor wire terminal on switch 
terminal block. If motor operates 
with jumper wire, but did not op- 
erate with switch, the switch is de- 
fective. 

3.—Checking switch to motor 
lead wires: 

If switch is found to be operating 
properly, the switch to motor lead 
wires can be checked as follows: 

a. Disconnect green switch-to- 
motor wire from motor lead in rear 
compartment. 

b. Connect a light tester to 
green switch-to-motor wire termi- 
nal. 

ec. Ground light tester ground 
lead to body metal. 

d. Turn switch control knob to 
the left. If tester does not light, 
there is an open or short circuit in 
wire. 

e. Disconnect red, switch-to- 
motor wire from motor lead. 

f. Connect light tester to red, 
switch-to-motor wire terminal. 

g. Turn switch control knob to 
the right. If tester does not light, 
there is an open or short circuit in 
wire. 

4.—Checking the motor unit: 

If a light tester indicates current 
at the motor lead terminals of the 
switch to motor wires but the 
motor unit does not operate from 
the switch, a final check of the 
motor unit can be made as follows: 

a. Check connection of motor 
ground wire to body metal. 

b. Connect a No. 12 gauge 
jumper from battery positive pole 
to motor lead terminal that con- 
nects to green switch-to-motor 
wire. The motor should operate to 
lower top. 

c. Connect jumper wire to motor 
lead terminal that connects to red, 
switch-to-motor wire. The motor 


Fig. 8—Rocker arm position—lowering top. 
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should operate to raise top. 

d. If motor fails to operate on 
either or both of these checks, it 
should be repaired or replaced. 

e. If motor operates with jump- 
er wire but will not operate from 
switch-to-motor wires, the trouble 
may be caused by reduced current 
resulting from damaged wiring or 
poor connections. 

Hydraulic checking procedure: 

Failures in the hydraulic system 
can be caused by lack of hydraulic 
fluid, leaks in the hydraulic sys- 
tem, obstructions or kinks in hy- 
draulic hose or faulty operation of 
a cylinder or pump. A pressure 
gauge can be used to check the 
pressure of the pump. 

1.—Checking hydraulic 
level in reservoir: 

a. Operate top to raised position. 

b. At the rear compartment, re- 
move pump and motor shield. 

c. Place absorbent rags below 
reservoir at filler plug. 

d. With a straight-bladed screw- 
driver, remove filler plug. Fluid 
level should be at the lower edge 
of filler plug hole. 

e. If fluid is low, add fluid to 
bring to specified level. 

f. Reinstall filler plug and pump 
and motor shield. 

2.—Checking operation of lift 
cylinders: 

a. Remove rear seat cushion and 
folding top compartment side panel 
assembly. 

b. Operate folding top control 
switch and observe the lift cylin- 
ders during “up” and “down” 
cycles for these conditions. 

1.—If movement of cylinder rods 
is not coordinated, or sluggish 
when the motor is actuated, check 


fluid 


Fig. $—Folding top lift 
cylinder removal. 


hydraulic hoses from motor and 
pump to cylinder for kinks. 

2.—If one cylinder rod moves 
slower than the other, cylinder 
having slower moving rod is defec- 
tive and should be replaced. 

3.—If both cylinder rods move 
slowly or do not move at all, check 
the pressure of the pump. 

3.—Checking pressure at the 
pump: 

a. Remove motor and pump as- 
sembly from rear compartment. 

b. Install plug in one port, and 
pressure gauge in port to be 
checked. 

c. Actuate motor with an ap- 
plied terminal voltage within 
range of 9.5 to 11.0 volts. Pressure 
gauge should show a pressure be- 
tween 240psi and 280psi. 

d. Check pressure in other port. 

Note: A difference in pressure 
readings may exist between the 
pressure port for top of cylinders 
and pressure port for bottom of 
cylinders. This condition is accept- 
able if both readings are within 
the limit of 240psi and 280psi. 

e. If the pressure is not within 
specified limits, unit is defective 
and should be repaired or replaced, 
as required. 

Removal of folding top lift cyl- 
inder: 

1.—Remove rear seat cushion 


and seat back. 

2.—Remove folding top com- 
partment side trim panel. 

3.—Remove attaching nut, bolt, 
bushing and washer from upper 
end of cylinder. See Fig. 9. 

4.—Remove attaching screws 
from support at lower end of cyl- 
inder. See Fig. 9. 

5.—Move cylinder to gain access 
to lower hydraulic hose connec- 
tion. 

6.—Disconnect and cap hydrau- 
lic connections on cylinder and on 
each hose. 

Caution: Before disconnecting 
the hydraulic connections, place 
suitable wiping rags under the 
connections to absorb any drippage 
of hydraulic fluid. Also, discon- 
nect the battery positive cable to 
prevent the accidental operation of 
the motor and pump while the 
hydraulic hoses are disconnected. 

7.—Remove cotterpin, clevis pin, 
spacer and support from lower end 
of cylinder and remove cylinder. 

8.—To install cylinder, reverse 
removal procedure with following 
exceptions: to aid in connection of 
cylinder piston rod to folding top 
linkage, use power to raise piston 
rod to extended position. Operate 
top down and up several times, 
then check and correct level of 
hydraulic fluid in reservoir. 


Rambler Sales Stay 
At High Level 


a sales of 
Ramblers indicate that the 
production schedule for the April- 
June quarter will continue at a 
high level of approximately 3,000 
cars a week,” it was announced by 
Roy D. Chapin, Jr., executive vice- 
president of the Automotive Divi- 
sion of American Motors Corp., 
last month. 

Production in the first three 
months totaled 41,183, compared 
with 22,332 last year, giving the 
Rambler 3.33% of total industry 
production for the quarter, com- 
pared with 1.25% a year ago. 

Output thus far in the 1958- 
model year is up 88.1% over last 
year, Chapin said, and the Rambler 
has moved from 12th to seventh 
place among automobile makes. 








June: Seat and Seat Track 


Seat and seat track service and maintenance can spell 
the difference between a happy and grouchy customer, as 
you know. Ed Lowery tackles the topic here next month. 
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H—Super 24, Roadmaster and Limited 25. 
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J—6039 133” and others 149 3". 
se 
—None. 

NA Not announced. 
P—Windsor 290 and ooay hy 310, both at 4600. 
- Yorker 345@4600, 300D 380@5200. 

—Powerglide 9, Turboglide 7. 
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.-- bend over backwards 


to cooperate with us” 


says EUGENE L. FRAZER, Chrysler-Plymouth 


dealer, Nashville, Tennessee 


“We need a financing connection that is fast, efficient and depend- 
able. CommerciaL Crepit Pan fills the bill completely. In fact, 
their local office people bend over backwards to cooperate with us. 
They make our job a lot easier . . . leave us more time to sell cars. 
We get quick credit checks, and they do an excellent job of hand- 
ling our customers, particularly those who get into financial diffi- 
culties. Their open-minded attitude toward marginal risks helps us 
reach a greater percentage of potential buyers. Also, in our 
particular case, COMMERCIAL CreEpIT’s ability to handle transac- 
tions over a wide area and to simplify transfer of accounts from 
one area to another is important.” 


Commercial Credit dealers 
are successful dealers 





Write or call the nearest CommercIAL CrepIT CORPORATION 
office for complete information on the benefits of ComMMERCIAL 
Crepit Pian. Why not do it, today? 


A service offered through subsidiaries of the 
Commercial Credit Company, Baltimore . . . Capital 
and Surplus over $200,000,000 ... offices in principal 
cities of the United States and Canada. 











1958 PASSENGER-CAR SPECIFICATIONS 
(Souped-Up Specs on Standard Models Are Not Listed) 








ELECTRICAL TUNE-UP | Bat. FUEL SYSTEM 











MAKE AND 
MODEL 


Max. Centrif. 
Max. Vac. 
(Ibs.) 
Intake (.0) 

by = Clearance 

haust (.0) 

Opens b or 
atde 


Tappet Clearance 
Intake Valve 


Timing Mark 
Location 
Spark Advance 
Spark Advance 
Cap. & Ter. Grd. 
Fuel Pressure 





~ 94-28@3750 
24-28@3750 


24-28@3750 21@12” 


<< 
oO 


BUICK Cen 5°hte 
BUICK Super 

and Limited 700 ‘12. 5-17. 5} 
CADILLAC Sedan 6239, Sedan De Ville | 

6239D, eg 6239E, Coupe 6237D 1 


and Conv. 626 
CA ADILLAC ‘Conv. Biarritz 6267S 
and Coupe Seville 6237S 5°bte VD ‘ 15@2000 1444@24” 70N 54%-6% | Au Au 39°btc 


CADILLAC Sedans 6039, 7533 and 
7523 5°bte VD 15@2000 1444@24” 70N , 54-64 Au Au 39"bte 


| 
BUICK Special Series 40... 112. 5-17. Ens 5°bte 
| 9-2: 5 


<4 
oS 


5°bte 








| 
5°bte VD : 15@2000 1444@24” N 54%-6% | Au Au | 39°bte 





CHEVROLET 6 Delray, Biscayne | 

and Bel Air i te FW 26@3500 15@84” 53N | 34-44% | Au Au | 10'%°bte 
CHEVROLET Delray, Biscayne and | 

Bel Air 283 Cu. In. 4°bte VD ‘ 28@3750 15@154” 53N | 4-5% Au Au | 12!4°bte 
CHEVROLET Delray, Biscayne and | 

Bel Alr 348 Cu. In. 21 | 4°bte VD 38 24@4600 15@154” 53N Ca-RP 4-54 Au Au 29°42’ 

Vv ett 1 4°bte VD : 28@3700 15@15'4” 53N Ca 444-54 | Aut | Aue |12)4*btc! 

CHRYSLER Windsor and Saratoga_____ x VD ‘ 18-22@4200 20-24@ 16” 60N BB-Ca i 13°bte 
potest a New Yorker ena 7 6°btc VD 3 2 20-24@16” p = 15°bte 
CHRYSLER 3000 aad 6°bte VD Q ~ 20-24@ 16” iON 6 35°bte? 
CHRYSLER Imperial 6"btc VD 3 18-22@4800 20-24@ 16” N 5 Au 15°bte 


CONTINENTAL 6°bte | VD 26.5@4000 23@17.5" 




















6°bte VD q 18-22@4000 23-29@16.5” 60N - Au 
8°bte VD 18-22@4000 23-29@ 16.5” 60N BB-Ca Au 20°bte 
DODGE Coronet Standard 6 1 : 2°bte ; : 15-19@3600 17-21@16” 50N St 10 12°bte 
DODGE — Custom Roya 22 | 27-32 6°bte 16-20@3300 20-24@14" =«50N__—s St-Ca Au | 10°bte 
DO ustom Royal and 
ey Sierra 2 8°btc 18-22@4000 23-29@ 16.5” } Ca i Au 15°bte 


EDSEL Ranger and Pacer 26-21.5 16@3800 12@16” D Au | 17°bte 
EDSEL Corsair and Citation 26-28. 5 2-3 21@4000 16@15” Ho 


23@4000 28.5@6” } 

23@4000 qd 55N 4-5 
29@4000 . 55) D 5-6 
22@4000 . ) 5-6 
22@4000 x N a 5-6 


LINCOLN ; 6°bte | V 26. 5@4000 23@17.5" | 703 56 | Au | Au 


MERCURY Monterey 2 4 fi . 21.5@4000 22@ 17” ) Ho 5-6 Au Au 
MERCURY Montclair 7 3 3 21.5@4000 22@17” Ho 5-6 Au Au 34°btc 
7 y 24@4000 22@ 16” Ho 5-6 Au Au 27°bte 


OLDSMOBILE Dynamic 88 and 98. __. 28-32 S*bte | V 22-26@4400 | 18.5-21.5@16" Ton | RP 5-6 | Au | Au “| Terbte 
PACKARD Hawk 3/4 24@2000 16@12” 

































































15-19@3600 17-21@16" | 12°bte 


3! 16-20@4600¢ 23.5-28@16” | 50N St 8°bte 
35 14-18@2000 18-23@ 18” 50N St | 17°bte 
35 18-22@4000 23-29@16.5” | 50N Ca | 15°bte 


PONTIAC Chieftain and Super Chief _. 28-32 9-2: ; 33-38 30@4600 21.5@13” 53N RP 5-614 | Au | Au | 22%btc 
PONTIAC Star Chief and Bonneville. __- 2 33-38 30@4600 21.5@13” 53N Ca =| 5%-6% | Au | Au | 30°%btc 
33-37 | 12-16@4000 13@11” 5N Ca 4-514 16 18 | 10°bte 
20-24@4200 23@17” N 4-516 12 | 16 | 1214%bte 
34-38@4000 25@15” N Ho 45% 12 14 | 1244°bte 
34-38@3800 22@16” N Ho 4-5% | Au | Au | 12%4°bte 























STUDEBAKER Scotsman 6, Cham- 
a er Champion 8, Silver 
Hawk 8. and Commander Provincial. 13-18 28- ¢ i x 24@2400 16@12” N St 3144-5% A 
STUDEBAKER President 8 13-18 | 28- -2 3-% 24@2400 16@12” } Cae | 344-514 | A 
A 


24@2400 ) St 6-7 | 


14@2800 18@12” ) Ca 3144-54 | C | 15°bte 


Cc 

A | 11*bte 
A 11°bte 
A 


| 11"bte 

















ABBREVIATIONS 


*—Mechanieal tappets: Int. .012, 4—Optional camshaft ( used with mechanical O—Ford or Holley. T—4°bte Std. or O. D. Trans. 
Exh. .018. tappets), 35°bte. E—Ford or Carter. @°bte Automatic Trans. 
A—23-25 hot. +—4bbl. FW—Flywheel. te—Top dead center. 
Au—Automatic. BB—Bal. and Bal. Ho—Holley VD—Vibration damper. 
+—20°bte special cam, bte—Before top center. N—Negative. W—23*bic Std. or O. D. Trans. 
*—With dual carbs. 20-24@4800 C—16 cold. NA—Not announced. 6°bte Automatic Trans. 
with one 4bbi. carb. Ca—Carter. RP—Rochester Products. X—Windsor 8°btc. 
CsP—Crankshaft pulley. St—Stromberg. Saratoga 6°btc. 
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THE WASTEFUL WAY 


lm MAINTAIN ORIGINAL QUALITY 


Use only 
MSPS 


pants ta 
acttssoatis| ~ | 


THE MONEY-SAVING WAY 


USE A COMPLETE MoPar SERVICE PACKAGE— 


the jobs half done before you start 


Think of the head start you get with a complete MoPar 
Service Package—there’s one for every service job. Con- 
sider the time and money you save when: 


1. Everything you need for the job is packaged ready to go. 


2. You're sure of doing every step of the job right the 
first time. 


3. You get convenient charts or complete instructions as 


an added check. 


MoPar Division, Chrysler Motors Corporation, Detroit 31, Michigan 
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4. And you’re sure that every part is exactly the one for 
the purpose—each one is an official, authentic Chrysler 
Corporation part, precision-made for “Forward Look” cars 
and Dodge Trucks. 


Order a complete line of convenient service packages 
today from your MoPar wholesaler or your local Plymouth, 
Dodge, De Soto, Chrysler, Imperial or Dodge Truck dealer. 


Get MoPar’s free “Replacement Parts and Service Guide.” Ready now. 
100 pages filled with profit-making tips and time-saving instructions on 


how to repair and service 1946-1958 Chrysler Corporation-built vehicles. 


Advertising Department, Parts Division 

CHRYSLER MOTORS CORPORATION 

P. O. Box 1718, Detroit 31, Michigan 

Send me MoPar’s free “Replacement Parts and Service Guide. 


Name 


Address 


Want more facts? Use Reader Service Card Page 115 





Readers are invited to contribute to— SHOP TALK. 





ADVICE FROM A THIEF 


H. E. Greenwell of Dallas, Texas, 
recently had his hubcaps stolen, 
but got some good advice from the 
thief on how to prevent future 
thefts: 

About two weeks after an insur- 
ance adjuster had replaced the 


hubcaps, Greenwell discovered a 
paper sack in his yard containing 
the stolen ones and a note: 

“Surprise! To prevent the oc- 
currence of visits such as mine in 
the future, may I suggest: 

“1.—Keep your car in the ga- 
rage. 

“2.—Keep doors, windows and 











No . V 7 


TTS 


A sure warning of excess speeds! 
¢ Simple Installation! ¢ Fingertip Control! © Attractive Design! 


The NOVI SPEED ALERTER—a major safety develop- 
ment—can be easily installed on any car in a few minutes, 
and will turn on a red light whenever a pre-selected speed 
is exceeded, or when accelerating at an excessive rate. 
Speed setting can be varied betwen 15-100 MPH by a 
simple movement of a control installed below instrument 
panel. Warning light is located on top of instrument panel. 
Its shield can be rotated for easy visibility. The Novi 
Speed-sensing unit is sealed to assure trouble-free per- 


formance. 


Made and guaranteed by the manufacturer of the world famous 


Novi AUTOMOBILE AIR CONDITIONER 


e For complete information contact: 
Novi SALES & SERVICE CO., INC., NOVI, MICHIGAN 


or one of these Novi Sales & Service Co., Inc. Regional Offices: 


1830S. Figueroa St. 1101 Norwood St. 8 W. 4ist St. 
Kansas City, Mo. 


Los Angeles, Calif. Ft. Worth, Texas 


Want more facts? Use Reader Service Card Page 115 





190 14th St. N.W. 20830 Coolidge Hwy. 
Atlanta, Ga. Detroit, Mich. 





A column of informal 

comments about the 

automotive trade and 
its problems. 





glove compartments locked. 
“*3.—Gas can be stolen easily and 
silently.” 


THOSE CONVENTION CRUISES 


Southern automotive folks will 
be interested in a decision by a 
federal tax court in regard to those 
convention cruises. 

A San Francisco doctor went on 
a so-called “post-convention” trip 
under the auspices of the American 
College of Physicians. The cruise 
program included a series of scien- 
tific discussions as well as some 
sightseeing. The court noted that 
the technical sessions were rather 
brief. 

The court upheld the tax com- 
missioner’s disallowal of 80% of 
the cost of the cruise on the ground 
this portion was incurred primarily 
for a vacation and therefore was a 
non-deductible personal expense. 
Tax authorities raised no question 
over the taxpayer’s claim for the 
entire cost of attending the con- 
vention before the cruise. 

The North Carolina Automobile 
Dealers Association took a conven- 
tion cruise out of Norfolk several 
years ago and twice in recent years 
the North Carolina Automotive 
Wholesalers Association has 
cruised out of Wilmington. The 
Automotive Wholesalers of Texas 
has been contemplating steaming 


Address any comments to: South- 
ern Automotive Journal, 806 
Peachtree St., N.E., Atlanta 8, Ga. 
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The NOVI AIR CONDI- 
TIONER SPECIAL—famed 
participant in the Indianap- 
olis “500!” 


Dealers and Distributors! Stop and Compare 
Before Making Commitments on 1958 
Automobile Air Conditioners! 


See the all-new new: Automobile Air Conditioner for 1958 with 


the Novi new design trouble-free magnetic clutch. Excels all others in 


performance... beauty... warranty 


e Pre-season showings indicate outstanding customer preference! 


¢ Eliminate obsolescence with Novi’s advance design and... 


unique inventory control program! 





2517 8th Court N. 


PHOENIX, ARIZ. 
714 W. Buchanan 


TUCSON, ARIZ. 
610 W. Sahuaro 


1830 S. Figueroa 


OAKLAND, CAL. 
683 26th St. 


SACRAMENTO, CAL. 
430 ‘R” St. 





BIRMINGHAM, ALA. 


LOS ANGELES, CAL. 


SAN DIEGO, CAL. 
3143 Kettner 


MIAMI, FLA. 
2840 N.W. 7th Ave. 


ATLANTA, GA. 
190 14th St. N.W. 


CHICAGO, ILL. 


4934 W. Madison St. 
INDIANAPOLIS, IND. 


750 Massachusetts 


NEW ORLEANS, LA. 
4303 Bienville St. 


For further information, contact Novi Sales & Service Co., Inc., 
Novi, Michigan, 


or one of these Novi factory branches: 
LUBBOCK, TEX 
1305 Ave. “H” 


MIDLAND, TEX. 
3508 West Wall 


SAN ANGELO, TEX. 
108 N. Pierce 


SAN ANTONIO, TEX. 
811 Austin St. 


WACO, TEX. 
224 S. 15th St. 


SALT LAKE CITY, UTAH 
1552 S. Second West 


OKLAHOMA CITY, OKLA. AMARILLO, TEX. 
1600 Linwood Bivd. 2722 Duniven Cr. 


TULSA, OKLA. AUSTIN, TEX. 
24 E. 11th St. 2026 E. Avenue 


PHILADELPHIA, PA. DALLAS, TEX. 
831 N. Broad St. 1810 Irving Blvd. 


PITTSBURGH, PA. EL PASO, TEX. 
2020 W. Liberty Ave. 6906 Alameda 


MEMPHIS, TENN. FT. WORTH, TEX. 
475 Union Ave. 1101 Norwood St. 


ABILENE, TEX. HOUSTON, TEX. 
2809 N. 2nd St. 2121 Hussion St. 


DETROIT, MICH. 
20830 Coolidge Hwy. 


KANSAS CITY, MO. 
8 West 41st St. 


ST. LOUIS, MO. 
7001 Chippewa 


ALBUQUERQUE, N. M. 
618 Truman St. N.E. 


HOBBS, N. M. 
1320 W. Marland 


CINCINNATI, OHIO 
2512 Gilbert Ave. 





Assure Your Year-End Profits on Air Conditioners by Using Novi! 
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out of Galveston if arrangements 
could be made satisfactorily. 


WRONG KIND OF BOOST 


Automobile dealers in Burbank, 
Calif., picked a poor way to “do 
their part” in boosting customer 
confidence, when, as the largest 
block of advertisers in the Burbank 
Daily Review, they tried to coerce 
the smal] daily into suppressing 
what the paper considered page- 
one news—stories of economic re- 


cession. 

Complaining that the paper’s 
“continued headlining” of reces- 
sion news “induces retrenching of 
possible buyers,” the local dealer 
association telegramed that its 12 
members were cancelling their ad 
contracts. 

The move hurt the paper, but it 
hurt the dealers, too, with the 
worst kind of public relations, re- 
sulting in anything but increased 
buyer confidence. 

The Review, which appears in a 
town where thousands of aircraft 





: YOUR ALIGNMENT 


AND 








eo J | 


simplified Stretch and Diamond Pull 





It's the famous Bee Line 

portable “Frame Press” 

principal loaded with 

exclusive Bee Line 

profit features. 

Write for FREE 
Literature Today 


BEE LINE COMPANY 








AUTOMOTIVE ALIGNMENT 


FRAME WORK 


4 sec 

floor 

model 

with 

18 foot 
frame press 


for 
Passenger 
Cars and 
Light Trucks 


FRONT END, 
FRAME, AXLE, 
and HOUSING 














DAVENPORT, IOWA 
—— — 
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workers are out of jobs, retaliated 
by printing the telegram on page 
one. 

Commented the publisher: “The 
Review is going to go right on pub- 
lishing the news. When it’s good 
news, we’ll be very happy to print 
it. But when it’s bad, I’m afraid 
we'll have to print that, too.” 


Car Accessories Come 
By Customer Demand 


byes long list of accessories now 
available on today’s cars is the 
result of a direct response from the 
car-buying public, according to S. 
E. Knudsen, general manager of 
Pontiac Motor Division. 

“Requests for automobile acces- 
sories which provide more comfort, 
greater economy, better perform- 
ance and increased safety,” Knud- 
sen said, “are comparable to the 
public’s desire for two telephones, 
wall-to-wall carpeting, full auto- 
matic appliances and other home 
improvements.” 

Customer demand has boosted 
factory and dealer accessories from 
two items with the first Pontiac 
in 1926 to approximately 65 ex- 
tras now offered on the 1958 line. 
The 1926 accessories included tilt- 
ing beam headlamps with foot con- 
trol and a heater which scooped 
air from over the exhaust manifold 
into the car by simple, non-regula- 
tory “on and off’ controls. 


Rotary Lift Co. Names 
Reber Vice-President 


gpa C. Reber has been pro- 
moted to vice-president in 
charge of the automotive division 
of Rotary Lift Co., Memphis, Tenn., 
with Charles W. Collier, former 
district manager, succeeding him 
as sales manager, President Hugh 
Allan announced. 

Reber and Collier joined the 
company in 1957. Reber was for- 
merly sales manager of the Amer- 
ican Saw and Tool Co., Louisville, 
Ky., while Collier was formerly 
mid-South district sales manager 
for the O. A. Sutton Co., at Wichi- 
ta, Kan. 


Sun Appoints R. A. Bland 


Appointment of R. A. Bland as 
vice-president and general sales 
manager of the automotive division 
of Sun Electric Corp. has been an- 
nounced by President R. R. Malik. 
Bland will direct the organization’s 
four domestic automotive sales di- 
visions. He joined Sun in 1947 as 
a sales representative. 
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Fi aisits 
... The Fabulous 


Fibreglass Reinforced 
AUTOBODY FILLER 


-_ 2. - 
A Phenomenal Plastic 


Paste that Saves Waste 
...in Time and Money 
... Speeds Production 
... Licks all Damage 


Problems! 


Send for free illustrated 
sales manual brochure 


WRITE DEPT. S-5 


_ PLASTIK MAKES THEM AS GOOD AS NEW 


e 
LaresCeaye plastics co., inc. 


©19ss ~=©6@ Main Offices and Plant — Northboro, Mass., U.S.A. 


West Coast Plant, Unican Pacific Corp., 1346 West 15th St., Long Beach, Calif. 
Canadian Plant, Unican Plastics (Canadian) LTD, 24] Dube Ave., Montreal East PQ. 
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Most repair shops, service stations 
and dealer repair departments 
could give better service if they 
could only find the way to make 
good service profitable. 

A recent study of service shops 
which are making money reveals 
they all have three things in com- 
mon: good tools and equipment, 
a good stock of the most needed 
replacement parts and good judg- 
ment as to when to repair worn 
units or when to install a complete 
replacement unit. 


Good Tools and Equipment 
To do a good job on most modern 
cars requires special tools and 
modern test equipment. Without 
these, time is lost, and lost time 
eats up the profit. Your mechanics 
can do each job faster if they 
have the right special tools and it 
is far less expensive to test your 
job before it leaves your shop 
than to “make good” on come- 
backs. 


A Good Stock of Replacement 
Units 

Comebacks usually can be elimi- 
nated by using complete replace- 
ment units, making a good installa- 
tion and then testing your 
installation. To provide the fast 
service that car owners appre- 
ciate, it is necessary to maintain 
a good stock of the most needed 
units right in your own shop. 
Then, backed with the stock of 
your dependable neighborhood 
jobber, you can provide “same- 
day” service. Usually, on the fast 
moving parts you stock, you make 
an extra profit because, as a Stock- 
ing Dealer, you get extra dis- 
counts, 








Good Judgment 
is really the key to Profit 


Good judgment on whether to 
repair or replace can make the 
difference between profit and loss. 
Whenever your mechanic installs 
a reliable, complete factory re- 
built unit and tests his installation, 
he can do a good job quickly. The 
cost is little, if any, higher to the 
car Owner, because a complete 
factory rebuilt unit is like a repair- 
job-in-a-package. It is quick to 
install, reliable and sure to be 
satisfactory. 


Good Service 


After all, the final judge of good 
service is the customer. Is he satis- 
fied? Does he feel you did a good 
job, or that you just “fixed” his 
car? An outstanding example of 
really good service . . . profitable 
service . . . is demonstrated by a 
leading car dealer in New Eng- 
land. His service department 
attracts owners of almost every 
make of car because most every 
repair job is done right the first 
time. This is accomplished by a 
combination of good work, a stock 
of good replacement parts and 
good factory rebuilt units plus 
good judgment on whether to re- 
pair or replace the complete unit. 
Not only is his repair department 
profitable, but every car owner 
who comes in for repairs goes out 
a “word of mouth” advertiser for 
his kind of service. What this man 
has done in a large shop can be 
done just as well in small and 
medium shops. He has proved that 
better service means more profit 
and he has answered one more 
major profit problem. 


For answers to your specific profit problems, write: 
Management Service Dept. 


ARROW 


ARROW ARMATURES COMPANY 


11 Fordham Road, Boston 34, Mass. 
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500 Oil Changes 
(Continued from page 56) 


three times a week. Four spot an- 
nouncements intersperse lubrica- 
tions, oil changes and the acces- 
sory needs. Our postcard follow-up 
system on lubrications and oil 
changes daily reminds around 30 
customers about these services. 

By far the most effective means 
of keeping our 13 men asking 
about oil changes in the driveway 
is to offer them a 10% commission 
on each change and cartridge sold. 
We set quotas exceeding last year’s 
volume, and these 10% commis- 
sions on all services and accesso- 
ries are available to the men 
throughout the year. In December 
57, for example, each man in the 
station pulled approximately $35 
in commissions. If this incentive 
plan were not in effect, our volume 
probably would drop 30%. Be- 
cause of it, our volume has risen 
steadily with each half year. 

Sometimes we run into a slow 
day due to bad weather. I throw 
out a prize of $2 per man for a 
sales goal of 25 oil changes and 15 
oil filters. They make it every 
time. One man came through with 
flying colors—22 oil changes to his 
credit for the day! 

If a man falls down noticeably, 
we have him re-read the proce- 
dure sheet posted on the wall. He 
had read it earlier and initialed it. 

We stock up on 32 different- 
sized oil cartridges, buying four 
times yearly when big deals are 
available at better discounts. We 
buy about $400 worth, stocking 
more heavily on volume-car num- 
bers. Re-ordering weekly, we keep 
our inventory at 200. 

A station not doing as good a 
job in oil changes and cartridges 
as it should is probably not solic- 
iting. 

The men are failing to ask. 


Chrysler Installs 
Gigantic Press 


A POWDER metal press capable of 
exerting 6,000,000 pounds of 
pressure and said to be the world’s 
largest has been installed at Chrys- 
ler Corp.’s Amplex Division. 

More than three stories high and 
weighing 125 tons, the press re- 
quired a ten-foot-deep pit and 100 
tons of concrete and steel rein- 
forcement to set in proper position. 
Separate electric “feeder” lines run 
directly to the machine to power 
the press. 

It can produce powder metal 
parts up to 30” in diameter. 
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Dear Bill, 

Our service meeting ran a little 
late last night, so I'm pretty 
groggy today. It was one of the 
Bull’s “reappraisal” meetings that 
he shows up with every so often. 

Seems he is triggered on this 
subject by what he finds in come- 
back and unapplied-time studies of 
the time sheets and work orders. 
What he is actually doing is ap- 
praising the service techniques we 
develop during the months to see 
if our “short cuts” are panning out 
into time-saving or comebacks for 
the shop. 

Even when a short cut saves 
considerable time and makes more 
money on a stretch of perhaps nine 
jobs, but results in just one come- 
back, he considers the odds too 
great and recommends checking 
whatever item or unit that brought 
back the job. He claims that a 
service line is far different than a 
manufacturer’s production line; a 
customer feels “burned” on a 
faulty service job with far more in- 
tensity than when a new product 
needs “adjustment,” even though 
neither of the jobs costs him any- 
thing but the time spent returning 
them. That a new product might 
require adjustment service seems 
more or less normal, but reservic- 
ing a service job makes him lose 
confidence in the ability of the 
serviceman. 

He simply doesn’t want to 
“court” a comeback by skipping an 
operation or inspection. He says 
that is the job of a manager to co- 
ordinate shop practice with the 
finished product so false economy 
doesn’t damage the over-all repu- 
tation of the shop. Some mechanics 
are born lucky and can bypass cer- 
tain time-consuming operations 
time after time without getting 
caught. 

He logically thinks his short-cut 
is okay, for he doesn’t know that 
other mechanics have been catch- 
ing comebacks by the same scheme, 
and he is just at the long end of the 
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law of averages because of luck. 

At these meetings the old man 
brings the comebacks to light and 
gives the lucky and unlucky a 
chance to air their methods of do- 
ing the operation in question to 
see if it goes or stays. He feels that 
the decision lies with him instead 
of the choice of the mechanic, be- 
cause he is responsible for the 
over-all reputation of the shop. It 
takes time, but the problem is set- 
tled before the meeting of the gang 
is over. 

Last night he pointed out, too, 
that there is no service operation 
that doesn’t need “selling.” The 
customer may drive in and order 
certain jobs without urging at the 
time, but sometime, someplace, 
somebody convinced him the op- 
eration was necessary or he 
wouldn’t have ordered it. 

For that reason he told us to 
keep selling and talking the serv- 
ices to the customer. Tell him the 
special effort we take in doing the 
job when writing it up, tell him 
about how we did it when he drives 
away. 

Often this is all the mechanical 
shop talk he gets and we want to 
keep him convinced. 

Yrs, 
Ed. 


Maryland Dealers Meet 
On Coast June 13 


E annual summer meeting of 

the Automobile Trade Associa- 
tion of Maryland will be held at 
the Commander Hotel in Ocean 
City June 13-15. 

Principal speakers will be Paul 
Millians, a vice-president of Com- 
mercial Credit Co., and Joseph B. 
Gibson of Universal Underwriters. 
Entertainment will include a lob- 
ster party on the beach, a banquet 
and dance, plus a number of cock- 
tail parties. J. Cavendish Darrell 
is the manager. 

Millians, a native of Newnan, 
Ga., has addressed many dealers. 








Solved with these 
Original Equipment Units 
Completely rebuilt 
by Arrow 


GENERATORS by Arrow 


Factory rebuilt, then work tested 
to eliminate comebacks . . . once 
correctly installed, trouble-free 
performance guaranteed. 


STARTERS by Arrow 
Rugged and reliable. Factory re- 
built . . . work-tested. Quality and 
performance guaranteed. 


STARTER DRIVES by Arrow 
All types . . . ruggedly rebuilt to 
Overcome the failures common to 
each type of drive, 


SOLENOID SWITCHES by Arrow 


Rebuilt work solenoids for all popu- 
lar make trucks, tractors, cars and 
buses. Torque-tested, performance 
guaranteed, 


Write today for complete catalog 
and descriptive literature. 


ARROW ARMATURES CO. 

15 Fordham Road, Boston 34, Mass. 

SOUTHEASTERN PLANT 
Spartanburg, S. C. 


ARROW 
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Shown at a reception in their hon- 
or are winners of an all-expense 
trip to New York in a contest in- 
volving British Motor Corp. dealers 
in Kansas, Missouri, Kentucky and 
Tennessee, sponsored by Chris 
Pratt, president of Continental 
Cars Distributors, St. Louis. Pic- 
tured are (l, to r.): Dick Fitzwil- 
liams of Import Motors, Wichita, 
Kan.; A. E. Birt, president of Ham- 
bro Automotive Corp. (BMC’s 
U. S. A. representative); Martin 
Barter of Kansas City MG, Kansas 
City: Chris Pratt, and Ray Heath, 
Jr., of Ray Heath Motor Co., Sa- 
lina, Kan, Winners not shown who 
will take their New York trip priz- 
es later are Gene Brown of Cape 
Continental Cars, Cape Girardeau, 
Mo., and C. A. Whittaker of Chero- 
kee Motors, Kingsport, Tenn. 





AFC Urges Adoption 
Of Reserve Law 


wares Congress to enact a law 
providing that credits to a re- 
serve account on finance company 
books are not taxable income until 
they accrue to the dealer, the 
American Finance Conference has 
adopted a resolution condemning 
as “unfair” a rule to the contrary 
by the internal revenue commis- 
sioner. 

Enactment of pending house res- 
olution 6794, or a similar proposed 
senate bill to nullify the commis- 
sioner’s rule that such reserves are 
taxable at the time they are with- 
held, was urged by AFC, the na- 
tional association of sales finance 
companies. The resolution declared 
that such new legislation by the 

d d + f t th h k | present — of ee is a. 

ed to end the “utter confusion an 
ae an on orge C S OC S m chaotic conflict” now existing be- 
tween the Internal Revenue De- 
Muffler inspection ? For an added sale, don’t forget the shocks! partment and the federal courts of 


é ar . this country. 
Oil change, brake check, lubrication job— whatever serv- Two U. §. Circuit Courts of Ap- 


ice brings a car into your station or onto the lift, it’s another peal have reversed the commission- 
opportunity to build extra business on shocks. ad rule Nerd “ Southern states, 
° ointea out. 
Take a minute to check shocks for leak and wear... make as 
three cars out of five need new shocks. And your customer Saleswoman Russell 
can’t beat the safety, comfort and economy he gets when you Dies at Tulsa 
install Briggs Shocks. rs. Oza B. Russell, 61, Tulsa, 
Your N*A*P-A Jobber is your source for Briggs Double- Okla.’s first woman car sales- 
i ae im! , , , man and one of the first in the na- 
acting Shock Absorbers call him! You’ll find he’s a good man precy mic lip imgeadborane te diar dil 
to know. The Briggs Shock Absorber Co., Cleveland 15, Ohio. lengthy illness. 
Mrs. Russell joined the sales 


force of Forster-Riggs, Inc. 
(Chrysler-Plymouth), in 1953 and 


DOUBLE-ACTING was employed there unti] her 


death. A native of Harrison, Ark., 


SHOCK ABSORBERS l she moved to Tulsa more than 30 


years ago. 








Want more facts? Use Reader Service Card Page 115 SOUTHERN AUTOMOTIVE JOURNAL for May 1958 





“This one will last, lady... 
it’s a MERIT?’ 


There are plenty of good reasons why you can say that to 

your customers. Merit oval mufflers have heavier Cushion- 

Aire® shells, up to %4 heavier outer heads, heavier inner The big move is to 
parts for greater strength. These, plus new Anti-Rust design, 
give Merits much longer life. They offer maximum silencing 
and maximum power, too. And all this easy-to-show quality 
costs no more. 

Merit is a complete line from glass-packed mufflers to heavy 
service truck systems. No need to pass up any muffler work 
when you sell the Merit line. MUFFLERS AND PIPES 

Start now selling Merit—the high-profit, high-volume, and Dept. 5E,619 Smith St., Toledo 1, Ohio 
top-quality line of mufflers and pipes. Why not call your 
nearest Merit jobber today. 
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You pay $12 a month for 12 months 
... just $144 complete... and what 
a difference it makes to your prof- 
its! It takes just 30 seconds to clean 
a car with the Pullman Vacmobile 
. . . and only 30 seconds to sell a 
high profit lube job, a new tire, an 
oil change! Put the Pullman Vac- 
mobile to work for you now... 
making new profits! 


REE 


WITH YOUR VAC 


@ Tough neoprene accordion hose 
@ Crevice Tool @ Upholstery Tool 
e Patented Never-Clog Filter 
e Supply of hang-tags 
e “Free Vacuuming”’ 


Sign r 4 
Pullman 


VACMOBILE 


PULLMAN VACUUM CLEANER CORP. 
25 Buick St., SA-5, Boston 15, Mass. 





U. S. Foreign Car Demand 
Outruns Production 


HE unprecedented demand for imported sports and 

small cars in the American market has outrun 
production facilities, according to Lord Arthur W. 
Tedder, chairman of the board of the Standard Motor 
Co., Ltd., of Coventry, England. 

On a recent visit here, Tedder said that his com- 
pany is planning to develop more than 280,000 addi- 
tional square feet of production space to meet the de- 
mands of the United States market. He added, “We 
have found that the growing demand for European 
cars—and our Triumph line in particular—is requir- 
ing deliveries which are beyond our present capacity 
to supply. We anticipate that a minimum of 15,000 
units will be sold this year as opposed to 8,000 last 
year.” 


Traffic Intervention by Uncle 
Would Be Error, Says Curtice 


gpm intervention in the field of causes and cures 
of traffic accidents “would be a step in the wrong 
direction,” according to Harlow H. Curtice, president 
of General Motors. 

Addressing members of the Governors Conference 
Special Committee on Highway Safety at GM Proving 
Grounds, Curtice said that the solution to the nation’s 
highway safety problems “can best be done by those 
now entrusted with it—by state and local govern- 
ments.” 

He urged more competition between various units 
of local and state governments to “do a better safety 
job than the others.’”’ The spur of competition is a 
great stimulant to action, he said. 


Young and Comstock Swap Jobs 
In Mack's Southern Division 


M. YounG, formerly manager of the Tennessee 

e district for Mack Trucks, Inc., has been appoint- 

ed manager at Atlanta, Ga., and succeeding him as 

Tennessee manager is L. D. Comstock, former Atlanta 
district manager. 

Young joined the organization in 1924 and held ad- 
ministrative and sales posts in Knoxville and Nash- 
ville, Tenn.; Miami, Fla.; Charlotte, N. C., and Birm- 
ingham, Ala., before being named Tennessee manager 
in 1954. Comstock, who has been with the company 
for 35 years, became manager in Atlanta in 1954. Both 
men will continue to headquarter at the Atlanta Di- 
vision office. 


Nearly 35% of All Imperials 
Get Electric Door Locks 


ere 35% of all Imperial cars delivered since Jan. 
1 have been equipped with fully-integrated elec- 
trical-mechanical door locking systems, C. E. Briggs, 
Chrysler vice-president in charge of sales, announced. 

Since Jan. 1 the electric locks have been installed 
on 55% of the LeBaron models ordered, on 46.8% of 
the Crowns and 17.3% of the Imperials, averaging 
34.9% of total deliveries. The new feature allows 
motorists to lock doors electrically, unlock them me- 
chanically and vice versa. 
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Tire Men See Record 
For October Meeting 


L ‘ham advance sale of trade show exhibit space at 
an all-time high, the National Tire Dealers and 
Retreaders Association predicts a record-setting con- 
vention in Los Angeles Oct. 13-16. 

The trade show portion will open one day before 
the convention, Oct. 12, affording extra time for tire 
dealers, retreaders and their employes to examine and 
discuss the latest models of equipment. Convention 
and meal functions will be held at the Shrine Exposi- 
tion Hall, while annual banquet with entertainment 
will be in the Biltmore Bowl. 

A “Tournament of Thrills,’ sponsored by the 
American Viscose Corp., will take place on opening 
day at the Los Angeles Colosseum. Dealers attending 
the convention will receive free tickets, according to 
Association officials. 


Some Like 'Em White; Some Red; 
Quite a Few Like 'Em Blue 


" Dipeiai last year’s trend, Eggshell White is the 
undisputed leader in Dodge customer preferences 
thus far this year, accounting for 39.1% of new-car 
sales, while Ebony Black is a strong favorite with a 
20.9% rating, Lee F. Desmond, sales vice-president, 
announced. 

Buick, however, reported that blues and reds 
dominate its 1958 color scene, with 16.4% of its cus- 
tomers preferring three shades of blue. Its three reds 
are preferred by 15.9%. White and black slipped to 
12.1 and 10.5% in buyer popularity. 


Black & Decker Honors President 


Robert D. Black, president and chairman of the 
board of Black & Decker Mfg. Co., Towson, Md., has 
received the company’s traditional orange, black and 
gold service pin for completion of 40 years’ service. 
Presentation was made by Alonzo G. Decker, Jr., 
executive vice-president and son of the company’s 
late co-founder. Black joined the company in 1917 
as a screw machine operator, rising to positions of 
increasing responsibility until he was elected presi- 
dent in April 1955. He is the brother of co-founder 
S. Duncan Black. 


Georgian Retires from Seiberling 


Marcus L. Brown, a native of Bremen, Ga., retired 
April 1 as president and general manager of Seiber- 
ling Rubber Co. of Canada, Ltd. He will continue as 
a director. Brown graduated from Georgia Institute 
of Technology in June 1914 and that year joined At- 
lantic Steel Co. in Atlanta. In 1921 he was employed 
by Seiberling in Akron, was transferred to Canada as 
factory manager and director in 1928 and became 
president in December 1945. 


White Names Two Branch Heads 


Two new branch managers named by The White 
Motor Co. for its Southern region are Gary S. Smith at 
Birmingham, Ala., and Robert F. Black, Jr., in New 
Orleans, La. Smith succeeds I. B. Feagin, who retired 
after 37 years with the company, and Black succeeds 
J.S. Rees, who died in January. 
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Cut coupon out along dotted line, check 

what you want, fill in your name and 

address and mail to Pullman. Act today 
. start your profits rolling in! 


T Rush me the following :— e 


C) Free TBA Booklet 
Describes 25 different ways to increase 
sales of TBA items and other top money 
makers. 


Free Catalog Sheet 
Full particulars on how to operate the 
Pullman Vacmobile, and its benefits. 


Sample Hang-Tags 
Colorful tags show customers what a thor- 
ough service job you do. 


Explanation of how Pullman sign in- 
creased sales up to 400% for service 
stations now using it. 


Shows you how easy it is to operate the 
Pullman Vacmobile . . . how easy it is to 
bring customers back and increase sales. 


Folder “How to make sales all over the 
lot.” 





Your name 





Street No. 





City 





PULLMAN 


Vacuum Cleaner Corp. 
25 Buick Street, Boston 15, Mass. Dept. 


| 
| 
| 
| 
| 
| 
| 
| 
Is Free Demonstration 
| 
Io 
| 
| 
| 
| 
| 
| 
| 
| 


ee 


VACMOBILE 


PULLMAN VACUUM CLEANER CORP. 
25 Buick St., SA-5, Boston 15, Mass. 





Clutch Smoothing 
(Continued from page 67) 


clutch release levers are not ad- 
justed properly, the pressure plate 
will not meet the disc evenly. 

Dragging: this condition exists 
when the clutch is slow in disen- 
gaging, or will not completely re- 
lease. When this occurs, the gears 
may be difficult to shift without 
clashing. 

1.—Pedal free play: inspect for 
excessive pedal free play which 
might prevent the clutch from re- 


leasing completely. 

2.—Clutch disc: inspect for a 
bent clutch disc. If the disc is bent, 
it will not parallel with flywheel 
and pressure plate, and disengage- 
ment will not be complete. 

3.—Clutch release levers: in- 
spect adjustment of clutch release 
levers. Disengagement may be un- 
even and cause the clutch to drag 
if release levers are improperly 
adjusted. 

4.—Clutch disc hub: make sure 
clutch disc hub does not bind on 
the drive pinion shaft. If it does 





Honest, boss..! didn't 


know WORN MOTOR MOUNTS 
caused all our trouble on 


TAIL PIPE INSTALLATIONS/ 


BOSS: Trouble! Why it's cost us time and money 
fussing with exhaust systems that just 
couldn't be installed properly. Why haven't 
you checked motor mounts before? 


SX 























MECHANIC: Sorry, boss. It was only recently that a 
leading muffler maker found that neces- 
sary exhaust system frame clearances 
are impaired by “engine sag” due to 
worn or deteriorated mounts. 


S\. BOSS: OK. OK. I know the story now! So 
> from now on we check motor mounts 
first. Right? 


MECHANIC: Right, boss. And we don't need a 
slide rule to figure that we'll in- 


crease repair volume and profits 
with added motor mount work. 


BOSS: Yes, and that will make me as happy 
as our satisfied customers. 


Armot-Flex MOTOR MOUNTS 
“The Complete Replacement Line” f, 
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1725 LONDON ROAD 
CLEVELAND 12, OHIO 





bind, a dragging condition may be 
created. 

5.—Return springs (Auburn): 
inspect for broken or weak return 
springs. 

Pedal stiff or binding: 

1—Clutch linkage: inspect 
clutch linkage for rust or corrosion. 
Inspect for bent or misaligned 
linkage. 

2.—Overcenter spring: check 
adjustment of free play and over- 
center spring if clutch pedal is 
hard to operate, or the pedal will 
not return properly. 

Noises: 

1.—Release bearing: a high- 
pitched noise, occurring only with 
the engine running, the transmis- 
sion in neutral, and the clutch ped- 
al down, usually indicates that the 
release bearing should be replaced. 

2.—Release levers: a rattling 
noise may develop when an uneven 
release lever causes the release 
bearing to shuffle on its sleeve. 

3.—Pilot bushing: a high- 
pitched noise, occurring only with 
the engine running, the transmis- 
sion in gear, and the clutch pedal 
down, may indicate that the pilot 
bushing is tight, worn or dry. The 
noise usually is more evident in 
low or second gear than it is in 
high gear. 

4.—Clutch disc: if a metallic 
grinding noise, similar to a rear 
axle gear or bearing noise, is heard, 
it may be caused by improper 
functioning of the clutch disc 
damper unit, and the disc should 
be replaced. This noise is usually 
evident when the car is accelerated 
from 25 to 30mph, or when de- 
celerated from 50 to 35mph. 

5.—Pressure plate assembly: if 
a whining noise is heard when the 
engine is accelerated and the clutch 
disengaged (pedal down), it may 
be due to excessive clearance be- 
tween the pressure plate lugs and 
the openings in the stamped cover. 

If a squeaky noise is heard 
while the clutch pedal is being op- 
erated, it may be due to the pres- 
sure plate release levers, or the 
drive lugs rubbing on the cover. 
Work Lubriplate between the 
clutch cover and the drive lugs, 
using feeler stock. 


Ford Promotes Benton 


William P. Benton, formerly as- 
sistant district sales manager for 
Ford Division of Ford Motor Co. 
in Charlotte, N. C., has been pro- 
moted to executive assistant man- 
ager with headquarters in Phila- 
delphia. A native of Laurinburg, 
N. C., Benton joined Ford in 1947. 


SOUTHERN AUTOMOTIVE JOURNAL for May 1958 





THE IMPORTARICE 
OF HINDSIGHT 


Every good driver should realize the need 
for looking back... having a full view 
of the road behind. He is, therefore, a ready 


prospect for Guide rear-view mirrors. 





For safety’s sake, no car should leave your 


showroom or service depar tment 


without these two Guide Mirrors! 


These two specially designed Guide Mirrors can add a great deal 
to the motoring comfort and safety of your customers. With just 

a flick of the finger, the View Finder adjusts to filter out headlight 
glare .. . the Inside-Controlled Side View Mirror provides the 
ultimate in convenience. When suggested regularly, Guide Mirrors 
can add a sizeable sum to your accessory profits. 


* Qe FORWARD FROM FIFTY 
uidle .»+ BRIGHTEST NAME IN LIGHTS 


GUIDE LAMP DIVISION « GENERAL MOTORS CORPORATION «+ ANDERSON, INDIANA 
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Bad Brakes Rank Highest As Faults 
In Fatal Car Accidents Last Year 


AD brakes were blamed for the 


highest number of fatal motor: 


vehicle accidents in 1957 resulting 
from mechanical failures, as was 
also the case in 1956, according to 
figures published in “The Road 
Toll,” a booklet compiled by Trav- 


elers Insurance Companies, Hart-’ 


ford, Conn. 


Fatal brake accidents accounted 
for 670, or 1.4%, of the total of 
fatal accidents last year and 32,800, 
or 1.2%, of the non-fatal total. In 
1956, 690 fatal accidents resulted 
from defective brakes and 30,970 
non-fatal, with the percentages the 
same as for 1957. 

Highest fatality figures for both 





Lamson 


EWARE when someone tries to sell you Cap : 1038 


Screws he claims are “just as good” as high- 
tensile, heat-treated 1038 Cap Screws. 


Double-Heat- 
Treated 
Cap Screw 


To protect your reputation and, possibly, the 
very lives of your customers, make sure the “1038” 
and the three radial marks are on the heads of 


the Cap Screws you buy. 


These radial marks were adopted by the bolt 
and nut industry to identify Cap Screws that 
meet rigid industry specifications for high-tensile 
strength. Like “Sterling” on silver or “14K” on gold 
they're your protection against an inferior product. 

And as final proof of top quality, look for the 
“L" on the head. This identifies the Cap Screw as 


a genuine Lamson & Sessions 1038—the finest 


money can buy. 


The LAMSON & SESSIONS Ca: 


5000 TIEDEMAN ROAD, CLEVELAND 9, OHIO + PLANTS AT CLEVELAND AND KENT, OHIO + CHICAGO «+ BIRMINGHAM 








PPEPE E/E E 
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years went to vehicles apparently 
in good condition—45,550 fatal 
(95.6%) and 2,665,000 non-fatal 
(97.6%) in 1957, and 47,330 fatal 
(96.4%) and 2,516,480 (97.5%) in 
1956. 

Defective steering caused 100 
fatal accidents both years, or .2% 
of total accidents. The figure was 
lowered in 1957 for non-fatal ac- 
cidents with 5,000 vehicles in- 
volved, compared with 5,160 in 
1956 and a .2% total both years. 

One or two lights out accounted 
for 140 (.3%) fatal wrecks last 
year, compared with 50 (.1%) in 
1956, and caused 2,700 (.1%) and 
5,160 (.2%) non-fatal wrecks, for 
the respective years. Fifty (.1%) 
fatal accidents resulted from tail- 
lights out or obscured in 1957, com- 
pared with 100 (.2%) in 1956. 
Non-fatal for both years were 2,- 
700 (.1%) and 2,580 (.1%), re- 
spectively. 

Other defects in equipment 
jumped the total of fatal accidents 
in 1957 to 760 (1.6%) compared 
with 540 (1.1%) in 1956. The fig- 
ure was also higher for non-fatal 
accidents — 13,600 in 1957, com- 
pared with 12,910 the year before, 
with the percentage the same both 
years—.5%. 

A less favorable picture was pre- 
sented last year from puncture and 
blowout causes in fatal and non- 
fatal accidents, with the figure 
climbing from 290 (.6%) in 1956 to 
380 (.8%) last year for fatal, and 
from 7,740 in 1956 to 8,200 last year 
for non-fatal, with a percentage of 
3% for both years. 

The total of all fatal accidents 
in 1957 was 47,650; non-fatal, 2,- 
730,000. In 1956 there were 49,100 
fatal accidents and 2,581,000 non- 
fatal. 

The figures are statistical esti- 
mates based on state reports of 
highway accidents. They reflect 
the opinions of qualified investi- 
gators, according to the booklet, 
which stated that admittedly it is 
sometimes difficult, after a crash, 
to determine if the brakes, lights, 
tires and steering of a vehicle were 
in top operating condition. 

“Motor vehicle inspection, either 
compulsory or voluntary,” the 
publication stated, “can help to re- 
duce the annual road toll, but ve- 
hicle maintainance, no matter how 
perfect, can never be a substitute 
for careful driving.” 


More than one in every six fam- 
ilies owning automobiles has two 
or more cars. In 1948 the ratio was 
less than one in 20 families doing 
that well. 
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SHORT TIRE LIFE 
Without Monroe Load-Levelers, 
heavy loads change caster of front 
wheels, cause misalignment and poor 
steering. 





LIGHTS OFF ROAD 
Without Monroe Load-Levelers, car 
sags under weight of heavy load, 
lights are angled upward into eyes of 
oncoming motorists, and road visi- 








UNCOMFORTABLE RIDING 
Without Monroe Load-Levelers, rear 
passengers are awkwardly seated and 
ride uncomfortably. From this posi- 
tion it is difficult to get out of car. 


bility is reduced. 
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SWAYING ON CURVES 
Without Monroe Load-Levelers, 
heavily loaded car sways and swings 
as it rounds curves; passengers are 
thrown from side to side. Car stabil- 

ity is seriously impaired. 





BUMPING ON DRIVEWAYS 
Without Monroe Load-Levelers, car 
bumps and scrapes on steep drive- 
ways or rutted roads. Monroe Load- 
Levelers prevent this by increasing 
road clearance of heavily loaded cars. 

















Look at the design of today’s cars, and you’ll immediately see the need for the 
new Monroe Load-Levelers. Cars are longer, lower, roomier. Seats are wider. 
Trunks are bigger. There’s more overhang in the rear. Springs are softer, to 
cushion the ride. All this adds up to trouble: cars have plenty of space for 
passengers and luggage but they are not designed to safely and comfortably 
carry the heavy load of rear seat passengers and a trunk full of luggage. 

The entirely new Monroe Load-Levelers absorb the stress of heavy loading 
... prevent sag, sway and dip. They increase road clearance. They give a 
smooth, level ride, with headlamps always beamed safely on the road. When 
the car is unloaded, they automatically compensate for the lightened load. 

A large percentage of the cars that come into your shop need Monroe 
Load-Levelers—the market is wide open! Contact your jobber now—today 
—for complete details ...and let Monroe Load-Levelers carry a heavy 
load of profits your way! 





CALIBRATED 
RIDE CONTROL 
WITH ANY LOAD 






MONROE AUTO EQUIPMENT COMPANY, Monroe, Michigan 


Monro-Matic Shock Absorbers 
WORLD'S LARGEST MAKER OF RIDE CONTROL PRODUCTS 
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Why "“Low-Priced" Isn't 
(Continued from page 49) 


trying to sell such a car in the 
used-car market. 

“But the industry has sought a 
compromise. For years it has of- 
fered standard models of many of 
its lines of cars. These cars were 
not stripped to the extent I have 
outlined, but they have been de- 
signed to provide more nearly ba- 
sic transportation than their fan- 
cier de luxe brothers. And they 
are cheaper too, of course. 


“But the de luxe types outsell 
them many times over. 

“A recent survey shows that so 
far this year, the American car- 
buying public has ordered 80% of 
its new cars in the de luxe ver- 
sions.” 

Later in Zeder’s address, he re- 
ferred to the idea that an automo- 
bile couldn’t be much cheaper 
merely because it would be smaller. 

“As everyone knows, the cost of 
labor, and I speak in a broad term, 
in any modern and complicated 
product is the largest percentage 





(y-4 Way Leader 


for heavy duty valve performance 


TWO PIECE 
CONSTRUCTION 


—a “must” for increased horse- 
power and higher compressions. 
\¥amc bi-metal valves feature: 
HEADS: of austenitic, non- 
magnetic, steel. Resists warpage 
sand corrosion. Keeps its shape 
under extreme temperatures. 
STEMS: smc specification high 
alloy steel. Provides maximum 
|wear resistance at high stem 

. Hardened to pre- 
vent “riveting’’ from tappet 
impact. 











HEAT BANDS 
an smc exclusive 


Some engines burn valves more 
readily than others. Combat this 
conditien with rmc “heat- 
banded” valves. A band of a 
non-burning alloy fused around 
the outer edge of the head, where 
most burning takes place, helps 
prevent burning, increases valve 
mileage. 


LOOK FOR THIS SEAL on every rmec heavy-duty 
valve box. it's your dependabi: 
4 " performance under the toughest 
operating conditions. 





WAREHOUSED & SOLD BY: 


PIONEER WAREHOUSE CO. gga Shields) 
2314 Front oe ean Miss. 


Dennis S$t., Jacksonville, Fila. 


DISTRIBUTOR AREHOUSE, 2 
WAGNER SEAR COMPANY, tr) Locust St. 
St. Louis, Miss. 


T. L. KIDD COMPANY, 123 Shuman Ave., Charlotte, N. C. 
FRANK J. MERRYMAN CO., 419 Peachtree St., N. E., Atlanta, Ga 
NEAL GREENFIELD SALES, 509 E. Third St., Fort Worth, Texas 
NEAL GREENFIELD SALES, 2916 Main St., Dallas, Texas 


RICH ma‘suFACTURING 
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STELLITE 
FACES 


rmc valves with Stellite faces 
are preferred for use in heavy- 
duty engines. They increase 
valve life from two to five times. 
They maintain better seating and 
compression under the hottest 
and toughest ating condi- 
tions —keeping horsepower up, 
fuel consumption down. 








ORIGINAL 
EQUIPMENT 
ENGINEERED 


¥mc, a basic manufacturer sup- 
plying original equipment for 
over a half century, knows the 
engineering and production re- 
quirements of the engine manv- 
facturer. This assures you of a 
better manufacturing, more accu- 
rate tolerances and original 
equipment performance with 
every Fm valve. 


Pic 


en E> PARTS 


Springs 


Guides 


Valve Seats 
BASIC VALVE MANUFACTURER 
FOR ORIGINAL EQUIPMENT 


SINCE 1908 





of its total cost. Therefore, build- 
ing a car smaller would not change 
the labor cost very much. It takes 
just as much time to mount small 
tires to wheels as large ones. It 
takes just as much work to install 
a small engine in a chassis as a 
large one. Fitting small doors to 
a body is no cheaper than hanging 
large ones. And so it goes. 

“Moreover, the assembly - line 
equipment, the overhead convey- 
ors, the plant machinery to pro- 
duce a small car would be roughly 
the same as for a larger one. 

“But the small car still interests 
you? Let me assure you that it 
continues to interest the automo- 
bile industry. 


Small Car Quite Feasible 


“IT am sure that all companies, 
certainly all major companies, have 
carried their research and devel- 
opment on small cars to a place 
where a truly small car could be 
put into production in a relatively 
short time, But to build such a car 
for sale must mean, first, an as- 
sured market of large volume. 
There is no evidence that such a 
market exists in this country. And 
I sympathize with the American 
people for not wanting to give up 
the comfort, roominess, perform- 
ance and appointments they like 
in their present cars. 

“Every sign points to the fact 
that Americans prefer to buy their 
cheaper cars in the form of good, 
used cars of high quality, ample 
size and maximum appointments, 
rather than very small new cars of 
reduced comfort, performance and 
price of ownership. As long as that 
understandable attitude exists, we 
do not foresee a large market for 
the small and basic automobile.” 

Since Zeder’s remarks six years 
ago, interest in foreign and small 
cars has skyrocketed to the point 
that sales in this category this year 
may range between 300,000 and 
400,000 units. 

Top executives of the “Big 
Three” have reiterated in the past 
that when the demand approached 
500,000 new units a year, they 
would see this as a market offer- 
ing some potential profit. With ex- 
pectations that new-car sales this 
year may not exceed 5,000,000, the 
small and foreign cars will make 
up a handsome chunk of the over- 
all sales. 

It’s no secret that the “Big 
Three” are scrounging around for 
some offerings in this field, pos- 
sibly before this year is out. Amer- 
ican Motors’ Rambler and Ameri- 
can, meanwhile, are stepping right 


SOUTHERN AUTOMOTIVE JOURNAL for May 1958 





along, with sales about double a 
year earlier. 

Some car owners may not realize 
it, but the prices of motor ve- 
hicles have remained well below 
many other rising costs, percent- 
age-wise. When you consider the 
increased purchasing power of the 
American worker, he gets more for 
his money — and more car, too — 
than he was getting a decade ago. 


“Customer Relations" Man 
(Continued from page 48) 


by past records that every regular 
service customer is good for an 
average of $140 worth of service 
labor a year, and that every satis- 
fied customer potentially can sup- 
ply the company with five car 
prospects every year. 

“It’s worth any reasonable cost 
to keep customers satisfied,” de- 
clares General Manager Warren 
Carmical. 


F. L. Jacobs Acquires 
Storm-Vulcan, Inc. 


A agpetibeher vere Inc., Dallas, Tex- 
as, manufacturer of automotive 
engine - rebuilding equipment for 
over 40 years, has been acquired 
by F. L. Jacobs Co., Detroit, Mich. 

Jacobs, which has _ factories 
throughout Michigan and Illinois, 
has supplied original equipment to 
motor car manufacturers for over 
40 years. 

No changes in the management 
of the Dallas plant have been an- 
nounced. Sanford A. Johnson con- 
tinues as president and treasurer, 
J. A. “Doc” Carlson as sales man- 
ager and S. L. “Sam” Asher as 
manager of the Turbo-Blast Di- 
vision of the company. 


Associates Announces 
Mack Financing 


COMPREHENSIVE new financing 

plan covering sales of both new 
and used trucks by distributors and 
dealers for Mack Trucks, Inc., has 
been arranged by Associates In- 
vestment Co., according to Robert 
L. Oare, Associates board chair- 
man. 

The plan is designed to accomp- 
lish all sales financing needs of dis- 
tributors, Oare said, and to provide 
for the floor planning of both their 
new and used units. The arrange- 
ment will enable distributors to 
make inventory deliveries of new 
trucks from stock and will facili- 
tate reconditioning and merchan- 
dising of trade-ins. 

All authorized Mack distributors 
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and dealers are eligible under the 
plan, which will be administered 
through 165 branches of Associates 
Investment Co., under the super- 
vision of Wayne W. Singer, assist- 
ant vice-president. 


Bolen Buys Coffeen 
In Oklahoma City 


ALPH L. Bolen, former head of 
Downtown Chevrolet Co., 
Oklahoma City, Okla., las pur- 
chased the Coffeen Oldsmobile Co. 
of that city from Henry F. Coffeen. 


The transaction included the 
main sales and service establish- 
ment at 1225 North Robinson, as 
well as two used-car outlets and a 
custom body shop. Bolen will re- 
tain the 75 members of the former 
Coffeen staff. 

In addition to Ralph L. Bolen 
Oldsmobile, Inc., Bolen has in- 
terest in Oklahoma Chevrolet deal- 
erships in Carnegie and Mountain 
View. Mrs. Ralph L. Bolen is vice- 
president of the new firm and B. 
L. McFarland is secretary-treasur- 
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the Special-Acting 
Catalytic Stop-Leak! 
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< \WRES sMOOTH, QUIET, TRoYpiE-FREE SHIF! 
vq ALL KINDS OF AUTOMATIC TRANSMISS 


i 


Master, 


- SEALS FASTER! 


* 


STOPS TRANSMISSION LEAKS 
QUICKLY AND EASILY! 


Nb 


ONS! 


Trans Master works fast, does two jobs 
in one — seals and conditions! Rejuve- 
nates dried, hardened or shrunken rubber 
transmission seals. Makes them soft and 
flexible, completely leakproof. Assures 
fast and easy shifting. Cuts down wear 
on gears and other parts even in coldest 
temperatures. Helps prevent gum and 
slu ge deposits. Helps absorb injurious 
condensation by-products. 


Trans Master is guaranteed . . . com- 
pletely safe, mixes well with all trans- 
mission fluids, is non-clogging, non- 
corrosive, non-foaming. For Profits 
Sure ... Sell Trans Master . 
It Seals Faster! 


ONE FULL-SIZE 10-OZ. CAN DOES THE JOB! 


ev Rust Master 


Chanicel (aoiition 


Manufacturers of Automotive Chemicals 
56 CREIGHTON ST., CAMBRIDGE 40, MASS. 
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American Motors Adds 
42 Southern Dealers 


MERICAN Motors Corp. added 

42 new Southern Rambler 
dealers in March, L. W. Stevens, 
director of automotive dealer de- 
velopment, announced. They are: 
B & J Rambler Co., Baltimore, 


Md.; Ferguson Rambler, Houston, 
Mo.; Jones Auto Co., Americus, 
Ga.; Davis Motors, Inc., Boonville, 
Mo.; Johnson-Cafalu Buick-Ramb- 
ler Co., Inc., Amite, La.; Bill Miller 
Rambler Co., St. Joseph, Mo.; Jim 
Wilson Auto Service, Gastonia, N. 
C.; Nesbitt Motor Co., Gadsden, 
Ala.; McCray Motor Co., New 





Puts a full supply 
of fittings at your fingertips 


All new! The Imperial Vis-O-Rama 
“15” fitting center for service shops. 
Really handy and compact ... only 
17%," x 8%” x 11”. Puts your parts 
where you can get ’em when you need 
‘em. Fifteen clear plastic slant draw- 
ers ... 45 adjustable dividers provide 
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SERVICE SHOP 
MODEL NO. 415-F 


ihiiiale me-1-1e Aler— 
fot Jal (-is 


60 compartments that place fittings in 
full view. Attractive blue and orange 
baked-on-steel enamel finish. Can be 


used on bench or in shelving. Get de- 
tails on new No. 415-F Vis-O-Rama 
“15” Fitting Service Center. Ask for 
Bulletin No. 3092. 





Martinsville, W. Va.; Tidwell Mo- 
tor Co., Hobbs, N. M. 

Motors, Brady, Texas; Sherry 
Motors, Inc., Elizabethtown, Ky.; 
Fisher Rambler, Eldorado, Kan.; 
McAlister Motor Co., Archer City, 
Texas; Parsons Motor Co., Carth- 
age, Mo.; W. P. Waugh & Co., 
Orange, Va.; Cowart Motor Co., 
Marianna, Fla.; Bittorf, Inc., Balti- 
more; Bailey Motor Co., Okmul- 
gee, Okla.; Suburban Rambler, 
Inc., Brentwood, Md.; Cook Motor 
Co., Inc., Neon, Ky.; Peek & Rob- 
erts Olds-Rambler, E. Decatur, 
Alabama. 

A. D. Anderson Rambler, Inc., 
Baltimore; Cowling Motor Co., 
Kermit, Texas; Beamer & Hare 
Rambler Sales, Laurel, Md.; Mid- 
town Motors, Inc., Norfolk, Va.; 
Wiygul Rambler Co., Osceola, Ark.; 
Keeler & Co., Clarksdale, Miss.; 
Herman Freeman Buick-Rambler, 
Stuttgart, Ark.; Kirkland Motor 
Co., Rome, Ga.; G & P Auto Sales, 
Jacksboro, Tenn. 

Hebbronville Motor Co., Inc., 
Hebbronville, Texas; Braker Mo- 
tor Co., Taylor, Texas; Kerr Ramb- 
ler Co., Savannah, Tenn.; Carder 
Buick-Rambler Co., Searcy, Ark.; 
D-B Motor, Inc., Winnfield, La.; 
Byerley-Rogers, Duncan, Okla.; 
Dave Batman Rambler, Shenan- 
doah, Va.; Peaster Motor Co., Pry- 
or, Okla.; Wes Cooksey Motors, 
Inc., Uvalde, Texas; Clark-Jepsen 
Co., Inc., Senatogia, Miss., and Ash- 
well Rambler, Herndon, Va. 


Engine Rebuilder Suffers 
Texas Storm Damage 


N EARLY morning wind and 

rainstorm that whipped 
through North Dallas the morning 
of March 29 traveled on north- 
eastward to Garland, Texas, 15 
miles away and there de-roofed 
and de-walled the warehouse of 
Rebuilders, Inc., where 1,000 to 
1,100 completed automobile en- 
gines were in storage for shipment 
to its customers. 

Some retail establishments were 
slightly damaged in Garland, but 
damage to the Rebuilders plant is 
now estimated at between $75,000 
and $100,000. Charles A. Dunmore, 
president and general manager, 
first thought the damage was 
double that amount. Insurance 
coverage was believed adequate to 
cover the loss. 
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NIEHOFF SS-26 Service Stock. A larger and 

more complete stock of 27 Point Sets and 

26 Condensers to fit Briggs & Stratton, Clinton, 

H OW TO B E Pincor, Power Products and many others. In new 
NC-24 one-shelf steel cabinet equipped with stocking 


boxes for easy inventory control. Cabinet can be 
I used as an extra shelf in regular Niehoff 
ignition service stocks. Special price, $49.50. 


Shpg. wt. 15 lbs. 


IGNITION PARTS 
HEADQUARTERS’ NI EHOFF 
7 ALL ENGINE PARTS 


SHEESSESES 


m Pag 


NIEHOFF SS-25 Service Stock. Ignition 
parts to fit such small engines as those shown. 
Compartmented plastic box with popular 

fast moving Point Sets, Condensers 

and complete specification catalog. 

Special price, $30.00. Shpg. wt. 3 lbs, 


Tune-up Time is here for Millions of Small Engines 
Niehoff Methods Make Profits Easy with No Extra Effort! 


All you do is order one of these assortments and you are in a new, profitable 
business servicing such engines as those shown here. Your Niehoff parts 
stock contains only the fast-moving parts—condensers and contact 
points for the widest variety of commonly used small engines. 

Catalog included—easy-to-use, easy ordering, and quick, 
easy profit! Call your Niehoff Distributor right away! 

Write for special Small Engine Ignition Parts Catalog. 


“" NIEHOF FE aco. 


Main Office and Factory, 4925 Lawrence Ave., Chicago, Ill. 


Werehouses: 250 W. 54th St., New York 19, N. Y.; 1800 Fairmount Ave., Philadelphia, Pa.: 250 Brighton Ave., Boston 34, Mass. 
95 Pine St., N. E., Atlanta 3, Ga.; 2715 Main St., Dallas, Texas; Branch 1330 W. Olympic Bivd., Los Angeles |5, Calif. 
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SPECIAL 


THIS 


‘;o°° 


DISPENSER 


Plus 3 


WATERLESS 
HAND CLEANER 


Cut your hand cleaner bill 60%! 
This beautiful copper-finish alumi- 
num dispenser measures exact 
amount of Mac’s Waterless Hand 
Cleaner needed...usually one 
shot. (Two are plenty for the 
grimiest hands!) Dispenser is 
quickly loaded, self-priming, sturdy, 
dependable, holds over 3 Ibs. And 
you'll like Mac's Waterless Hand 
Cleaner. Contains special solvents 
that clean gently but thoroughly 
... plus soothing lanolin. 


Rush order today, 
offer is limited! 


SUPER GLOSS 
COMPANY, INC. 
Los Angeles 42, Calif. 
Cincinnati 26, Ohio 


MADE BY THE MAKERS OF MAC’S IT 


DON’T WAX IT, 
MAC'S IT! 
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Lothair Teetor and Wheatley Speak 
At Garagemen's Meeting Next Month 


— prominent automotive exec- 
utives will be among the speak- 
ers at the annual convention of the 
Independent Garage Owners of 
America at the Statler Hotel in Los 
Angeles June 25-28. 

At the morning session June 28 
Lothair Teetor, former president 
of Perfect Circle Corp., Hagers- 
town, Ind., a member of the Indi- 
ana legislature for six terms and 
a former assistant secretary of 
commerce, will be heard on “Legis- 
lative Objectives,” and that after- 
noon James A. Wheatley, Jr., sales 
manager of Grey-Rock Division of 
Raybestos-Manhattan, Inc., Man- 
heim, Pa., will speak on “Highway 
Safety and the Garage Owner.” 

Convention officials estimated 
attendance may exceed 500. This 
will be the third full-fledged con- 
vention, the preceding ones being 
at Wichita, Kan., in 1956 and last 
June at Toledo, Ohio. The associa- 
tion is several years old. 

Registration will open Wednes- 
day, June 25. Board and committee 
meetings will take place that and 
the succeeding day. Officers will be 
elected Friday morning and a kick- 


Top: Lothair Teetor 
Bottom: James A. Wheatley, Jr. 


off luncheon will be held that 
noon. 

At the first open convention ses- 
sion, at 1:45 am. that Friday, 
Henry A. Sorenson of Long Beach, 
president of IGO-Calif., will wel- 
come the delegates and visitors. 
Ralph H. James of Tulsa, Okla., 
executive director of IGOA, will 
then outline IGOA’s history and 
give a progress report. 

Other speakers will include W. 
G. “Jerry” Driscoll, West Coast 
manager of Fitzgerald Mfg. Co.; 
Edward Ford, editor of Motor; 
George C. Clinger, president of Au- 
tomotive Booster Club B-20; Briant 
Sando, publisher of Motor West; 
James E. Hamilton, executive 
manager of the California Auto- 
motive Wholesalers Association; 
Daniel J. Hartnett, Western repre- 
sentative of Motor and Equipment 
Wholesalers Association; Ronnie 
Kincade of Fresno, insurance 
counselor of IGO-Calif.; Leo Stark, 
Western sales manager of Stand- 
ard Motor Products, Inc.; Wm. T. 





GENERATORS 
STARTERS 
and 
ARMATURES 
of highest quality 


THE VMC SYSTEM 
Established 1938 
and 
composed of independent 
rebuilders throughout 
the country using 
uniformly high standards 
in rebuilding 


QUALITY VMC UNITS 


THE YMC SYSTEM 


rs Atlanta 18, 
se Dy Georgia 
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AT YOUR BEAR JOBBER... ANOTHER 


eel a) Ys et ks Bee. 
GOLD avon a 
INOW BONANZA COUPONS 
BVERY BOX! 


Now add another big reason for using Bear Weights! Add Bonanza Coupons to the list of 
extra profit making reasons why it pays to use Bear Weights: Bear Precision! Bear Easy-On Fea- 


tures! Bear Name, the most famous in safety service! National Advertising for more years than 
} any other in the Saturday Evening Post. See your Bear Jobber. Start saving Bonanza Coupons 
today for Valuable Merchandise Awards. Write Bear Mfg. Co., Dept. S-1, Rock Island, Illinois. 


Y-316-SSR 





“Bill” Kennedy, Western field sec- 
retary for National Standard Parts 
Association, and Ed Wimmer, vice- 
president of the National Federa- 
tion of Independent Business, 

A number of social events are al- 
so planned, including a ladies’ and 
children’s program. 

Paul O. Wilson of Toledo is pres- 
ident of IGOA. 

IGOA has units or members in 
nearly three-fourths of the 48 
states. California’s units aggregate 
around 800 members and _ total 
membership exceeds 3,000. 


Factory Executive Finds Selling 
By Telephone Works at Houston 


O« “amateur” salesman’s suc- 
cess in selling new cars in an 
atmosphere of uncertainty has led 
to the adoption of a city-wide pro- 
gram to canvass for buyers by tele- 
phone. 

William H. McGaughey, vice- 
president of American Motors 
Corp., who never before had sold a 





MONKE 
GRIP 


VULCANIZE 





... that Tube or 
Tubeless Tire puncture 


--be SAFE! 
--be SURE! 


Monkey Grip ‘‘Sizzle Patches", 
with FILLER TABS, makes vulcaniz- 
ing easier and faster... and adds 
to tire repair profits. Vulcanize your 
repairs and you will KNOW it's 
safe! 


Monkey Grip Tire and Tube Repair 
Products and Car Mats are sold 
through leading automotive job- 
bers... Write for Monkey Grip's 
full line catalog. 


MONKEY GRIP SALES CO. 
P.O.BOX 6170s e 
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"SIZZLE" 
PATCHES 


ap seal be We 


DALLAS, TEXAS 





car at retail, was in Houston re- 
cently to help the Houston Auto- 
mobile Dealers Association kick off 
its “You Auto Buy Now” cam- 
paign. He decided to try his hand 
1,300 miles from home at an oft- 
neglected practice of canvassing by 
telephone. 

McGaughey succeeded so well 
with his telephone sales pitch that 
the association decided to follow 
his lead and within a day the tele- 
phone directory was split up by 
dealers representing all makes who 
began canvassing Houstonians 
ranging from Aagaaro to Zyza. 

Phoning at random names 
gathered from the telephone direc- 
tory, he talked on the opening day 
of the city-wide sales drive to 16 
persons and ended up by selling 
three new Ramblers! He also ob- 
tained three “hot’’ prospects who 
said they would be ready to buy 
within the month, and arranged 
demonstration rides for later in 
the week with four others. 

McGaughey’s purpose in the 
phone campaign was to demon- 
strate that one of every eight 
homes has a potential car buyer. 

“While parades, advertising and 
publicity in connection with ‘buy- 
now’ campaigns are helpful in 
generating buyer interest, this 
week’s experience again shows 
that active personal efforts must 
be made if such interest is to be 
translated into actual sales,’ Mc- 
Gaughey said. 

The executive said the two most 
difficult obstacles he encountered 
were the views of prospects that 
car prices may be reduced in the 
near future and that the federal 
excise tax on cars may be slashed. 

He answered those who men- 
tioned lower prices in the future 
by saying: 

“On the contrary, automobile 
price increases are in prospect as 
a result of anticipated boosts in 
wage and material costs. You'll be 
saving money, as well as keeping 
the economy of Houston healthy, if 
you buy now.” 

As to the federal excise tax he 
replied: 

“A reduction in the excise in 
1958 is becoming increasingly re- 
mote. And even if a tax cut should 
be initiated, government officials 
would have to consider public de- 
mand to make it retroactive.” 

(More News Briefs on page 100) 
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‘BEARING SERVICE — 


iP | 





sive your customers ANSWERS...NOT ARGUMENTS! 


TELL THE WHOLE STORY... 

Let’s face it. “Engine trouble” also means “bearing 
trouble’’—almost always. Worn bearings cause other 
parts to function improperly and fail prematurely. 
Check the new Monmouth Bearing Service Chart 
... it will pinpoint trouble—confirm your own analy- 
sis—educate your customer—and help you sell the 
benefits of your complete engine service. 


SELL THE COMPLETE JOB... 


The Monmouth Bearing Chart tells the story and 
sells the job. It backs up your own good judgment 
.-- builds confidence in your customer . . . explains 


Cleveland Graphite Bronze 
Division of Clevite Corporation 
Cleveland 3, Ohio 





CLEVITE SERVICE j 


SOUTHERN AUTOMOTIVE JOURNAL for May 1958 


and illustrates the causes of bearing failure—the 
effects—and the recommended remedies. 


FIX IT ONCE AND FIX IT RIGHT... 


““Re-ring jobs” and “‘valve grind jobs” are only a 
part of what’s really needed. Bearing replacement 
is an essential part of the cure. The ‘““MBS’” CHART 
is accurate— authentic — convincing and conclusive. 
Use it to lay out the job as it should be done. And 
Monmouth Bearing quality will enable you to guar- 
antee your workmanship and customer satisfaction. 
Get in touch with your N.A.P.A. jobber. He has 
a chart for you... at no obligation on your part. 


t—_ 





*The words Monmouth, 
Clevite and Micro are 
registered trade marks of 
Clevite Corporation 
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PACKARD GABLE 


Easy to Stock - Easy to Select - Easy to Use 


Packard, the top quality cable line, is packaged 
in sturdy eye-catching blue and yellow cartons. 
These good-looking cartons, ideal for display 
and merchandising, are clearly marked with 
part number and quantity in large, legible print. 
Application information is printed on the back 
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of the box, so there’s no lost time referring to 
catalogs or wall charts. This is Packard’s way 
of making your cable service operation faster, 
easier and more profitable. 

Packard is the first choice of automotive engi- 
neers for original equipment. More cars, trucks 
and buses are equipped with Packard Cable 
than all other makes combined. 
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PACKAGED FOR PROFIT 


Close cooperation between the research and Pa ck ard El e ct ri Cc 


engineering staffs of vehicle manufacturers and 

Packard results in many pluses which make 

Packard the cable line that is unsurpassed Warren, Ohio a> 
by any other. —— 
Whatever your cable requirements—Packard 

can meet them. Available everywhere through “Live Wire” division of General Motors 
the United Motors System. 


SOUTHERN AUTOMOTIVE JOURNAL for May 1958 Want more facts? Use Reader Service Card Page 115 





Automotive NEWS BRIEFS 


{Continued from page 96) 





tion on “Profit Control’ at the 
Noel Hotel in Nashville June 15-17. 

Other speakers will include Dean 
Chaffin, president of the National 
Automobile Dealers Association; 


Tennesseans to Hear 
Casler on Profits 


M B. CASLER, Birmingham 
e Dodge-Plymouth dealer and 


president of the Automobile Deal- 
ers Association of Alabama, will 
address the annual convention of 
the Tennessee Automotive Associa- 


Byron J. Nichols, vice-president 
and general manager of Chrysler 
Motors Corp., and John Murdock 
of Memphis, past president of the 





ACME Tubeless Tire Valve 


@eeeeeeeaoeoeoeoe ees 
UNIVERSAL TUBE- 
LESS TIRE VALVE 
for .453 and 5/8” 
ae Rim Holes. For 14" 
+ and 15" Rims. 


@eeeeeeeoeoeoeeeeeeee ee & 

a SNAP-IN 
©) TUBELESS TIRE VALVES for 
© 453" or 5/8" Rim Holes. 
* For ALL 14" and 15" Rims. 


eeeesee 

Extension Type : ; 
Valve Caps. bes 
Effective Lengths: | — 
3/4" & 1-1/4". 3 


Valve Cap. 
Effective 
Length: 3/4”. 


Extension Type © 2 


i ASSORTMENT #261 
| FOR FULL COVERACE 
; CONTAINS: 


10 #253 Rubber Valves 
10 #256 Rubber Valves 
5 +354 Extension Caps 
2 #355 Extension Caps 


SCHOSSHSHSHSSHSSHHSHSHSSSSSHHHESSCECHOSESESESSESESESESESEED 


No. 253 No. 254 #No. 255 
(TR415) (TR425) (TR420) 


Fer safety sake (and profit sake) . 


ACME 


Vor Accuracy 


SINCE 1915 


Bt 


Wari eee 


The 7 specific individual valves are also available: 


No. 256 
(TR413) 
. . sella new ACME valve with every tire. 


Write today for our complete new catalog 


ACME AIR APPLIANCE Co., Inc. 


205 NEWMAN STREET © HACKENSACK, N. J. 


Use correct washer 
for each size 


FOR 954 COVERAGE 


CONTAINS: 


10 #260 Metal Valves 
5 +354 Extension Caps 


No. 257 
(TR414) 


No. 258 
(TR418) 


No. 259 
(TR423) 








Relax with the ACME 
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HOW GOOD ARE You ? ™ 


Draw 3 straight lines, within 
the box, that will separate all 
7 of these ACME ‘A’s"=—> 
Attach your solution +o your 
letterhead ov business card and mail to ACME . 
If you've right, we'll send you a “Genius Award * 

















‘Problem Corner” 





M. B. Casler 


American Finance Conference, who 
will speak on ‘Sales Finance Reg- 
ulatory Laws.” 

“The Influence of Women in the 
Purchase of Automobiles” will be 
discussed by Miss Trudy Dye, auto- 
motive merchandising manager of 
the Ladies’ Home Journal. 

Luncheon meetings will feature 
humorous speakers Jimmy Gheen 
of New York and Joe Burger of 
St. Louis. 

Nashville banks will sponsor a 
buffet supper on Sunday night, 
while Associates Discount Corp. 
and Murdock Acceptance Corp. will 
be hosts at cocktail parties. 

A style show for the ladies will 
be held at the new Cain-Sloan 
store where a leather jewel case 
will be given attendees. A full pro- 
gram of entertainment at the Plan- 
tation Club has also been arranged. 

Senator Carroll G. Oakes of Mor- 
ristown is president of TAA and 
David P. “Doc” Whelchel is the 
veteran executive vice-president. 


Fleet Leasing Gets 
Recession Boost 


HE recession is giving the fleet 
leasing industry a boost, ac- 
cording to Michael Braude, presi- 
dent of Emkay, Inc., fleet leasing 
firm which registered a gain of 
11% in the first quarter of 1958. 
Since Jan. 1 the company’s fleet 
has risen to more than 3,200 cars 
on the road, Braude said. On an 
annual basis the rate of growth for 
the three-month recession is dou- 
ble that of the rate for all 1957, he 
said, adding that Emkay’s fleet 
gained four per cent in the Jan. 31 
to March 31, 1957, period. 
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Newspaper ads this size have 
helped keep the body shop and 
service department at capacity at 
this Wilmington, N. C., dealership, 
according to Manager W. B. Long. 
The amount per repair order has 
been ranging higher by such pro- 
motions, he said. 


When Tire Patches Fail, 
Blame the Repairer 


HEN patches fail on tubeless 

tires, it is usually not the fault 
of the patch but of the person do- 
ing the job, according to B. S. 
Byall, manager of sales for Dill 
Mfg. Co., Cleveland, O. 

Byall said that a company sur- 
vey of dealers throughout the na- 
tion (not restricted to Dill cus- 
tomers) revealed that in nine out 
of ten cases the mistake is made in 
the improper preparation of the 
tire to receive the patch by the re- 
pairman. 

“From this survey,” he said, “we 
find that in the vast majority of 
cases lack of knowledge of how to 
prepare the surface of the tubeless 
tire to be repaired is the chief cul- 
prit in patch failure.” 

Reminding dealers of the pres- 
ence of mold lubricant, particular- 
ly silicone, on the inside of every 
tire, Byall cautioned that the lubri- 
cant must be completely scraped 
away before buffing. 

“With scraping tools now avail- 
able,” he said, “this is not a diffi- 
cult job and it can be accomplished 
in less than a minute.” 


Zeder of Chrysler Urges 
Joint Space-Age Effort 


4» HELP meet the challenge of the 
space age, James C. Zeder, vice- 
president of engineering and spe- 
cial advisor to the president of 
Chrysler Corp., has called for a 
creative partnership between col- 
leges and industry. 

Speaking before the American 
Management Association confer- 
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ence in New York last month, 
Zeder urged that industry encour- 
age continuous education of its 
technical personnel and that col- 
lege undergraduate programs place 
greater stress on fundamentals of 
engineering. 

“If we are to measure up to the 
challenges of this technological 
era,” Zeder said, “we will need a 
dynamic and creative partnership 
of college and industry—a part- 
nership with the primary goal of 
giving the engineer the kind of ed- 
ucation and training that will en- 


able him to reach his highest level 
of competence. 

“The job of the colleges should 
be to provide the engineer with a 
solid base upon which to build his 
professional practice,” he said, add- 
ing that if industry is to satisfy its 
growing demands for high-level 
talent, it will have to invest—and 
keep on investing—in the develop- 
ment and education of men from 
whom new ideas, new methods and 
new products will come for the 
American consumer. 

(More News Briefs on page 104) 








NEW SHELL-MOULDING PROCESS 
CYLINDERS 


makes them better! 


close grai 
_ tess 
no imperfe 


Now, EIS brings you better master and wheel cylinders with its 
new, Shell-Moulding process! They're precision-made to 

the extreme and accurately machined with a mirror-like internal 
finish. Some EIS Master and Wheel Cylinders are available 

in this new process — many others will follow soon. 

You'll find that they're made better — look better — and, 


they cost no more! 


EIS “E” Series HRC* CUPS WITH EXPANDERS are incorporated 
in all EIS Wheel Cylinders. Cups are moulded of a specially 
formulated heat-resisting compound to withstand higher brake 
drum temperatures caused by higher speeds and faster stops. 
They are also included in all EIS Wheel Cylinder Repair Kits. 


And, for a better sealing job, EIS RIBBED SECONDARY CUPS 
are incorporated in all EIS Master Cylinders. You'll also 
find them in all EIS Master Cylinder Repair Kits. 


*Heat Resisting Compound 


EIS AUTOMOTIVE CORP., Middletown, Conn. 
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Walker “Super-life” Duals 
—inside and out-—to last 





HEADS PARTITIONS INNER SHELLS SHELLS 
Aluminum Coated Steel Aluminum Coated Steel Hot Dipped Aluminum Coated Steel Aluminum Coated Steel 
Hot Dipped Hot Dipped Zinc Coated Steel Hot Dipped 
Zinc Coated Steel Zinc Coated Steel Zinc Coated Steel 


@ One of the outstanding highlights of the new Walker ‘‘Golden Anniversary” 
Silencers are the new ‘‘Super-Life’’ Duals—built to the highest level of performance 
and corrosion protection ever offered in a modern exhaust system. 

In these new ‘‘Super-Life’’ Duals, Walker has combined the use of special corrosion 
resistant materials on all parts—inside and out as required—with the advanced life- 
extending Inter-Chamber Drainage and Dynamic Wiping Action to assure up to 
300% longer muffler life. No finer duals were ever built than Walker ‘‘Golden Anni- 
versary”’ Super-Life Duals. 

Never before have there been mufflers so completely protected against internal cor- 
rosion . . . never before have there been duals with such long, trouble-free life even 
under the most severe of driving conditions. 


No other replacement mufflers will outlast the equivalent 


ALKER “=~ SILENCERS 


under similar driving conditions. 





are corrosion protected 
up to 300% longer ! 


Here’s where special corrosion resistant 
materials are actually used on all Walker 
Silencers for Dual Exhaust Systems... 





Jes C 









































ai 
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— Hot Dipped Zinc-Coated Steel 


@ Because the modern dual system runs “‘colder”’ 
than the ordinary single system, the problem of 
internal corrosion is particularly severe. Walker 
reappraised all Walker ‘“‘“Golden Anniversary”’ Si- 
lencers used on dual systems to bring all parts up 
to the highest level of corrosion protection. The 
result is this dramatic fact: 

Every Walker Silencer for replacement use on 
dual systems now has the extra corrosion protection 
of hot dipped zinc-coated steel on all heads, parti- 
tions and shells, as shown in the diagram directly 
above. Also, all replacement duals have ‘‘Inter- 
Chamber Drainage,” as indicated by the letter 
“0” above. Many numbers have, in addition, 
aluminized steel outlet tubes (see chart) and 
drainage from outlet head. 

Walker leadership in the use of special corro- 
sion resistant materials on Walker Silencers for 
dual exhaust systems is shown in the chart at right. 


Buick —1957 

Buick—1956, 1958 
Cadillac—1957, 1958 
Cadillac—1952 thru 1956 
Cadillac—'52 thru "57 ( 
Cadillac— 1958 (resonator) 
Chevrolet— 1955 thru 1958 
Chrysler —1957, 1958 
Chrysler —1954 thru 1956 
DeSoto— 1956 thru 1958 
Dodge—1956 thru 1958 
Edsel—1958 

Ford—1955 thru 1958 
Lincoin—'55 thru '57 (resonator) 
Lincoin—1955 thru 1957 
Lincoin— 1958 
Mercury—1955, 1956 
Mercury—1957, 1958 
Oldsmobile—(L.H.) 1956 
Oldsmobile—1957, 1958 
Plymouth—1956 thru 1958 
Pontiac— 1956 thru 1958 
Rambler—1957, 1958 


NEW SHELL DESIGN 
NEW ADVANCED SOUND CONTROL 
MORE ASBESTOS TREATED SHELLS 
ADVANCED “DYNAMIC WIPING"” ACTION 





The 
Walker 
Golden 


MORE CORROSION RESISTANT MATERIALS 


, r bie 
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Anniversary y, 
Silencers 


NEW “SUPER-LIFE” DUALS 
NEW STRONGER INTERNAL CONSTRUCTION 


ADVANCED “ROAD SHOCK" PROOF DESIGN 





NEW “INTER-CHAMBER" DRAINAGE 


“BLOW-OUT" PROOF ROLLED HEADS 


WALKER MARKETING CORPORATION «© a subsidiary of 
WALKER MANUFACTURING COMPANY OF WISCONSIN RACINE, WISCONSIN 





CHOKE STOVE KIT for 


’55-"57 V-8 Ford, Mercury, Lin- 
coln, Thunderbird @ 755--’58 
Chevrolet @ °55-58 Oldsmobile 


Cut pipe 
completely 
off, just 
» above brass 
fitting. 
Leave fitting 
in manifold. 




















New Choke Stove stops manifold heat 
tube breakage . . . eliminates trouble be- 
fore it starts! Quick, easy to install, the 
Choke Stove, with asbestos pad for air- 
tight seal, is mounted outside . . . takes 
heat off the exhaust manifold. Regulates 
flow of heat for even temperature at all 
times. Only pure, dry air reaches carbu- 
retor. 


Kit No. 551 fits all ’55—early ’56 Ford, 
Mercury, Thunderbird. 

Kit No. 552 fits all '55-’57 Lincolns. 

Kit No. 553 fits all 56-’57 Ford, Mercury, 
Thunderbird, '55-’57 Single Exhaust Ford 
and Mercury. 

Kit No. 554 fits all '57-’58 Chevrolet. 
Kit No. 555 fits all '55-’56 Oldsmobile. 
Kit No. 556 fits all ’57-’58 Oldsmobile. 


Order from your jobber now! List, com- 
plete kit—$5.95 each 


No. 70-K IDLER ARM 
REPAIR KIT for ’55-’57 Chevrolet 


Safe, easy steer- 
ing! Eliminates 
road shock and 
wander .. . gives 
turning ease . 
holds accurate 
front end adjust- 
ment, makes ad- 
justments easier. 
Special nylon 
bushing and ball bearings. 


Simple to install! Economical! One No. 
70-K Kit repairs both Relay Rod end and 
Bracket end of the Idler Arm. Order from 
your jobber now! List, complete kit—$4.50 


DV 
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Automotive NEWS BRIEFS 


(Continued from page 101) 





The immediate past president of 
the Texas Automotive Dealers As- 
sociation, D. L. Johnson, a Dallas 
Chevrolet dealer, has become an 
“international” speaker. As a re- 
sult of his “dealer profit forum” 
series in Texas last year, he has 
been in demand for dealer conven- 
tion programs. He appeared early 
this month at Victoria, British 
Columbia, to address the joint con- 
vention of the Washington State 
Automobile Dealers Association 
and the Motor Dealers Association 
of British Columbia. April 22 he 
addressed the Nebraska dealers at 
their Omaha convention. 


Kentucky Dealers Elect 
District Directors 


oe district directors have been 
elected for three-year terms by 
the Kentucky Automobile Dealers 
Association. 

Reelected were C. M. William- 
son, Hopkinsville, and N. S. Mc- 
Gaw, Madisonville. New directors 
are Cliff F. Byerly, Louisville; S. C. 
Marlin, Clasgow; Robert H. Kelly, 
Covington; Fred Bryant, Lexing- 
ton; Troy E. Fairchild, Ashland, 
and C. Y. Blakeman, Middlesboro. 

“Hold-over” members are Wil- 
liam Lester, Central City; Charles 
B. Wilson, Paducah; O. H. Wallace, 
Bowling Green; Harry Holder, Sr., 
Owensboro; Carl F. O’Daniel and 
Ben F. Long, Louisville; Frank 
Wilson, Bardstown; Sam C. Hicks, 
Elizabethtown; Edward Weber, Jr., 
Newport; I. R. Hicks, Sr., Coving- 
ton; Raleigh D. Crook, Danville; 
Roy R. Royalty, Irvine; W. E. Ven- 
ters, Pikeville; James Cox, Paints- 
ville; Paul Dexheimer, Somerset, 
and D. H. Disney, Cumberland. 


Lew Ullrich is the veteran man- 
ager-director of KADA with head- 
quarters at Louisville. 


Dodge Power Steering 
Expands by 59% 


— out of ten new-car orders 
received from dealers have spe- 
cified power steering since the in- 
troduction of new models last No- 
vember, according to Lee F. Des- 
mond, vice - president - sales, for 
Dodge. 

This is an increase of 59% over 
the same period of last year, Des- 
mond said, when slightly more 
than four out of ten orders includ- 
ed power steering. 

Desmond attributed the spurt to 
women having increased their 
driving activities many fold be- 
cause of the increase in two-car 
families. Ease of parking and less 
driving fatigue were also contrib- 
uting factors, he said. 








NEW “BRAKE CLINIC” 
ON FILM! 


Helps your shop 
do brake work 
faster . . . and 
more profitably! 





“IN YOUR 
HANDS” 














“IN YOUR HANDS” is in full 
color .. . it shows installation 
procedure for all brakes. Ask 
your Pick Jobber to schedule 
a “brake clinic” for your men 


now. 


Factory Bonded 
Brakes 


PICK MANUFACTURING CO. 
Automotive Division, West Bend, Wisconsin 
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President Quinn 


High Scrappage Rate 
Cited by Quinn 


Ou~x 5,000,000 new cars will be 
sold this year, the predictors 
generally agree, but that’s far be- 
low what it should be when you 
consider replacement and our ex- 
panding economy, which is being 
aided by a rising population. 

Listen to what E. C. Quinn, pres- 
ident of Chrysler Division of 
Chrysler Corp., told the dinner 
meeting of the Society of Automo- 
tive Engineers, Detroit section, 
April 22, at Toledo: 

During the entire postwar pe- 
riod, he said, the scrappage rate has 
averaged 7.7% of the cars on the 
road, which means, if applied to 
current car population, that 4%4 
million cars would be taken off the 
road this year. 

“To that we should add 2% 
million more, for the annual in- 
crease in car population,” he said. 
“That gives us a yearly average 
market of 612 million new cars.” 

“How successful we shall be in 
trying to bring 1958 close to an 
average year is still anybody’s 
guess. .. 

Quinn emphasized his conviction 
that the growth of the automobile 
industry, and the resultant expan- 
sion in the nation’s economic well- 
being, have been in a large meas- 
ure due to the continuous improve- 
ments engineers have made in au- 
tomobiles. 

“People have bought new cars 
before the ones they were driv- 
ing were worn out, and others have 
kept moving up into more up-to- 
date cars for one main reason,” he 
said. “‘Each year the new cars have 
had a lot more to offer than those 
of the year before. That has taken 
imagination, vision and a lot of 
hard work on the part of every 
automotive engineer in the busi- 
ness.” 
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PROTO’S 


GOLDEN KNURL HOLDS 
EXACT JAW OPENINGS 


AUTOMATICALLY! 


NO BUTTONS ... NO LEVERS... NO GADGETS 


Available in FIVE popular sizes 
704L 706L 708L 710L 712L 


4", 6", os 10” & 12" 


Use it like an ordinary “adjustable”. Merely turn Golden 
Knurl, jaws click automatically into desired opening . . . 
even non-standard and foreign sizes. Jaws won’t work 
loose. Drop-forged, fine Protoloy steel. Thin head for 
tight places. Highly polished, chrome plated. Job tested 
and approved by mechanics, coast to coast. Try the 
Clik-Stop now! 


Federal Specifications: GGG-W-631A, Type 1 


ANOTHER REASON YOU'LL 


PREFER 


PROTOSSTOOLS 


PrRoTo PRof 
’ 


no OS PROTO 


2209 Santa Fe Avenue 
Los Angeles 54, California 


PROFESSIONAL 
WRENCHES 
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South Swells Garage Association's Muscles 


HE ranks of the Independent 
Garage Owners of America 
continue to swell out in an army 
of repairmen dedicated to lifting 
the service industry to a high plane 
of acceptance on the public’s part. 
Executive Director Ralph H. 
James announced the newest de- 
velopments in the South and 
Southwest in a letter to SOUTHERN 
AUTOMOTIVE JOURNAL in which he 
asserted, “The assistance that you 


have given to help promote IGOA 
in the various states has produced 
a lot of results. As I figure it, North 
Carolina is the only state that 
SOUTHERN AUTOMOTIVE JOURNAL 
covers which does not have IGOA 
members. However, at present our 
members in Texas are individual 
members and not organized units.” 

The newest IGOA activities, he 
announced, are: 

The Greater Charleston, W. Va., 
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area has a unified organization 
with the following officers: Jess 
Barker, president; Ralph Booher, 
vice-president, and Fred Harrah, 
secretary-treasurer. Members of 
the board are Carl Poe, Bliss Hols- 
berry, C. E. Morris, James K. 
Coyner and Claude Thumm. A 
meeting was scheduled late last 
month at Charleston. 

Lee McCallister of A and I Sup- 
ply Co., a wholesaler sponsoring 
the group, said, “We have about 
14 or 15 that are all set to go and 
many more that will join when the 
permanent organization is made. I 
believe this is the first attempt of 


Executive Director James 


this organization in West Virginia 
and when we get organized here 
there will be a great many towns 
around us in a radius of 100 to 150 
miles that will also have organiza- 
tions.” 

South Carolina is coming to the 
fore with IGOA buzzing at Green- 
ville and Charleston. 

James, a former Tulsa garage- 
man with headquarters now at 
36% North Lewis Ave., Tulsa 10, 
Okla., was on the programs for 
meetings at Greenville April 24 
and at Charleston April 22. Lewis 
Allison is among the garagemen 
promoting the Greenville group. 

Charleston’s 30 members have 
applied for their charter. Athell 
Yon is president. 

Memphis, Tenn., has received 
its charter. President is Charles O. 
Conley. 

Lake Charles, La., has a new 
unit with 16 members. Officers are 
Joseph E. Addison, president; G. 
E. Jensen, vice-president; Manny 
Sacks, secretary-treasurer. 

Fort Smith, Ark., has just com- 
pleted its unit. Leon Brown is 
president and Leo Rice secretary- 
treasurer. 
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Nine garagemen formed a unit ° 
at New Orleans April 2 with these S K I L L E D RB O D y M E N 
officers: Howard E. Bennett, presi- 
dent; R. G. Trahan, vice-president, 
and Charles T, Vanek, secretary. D E P E. 'N. D Oo n tT h es e 
JAIDS.... 


Southeastern Missouri may com- 
plete two new units this month. 
“Louisville, Ky., looks excep- 
tionally good as a promise for a 
It’s only logical that expert bodymen should prefer the repair equipment 
designed by ee. And PF Body and Fender Repair Tools and Equipment 
pay off this preference by saving time and effort... increasing Fn pemenn | 
and profits wherever they’re used. Take a tip from the experts. Mail coupon 


new unit soon,” James commented. 
The manager’s schedule in- 

for Free Illustrated Catalog on the complete PF Line. Or order from your 

jobber today. 


cluded appearances at Fort Smith, 
Ark., Macon and Toccoa, Ga., and 
Danville, Va., last month. Visits 
this month included Poplar Bluff 
and Cape Girardeau, Mo., May 12 
and 14, respectively; at Louisville 
May 15-17, at Bowling Green, Ky., CHOSE HEHEHE EEEEEEEEEE "Se ae 
May 20 and at Lexington, Ky., May 
21-33. NEW SM-14 

Allied (manufacturer) members ‘“*Extra-Short’’ Ram 
continue to join, the latest being 
Wynn Oil Co., Jobber Product * Gets Into those Real Tight Places ! 
News, C. E. Niehoff & Co., Amer- Only 2%" high . . . full one inch ram travel 
ican Brakeblok Division and Gen- for extra ‘‘push’’! Offset connector speeds 
eral Armature and Mfg. Co. RE ge 


Fits all 2, 3, 4, and 7%-ton jacks having 
Quick Detach Couplers. 


SECS EEEEEEEEHEEEEEEEEEHEEEEHEEEES 
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; 
| 
| 
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Missouri Dealers Elect 
District Directors AIRE. RS Mt pate taba 


EVEN new district directors 

have been elected by the Mis- 
souri Automobile Dealers Associa- 
tion and 11 were reelected, accord- 
ing to Manager James A. Gorman. 

New directors are Jerrold 
Stuart, Trenton; C. T. Shaon, 
Bowling Green; A. R. Leuen- 
berger, Kansas City; R. E. Baird, 
Carthage; Guy Moore, Joplin; F. | ([iaucuRunUusee eee seeeueos 
Jim Tlapek, Perryville, and Phil 
Beck, Troy. 

Reelected were Clint F. Coons, ADJUSTABLE SPOONS 
St. Joseph; R. G. Bentrup, Kansas These exclusive time and work-savers 
City; R. Lloyd Ketcham, Liberty; caine —~ ae + Seo — — bre 
J. A. Smith, Kansas City; J. M. Gaun thee turn Aer Anne Adjust- 
Allton, Columbia; Don Essen, Ball- ment to set spoon at precise angle required. 
win; L. P. Francis, C. A. Gilbert, There ’s a Spoon to fit each PF Speed 
I. F. Jordan, D. W. Riesmeyer and Midget Set, PF Hydro Chief, and Hydro 
Webster Groves, all of St. Louis. Giant Sets, or any 1%" threaded equipment. 
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PULL KITS 


Get maximum pulling speed and 
efficiency out of applied hydraulic force. 
Exclusive Bite-Tite Clamps actually 
tighten their grip as power of pull in- 
creases ... hold fast even on thinnest 
panels. Unmatched pulling performance! 
No fussing around to get correct tubing 
hook-up. 


ore ee ee rr er Oe we wr Or ee ee Ce ee 
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NADA Sales Seminar oe SM-24 MI-T-MITE 
Explores Methods o's SHORT RAM 


ee HAT should the sales man- The only short ram thet 
ager do?” was covered last on Gee Gomme. 
month at the National Automobile nM FR 
Dealers Association’s management a into those “tight” spots. 
: : “ : 3 Pushes out area... 
services seminar, “The Organiza- 2 then seme tam takes 
tion of the Sales Manager’s Job,” “T appropriate attachments 
in Washington, D. C. z re per ana a 
The seminar covered all phases ” or threadless. 
of how successful dealers organize -—y , 
the sales manager’s job, demon- Oe ae menace, ie Mens ae Sek er | ie kek :3:5 3°) 
strated by men who had proved H. K. Porter, Imc. DEPT. SAJ-5 
their methods. Speakers included Somerville 43, Mass. Please send me “Do it Faster and Better”. 
R. N. Heintzelman of Heintzel- NAME 
man’s, Inc. (Ford), Orlando, Fla., 
whose establishment handles 1,400 COMPANY, 
new and 2,400 used cars and trucks ADDRESS 
in a community of 70,000 people. 
(More News Briefs on page 140) 
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HAND TOOLS 


A complete selection of per- 
fectly-balanced hammers, 
versatile dollies and spoons, 
easy-to-handle picks and 
punches. Drop-forged and 
heat-treated for maximum 
stamina. Do the job faster, 
with less effort. 
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TIME SAVERS 





Constructing a Clamp 
For Wheel Cylinders 


O MAKE a wheel cylinder clamp, 

enlarge holes in lips of two 
Ford V-8 valve guide keepers to 
fit snugly on a large spike nail or 
rod. 

Blunt the end of rod like a spike 
head and put a spring over it and 
then over the keepers. Blunt the 
other end to hold keepers on rod. 
A slight bend in keepers may be 
required to make them fit.—Bill 


SPRING SPIKE NAIL é 


FLATTEN 
BEND 


Keck, Hudson Service Station, 


Cartersville, Missouri. 


Fixing Vent Regulators 
On GM Products 


Mix times on GM cars’ vent 
glass regulators, when crank is 
forced it pushes backing plate off 
regulator assembly, causing worm 
gear to which crank is attached to 
screw back into the door instead 
of opening glass. 

To remedy this, remove regu- 
lator assembly and retrieve plate 
from inside door. It will be found 
that plate has a hole near each end. 
Assemble plate back onto regulator 
and drill holes approximately %” 
down through regulator, using 
plate as guide. Force sheet metal 
screws in these holes to hold plate. 


This is better than new and has 
been used on one 1958 model.— 
Frank S. Holcombe, 132 Hiil Street, 
Marietta, Georgia. 


Replacing Lever-Type 
Stop Light Switch 


—— lever-type stop light 
switch on General Motors 
products usually is a two-man job. 
However, this can be accomplished 
easily by one person in this way: 
After disconnecting the wires 
and dropping the old switch from 
the floorboard, fit a nail in one of 
the screw holes of the new switch. 
Position the switch against the 
floorboard and push the nail up 
through the floorboard, tilting it 
somewhat to jam it and prevent its 
falling out. Then, inside car pull up 





RESTORE SAGGING 
COIL SPRINGS 


with CHAMP-ITEMS No. 112 Rubber Boosters 


Raise sagging coil springs up to new car level with 
Champ-Items No. 112 Coil Spring Rubber Booster for 
all cars. Two-way stretch for minimum or maximum lift. 
The 112 now provides the exact amount of resiliency 
required to give proper uplift and eliminate breakage 
under extreme conditions. Knurled end. (Free installa- 
tion tool included in special dealer $ 3 
5 


package of 6 sets.).....- +... i sca inlie- tuk List 


ORDER FROM YOUR JOBBER 
Now Better Than Ever! 


CHAMP-ITEMS, INC. 6191 Maple Ave., St. Louis 14, Mo. 
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GOT A GOOD 
$ IDEA? 
will be paid for every 

time - saver or shop 

short - cut accepted 

ry publication in this section. 
ph oer or rough sketch will 
ake your idea more valuable. 
Only original items, not previ- 
ously published, offered for our 
exclusive use, can be consid- 
ered. Send them to: Southern 
Automotive Journal, 806 Peach- 
tree St., N. E., Atlanta 8, Ga. 











on the nail and switch, working 
opposite hole of switch in place 
with an ice pick. Start screws and 
reconnect wires.—John J. Onig- 
keit, 3323 Lafitte Street, New Or- 
leans, Louisiana. 


Using Driveshaft Tube 
For Water Collector 


- any shop plagued with ex- 
cessive moisture in the com- 
pressed air system, a very ef- 
ficient and inexpensive water col- 
lector can be made from a dis- 
carded driveshaft tube, as shown 
in sketch. 

It is an easy matter to cut a hole 
in one end of the tube, extend the 
inlet line about half way into it, 


INLET 














OUTLET 








a DRAIN 


then braze line to tube. The outlet 
line can be brazed to tube near the 
top. A small draincock at the bot- 
tom allows water to be drawn off 


when necessary.—M. R. Pinkston, 
Service Manager, Wray Lincoln- 
Mercury Co., 717 Crockett Street, 
Shreveport, Louisiana. 
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To Drive 12-Volt Chevy 
Without the Keys 


4 > DRIVE Chevrolets with 12-volt 
systems without keys, where 
primary ignition circuit has a re- 
sistor to reduce the voltage going 
to the coil wired through the ig- 
nition switch, we made a special 
jumper using a resistor part No. 
GM 1931614. 

Install about 20” of insulated 
wire on each end of the resistor 
and on the ends of the wires install 
small alligator clips. Wrap the re- 


sistor with plastic tape, since it gets 
hot when in use. Jump from the 
positive battery post to the “plus” 
terminal on the coil and, making 
sure the gearshift lever is in 
neutral, jump the terminals on the 
starter solenoid with a screwdriv- 
er and start the engine. 

This works well on all cars with 
12-volt systems with this type of 
primary ignition circuit. With the 
special piece of equipment always 
in a handy place and used prop- 
erly, the problem of not having the 
keys is solved. Jumping 12 volts 





ment field, 
engineered for greater speed, easier 
longer, trouble-free service 


fam 7 
CAM ACTION for super leverage. Engineered 
to give 50% more leverage, 30% more lift. Any 
tire, 12 to 2) inches, conventional or tubeless, can 
be handled easily. 


— - 
SCREW-TYPE HOLD-DOWN for fost, positive 
locking. A twist of the wrist locks or unlocks it. 
Ruggedly cast for years of use. 


ROLLER ACTION for faster, safer mounting ond 
dismounting. No prying or scuffing. This fomous 
Coats development has been tested and proved 
on millions of tires around the world. 


3 WAYS BETTER! 
COATS NEW 
3-STAR —T 


Developed by the pioneers and leaders in the tire equip- 
this newest Coats achievement is specially 


operation, and 
three important 


features that have always made Coats Tire Changers the 
No. 1 Choice of dealers from coast to coast . . 
and recommended by all leading tire and oil companies. 


3 PROFIT-MAKING ADVANTAGES 


. tested 


Yes, you still get America's 
leading tire changer for just 
$129.50. Write for new, free 
literature today! 


ROLL-A-WAY BASE 
OPTIONAL 


Address inquiries 
Department +901. 





GENERA 
MIDWEST OFFICES 





2 DEPOT SQUARE . .- . 
900 N. Lake Shore Drive, Suite 804, 


WESTERN DIVISION OFFICES: 3453 Cahuenga Blvd 


ENGLEWOOD, NEW JERSEY 
CHICAGO, ILLINOIS 
Los Angeles 28, Calif. 


Want more facts? Use Reader Service Card Page 115 





directly to the coil soon burns up 
the points.—Russell Weaver, Me- 
chanic, Argabrite Chevrolet Com- 
pany, 214 North Green Street 
Henderson, Kentucky. 


Notching Bolt to Align 
Cotterpin Holes 


— holes are quickly 
aligned by a notch filed on the 
end of the bolt where trouble is 
anticipated. 

File the notch parallel to the 
cotterpin hole in the bolt. When 
nut is tight, place cotterpin in hole 
and check its position against the 
notch to determine how much the 
nut needs turning to bring holes in 
alignment.—Harry J. Miller, 991 
42nd Street, Sarasota, Florida. 


Making Handy Tool 
To Hold Axle Hub 


H=™ is a handy tool (see 
sketch) I made to hold the 
rear axle hub while the axle nut is 
being removed or replaced on most 
cars with a tapered axle hub com- 


bination, such as Nash, Rambler, 
Hudson, Studebaker, Willys and 
Chrysler cars, 

The tool is made from a piece of 
34” steel plate, cut out with a cut- 
ting torch and the edges ground 
off—Carl N. Odam, 3809 Flint 


ed by two grooved pulleys driven 
by an electric motor. 

The most frequent trouble is 
caused by the nylon kinking near 
its lower end, preventing it from 
passing through the pulleys on the 
upward travel of the antenna, or 
entering the return tube as antenna 
is pulled down. 

When impossible to obtain an- 
other length of nylon and the kink 
is only a short distance from the 
lower end, a repair can often be 
made by cutting off the damaged 
part. Such a repair may cause the 


top antenna joint to be a few inches 
shy on upward movement, but that 
is scarcely noticeable. There is al- 
so the possibility that the shortened 
nylon will be pulled past the pul- 
leys on extreme upward travel, but 
that can be prevented by stapling 
the lower end and passing a few 
turns of small copper wire through 
the staple, which will serve as a 
stop.—Lynn F. Snoddy, 1622 Viv- 
ian Street, Shreveport, Louisiana. 


Why don’t you try for $7? 
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® 
A GREAT NAME IN” 
AUTOMOTIVE MAINTENANCE 














Outi 





the only 
replacement 


oil-oozing, friction-fighting 


GUSHER-BEARING 


wear surfaces. Friction brings oil to the 
surface, preventing dry metal-to-metal 
contact. Gusher-Bearings plus greater 
bearing surface are the reasons why 
Moog Tie Rod Ends outlast all others! 


Avenue, Lubbock, Texas. 


Thousands of miles...no measur- 
able wear under actual driving con- 
ditions! Here’s why: two oil-impreg- 
nated Gusher-Bearings, file-hard yet 
porous, “breathe” lubricating oil at 


Employing Plastic Bottle 
To Remove Sludge 


_ REMOVE sludge in bottom of 
oil filter after cartridge is re- 
moved, where there is no drain 
plug, we use battery acid dispenser 
plastic bottle and 12” of heater 
hose. 

Insert hose in mouth of bottle. 
Depress bottle and sludge can easi- 
ly be sucked out. — Zed Brown, 
Brown’s Garage, Broseley, Mis- 
souri. 


Repairing Radio Antenna P 
On Lincoln Cars i ‘ 

Moog ‘“‘Gusher-Bearing” is the See the Gusher-Bearing Dem- 
most popular tie rod end with onstration at your Moog Job- 
alignment specialists. Designed = ber. You squeeze a ball, and a 
and built to do a better job dry bearing “breathes” oil to 
than the part it replaces. fight friction and wear. 


mae 


Moog Ball-Joints and Shock 
Absorbers also contain Gusher- 
Bearings. Insist on these longer- 
lasting parts, available from 
your Moog Jobber. 


ADIO antenna on Lincolns use a 
long, flat strip of nylon to push 
the antenna joints up and pull 
them down, the strip being operat- 
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SPRING is oil-tempered 
for extra stamina. No col 


lapse after thousands of 





miles! 








FLOATING BEARING 
eleltha-me isl aes 


CK proper! 





WOUSHES asncggen> ti is 


= oF MORE adeno CAR BUSINESS! 


Pr med eo 
——" F & fi il a ee l P 
MOOG INDUSTRIES, INC., S ST. LOUIS 14," “MO. 


Blake Walker (in rear), De Soto 
regional manager, and nine top 
ranking salesmen in the Atlanta, 
Ga., region, who were initiated in- 
to the Master Salesmen’s Club 
and received awards of $500, $200 
and $100 for recent selling achieve- 
ments, appear here. Salesmen are 
(l. to r.): Harrell Morgan, Calhoun 
Motor Co., Inc., Anniston, Ala.; L. 
Cusick, Greiner Bros., Miami, 
Fla.; J. Cochran, Burnette & 
Brooker, Inc., Dalton, Ga.; D. 
O’Keefe, Wm. Lehman Motors, 
Inc., Miami; J. D. Ethridge, Thorn- 
ton Motor Co., Columbus, Ga.: 
Myron Silvey. Mayo-Mingledorff 
Motors, Inc., Tallahassee, Fla.; W 
A. Thomas, Sr., Morris E. Cox, 
Bradenton, Fla.; Jesse Rowlen. 
McConnel Bros. Motor Co., Colum- 
bus, Ga., and J. Hunt, Kirksey 
Motors, Inc., Birmingham, Ala. 


De Soto Salesmen Average 
12 Years of Selling 


HE average De Soto salesman is 

42 years old, has spent 12 
years selling cars and has doubled 
his income since entering the 
automobile business. 

He is the father of two children, 
a high school graduate and has 
spent the last six years with the 
same company. 

This composite portrait of an 
automobile salesman was taken 
from a study of 162 De Soto sales- 
men, who recently received $42,000 
in cash awards as members of the 
De Soto Master Salesman’s Club. 
Top salesmen averaged $8,076 in 
1957, compared with an average 
$4,769 their first year in automo- 
bile sales work. Prior to entering 
the automotive sales field, each 
man averaged $4,036. 

Salesmen interviewed had a 
thorough method of contacting and 
maintaining sales prospect lists. 
Previously satisfied customers and 
their friends were listed as top 
sources for new sales. Following 
closely were telephone contacts, 
sending postcards, giving free 
demonstration rides and keeping a 
close check on persons whose cars 
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were in the dealership for service 
work. 

All salesmen listed honesty and 
sincerity as the final “clincher” in 
any sales situation, while a ma- 
jority felt “knocking” a com- 
petitor or failure to stand behind a 
deal as most detrimental tactics. 

One Ohio salesman said ‘“trad- 
ing a new car for anything the 
customer has to offer” brought him 
sales success. “This included 
houses, lots, diamonds, trucks, 
horses, cars, boats and even an air- 
plane,” he said. 


All emphasized “sales work 
means constant and concentrated 
efforts all the time” in order to re- 
main successful. A common mis- 
take among salesmen, they com- 
mented, is to “oversell” the prod- 
uct. “The car should sell itself,” 
they agreed. 


GM Guides Cars 

For Crash Tests 

pp car-to-car crash testing, en- 
gineers at General Motors 

proving grounds at Milford, Mich., 





the BIG* things that 
happen in filters 


“DISCARDIT LEAKPROOF 
ELEMENT WITH THE 
Feridium ANODE! 


“MICRALYTIC’ FLAME- 
PROOF ELEMENT FOR 
CARBURETORS! 


FILTER TIP! 

“AVOID LEAKS! When replac- 
ing “Discardit,” be sure base 
plate is tight against engine 
block!” 


Write for Catalog 
LEE FILTER CORP., North Arlington, N. J 
THE COMPLETE LINE OF 
OIL, AIR, FUEL AND COOLING SYSTEM FILTERS 
Nationally Advertised in Leading Trade and Consumer Magazines 


Feridium ANODE 
FULL-FLOW MICRON 
ELEMENTS! 


“Feridium,” 
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“Discardit” and “‘Micralytic” are the Registered Trade Marks of Lee Filter Corp. 





have developed a remote control so 
a driver can guide an automobile 
toward a smashup several hundred 
feet away. 

The crash car’s steering is con- 
trolled by selsyn motors which 
duplicate the rotational position of 
the remote steering gear by elec- 
trical impulses through the cable 
connecting the car with control 
console. The brakes can be applied 
to lock the car wheels anytime the 
“driver” wishes. Thus, the remote 
driver can guide the crash car from 
any safe distance he chooses. 

The “driver” sits at a control 
console which, in effect, is a dupli- 
cate of the controls of the car he is 
dispatching to a crash. It has a 
brake pedal, steering wheel and 
ignition switch. Any movement of 
the steering wheel is duplicated 
exactly on the steering wheel of 
the guided crash car. 

His only connection with the 
crash-bound vehicle is an electrical 
cable by which he can steer, brake 
or cut the ignition. Only the throt- 
tle of the doomed vehicle is fixed. 

In addition to car-to-car crashes 
from various angles, the system 
has been used in crash research 
studies to steer cars deliberately off 
proving grounds roads or crash 
them into roadside trees, guard 
rails or other obstructions. 


1957 Battery Shipments 
Show 3.7% Gain 


tage age batteries shipped 
in 1957 to jobbers, dealers, 
mail order houses and chain stores 
totaled 25,943,000, representing an 
increase of 3.7% over the 25,014,- 
000 batteries shipped in 1956, ac- 
cording to The Association of 
American Battery Manufacturers. 

Preliminary reports for January 
show shipments of 1,997,000, com- 
pared with 2,638,000 in January 
1957, when a prolonged cold spell 
pushed sales to the highest level 
in many years. 


Mack Leads Nation 
In Diesel Sales 


Me Trucks, Inc., last year sup- 
plied more than 45% of all 
diesel-powered trucks sold in 
America, according to figures com- 
piled by the Automobile Manufac- 
turers Association. 

The company’s diesel sales in 
1957 were more than 50% ahead of 
those of its nearest competitor, ac- 
cording to the report, and showed 
a 20% gain over 1956. Last year 
marked the fifth consecutive year 
that Mack has led in diesel truck 
sales. 
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No. 502 Fender- or 
Body-Mount Mirror 


$2.99 LIST! 


YANKEE BREAKS THE FENDER- OR BODY-MOUNT MIRROR 
PRICE BARRIER! YET YOU STILL GIVE YOUR CUSTOMER ALL 
THE FAMOUS YANKEE FEATURES...POSITIVE LOCKING 
4%" REPLACEABLE HEAD, FAMOUS BLUE-WHITE CHROME 
FINISH, BRASS HEAD, DIE-CAST BASE, BEVELLED GLASS, 
POLYETHYLENE GASKET FOR VIBRATION-PROOF MOUNTING, 


STAINLESS STEEL MOUNTING SCREWS, AND powutniyy Curtiss 
THIS FAMOUS TRADEMARK ON EVERY BOX... 


This all adds up to VOLUME. Today, see your Yankee jobber or write Yankee Metal Producte Corporation, Norwalk, Connecticut. 
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FREE! 





On this and the following pages is an excellent selection of free 
Automotive literature. List numbers of those desired on the coupon 


and mail to SOUTHERN AUTOMOTIVE JOURNAL. 





10 MODEL NUMBER INTERCHANGE 
—Handy reference sheet with com- 
plete listing of all passenger cars by model 
number interchangeably with model name. 
Saves look-up time by including car model 
data not found elsewhere. Useful as a sup- 
lement to every automotive parts catalog. 
em Mfg. Co., 20-21 Wagaraw Rd., Fair 
Lawn, N. J. 


103 SAMPLES, BOOKLETS, AND CATA- 
LOG SHEETS—describing the DL 
Handi-Cleaner available on request. Banite 
Company, Banite Bldg., Buffalo, N. Y. 


] VENTILATED CUSHIONS—Complete 

merchandising program on Kool Koosh- 
ions, including handsome wire display rack, 
full color catalog sheets, other advertising on 
complete Kool Kooshion line. Kool Kooshion 
Mfg. Co., Dyersburg. Tenn. 


105 WAGNER AIR BRAKE AND RO- 
TARY AIR COMPRESSOR BULLE- 
TIN—Discusses in detail straight air and 
air-over-hydraulic air braking systems. Con- 
tains an explanation of the operation of the 
Wagner Rotary Air Compressor complete 
with diagrams, cross section drawings, and 
photographs. Lists by catalog numbers com- 
ponent parts as well as field installation kits. 
Write for Catalog KU-201,, Wagner Electric 
Corporation, 6362 Plymouth Avenue, St. 
Louis 14, Missouri. 


1 CAP MERCHANDISER—How to in- 

crease profits by use of radiator and 
gasoline cap Merchandiser. The space saving 
Merchandiser saves you time and money 
while increasing sales and profits. Ask for 
detailed information. Stant Mfg. Co., 1€20 
Columbia Ave., Connersville, Ind. 


10 TOOLS—'‘‘Seven Step’’ booklet aids 

body repair man in modernizing his 
present repair equipment or shows him how 
to purchase equipment in various steps until 
a full set has been purchased. H. K. Porter, 
Inc., 74 Foley St., Somerville, Mass. 


10 1957 EDITION OF 12 VOLT ELEC- 

TRIC EQUIPMENT FOR PASSEN- 
GER CARS—Contains description of 12- 
volt automotive electrical equipment used on 
1957 model cars, giving special emphasis to 
the new external adjustment type distributor 
and the enclosed shift lever type cranking 
motor. Recommendations for periodic serv- 
icing, checking and adjusting of the charg- 
ing, starting and ignition systems are dis- 
cussed. Special section devoted to trouble 
shooting of 12-volt electrical equipment. 
Technical Literature Section, Delco-Remy 
Div., Anderson, Ind. 


] AMMCO BRAKE SERVICE, ENGINE 
REPAIR, AND HONING TOOLS 
AND EQUIPMENT — Catalogs, describing 
the Ammco line of brake drum lathes, brake 
shoe grinders, brake drum micrometers, 
brake shoe setting gages, brake hones, brake 
bleeders, brake safety checking instruments, 
pin fitting honing machines. small bore 
hones, cylinder hones, cylinder surfacing 
hones, ridge reamers and torque wrenches. 
Ammco Tools, Inc., 2110 OCommonwealth 
Ave., North Chicago, Ill. 
11 SELECTION GUIDE OF SPECIAL- 
IZED LUBRICATION TOOLS—Set 
up in chart form covering 19 makes of cars 
and 8 specialized tools. Especially helpful to 
inexperienced operator, making it practically 
impossible to select the wrong gun or acces- 
sory for any given operation. Also has chassis 
drawing pointing out every part named. Form 
No. 38-808. Alemite Div., Stewart Warner 
Corp., 1826 Diversey Parkway, Chicago 14, 
Tllinois. 


114 


112 SOUND SLIDE FILM — entitled 
' » ‘‘Automotive Wheel Bearings’’ is the 
first in & series of audio-visual aids designed 
to provide bearing salesmen, servicemen and 
replacement parts men with practical and 
useful information on various applications 
for ball, roller and engine bearings and on 
oil seals. Federal-Mogul Service, 11031 
Shoemaker Ave., Detroit 13, Mich. 


1] NEW BRAKES & TIPS ON TROU- 

BLE SHOOTING—A 24 page Grey- 
Rock booklet giving service information on 
brakes used on 1958 cars including the self- 
adjusting brake used on Mercury and the new 
Edsel, and the total contact brake used on 
cars in the Chrysler Corporation line. Also 
includes trouble shooting information on 
brakes on all cars, including older models. 
Grey-Rock, Manheim, Pa. 


1] 32 REASONS FOR OIL CONSUMP- 
‘ TION—An easy-to-use, indexed cor- 
rective manual listing 32 major oil consump- 
tion problems and remedies. Informative, il- 
lustrated, prepared by one of the top tech- 
nical staffs in this field. Write—Oil Con- 
sumption Booklet, American Hammered, 2001 
Sanford Street, Muskegon, Mich. 


1] TOOLS FOR AUTOMATIC TRANS- 

MISSION SERVICE—Tools and il- 
lustrated instructions for servicing Olds, 
Cadillac, Pontiac, Lincoln, Nash, Hudson, 
Kaiser, Frazer, Ford, Mercury and Chevrolet 
automatic transmissions are shown in a 
catalog supplement offered by Blackhawk 
Hand Tools, New Britain, Conn. 


11 7 AUTOMOTIVE ELECTRICAL EQUIP- 
MENT CATALOG NO. D-200 — Ap- 
plies to automobiles, trucks, trailers, farm 
and industrial equipment. New 64 page cata- 
log covers entire field of automotive switches, 
connectors, wiring accessories, etc. Voltage 
ratings are clearly specified in large type for 
all switches, and other units. Cole-Hersee 
Co., 20 Old Colony Ave., Boston 27, Mass. 


1 18 BRAKE SERVICE GUIDE—Complete 

instructions for inspecting, flushing 
and bleeding the brake system. Handy trou- 
ble check chart. Write for Bulletin HU-411. 
Wagner Electric Corp., 6400 Plymouth Ave., 
St. Louis 14, Mo. 


1] RAMCO SERVICE MANUAIL—5th 

edition. Illustrated. Gives complete 
data on piston ring installation—also hints 
on locating engine trouble—causes of oil 
loss—pitfalls of motor-overhauling and how 
to overcome. Ramsey Oorp., 3698 Forest 
Park Blvd., St. Louis 8, Mo. 


12 SALES AIDS AND MERCHANDISER 

CATALOG, FORM D-227—Features a 
complete line of quality automotive electrical 
equipment mounted on effective ‘‘Business 
Getting’’ displays. This colorful 8 page cata- 
log covers the entire field of switches, con- 
nectors, voltage reducers, etc., for automotive 
truck, trailer, bus, marine, farm, earth-mover 
and industrial equipment. Cole-Hersee Co., 
20 Old Colony Ave., Boston 27, Mass. 


12 TIRE RETRUING — An illustrated 

bulletin about this mewect extra 
profit service. Describes Bear ‘‘On-A-Car’’ 
Service which makes possible tire retruing 
right on-the-car. Explains method using most 
advanced truing principle. Bear Mfg. Co., 
Dept. SAJ, Rock Island, Il. 


12 AERO-SEAL HOSE CLAMPS—An il- 
lustrated 4-page folder giving clamp 
ranges, mechanical information, engineering 
data, stock numbers, packaging, etc. Breeze 
Corps., Inc., 700 Liberty Ave., Union, N. J. 


124 GAS, OIL & BRAKE LINE HAND- 
_ BOOK No. 3016—Gives helpful in- 
formation on various types of tube fittings 
and how to recognize them, hints en replace- 
ment of flexible gas and oil lines and ‘‘how- 
to-do-it’’ information on cutting, flaring, 
tng and bending of tubing. Impe- 
rial Brass fg. Co., 6300 W. Howard St., 
Chicago 31, Ill. 


12 STANDARD DUTY GENERATOR 
| REGULATORS—A 16-page 8%x11 
inch booklet covering the operation and main- 
tenance of Delco-Remy regulators (62 pic- 
tures). Contains illustrations showing various 
steps of adjustment. Will help automotive 
electricians understand and service regula- 
tors. Delco-Remy Service Department, An- 
derson, Indiana. 


12 WALL CHART No. 10,148-E — Size 

8%” x 11%” illustrates and lists 
tube fittings, brass pipe fittings, drain cocks 
and shut-off valves used in automotive serv- 
ice. Imperial Brass Mfg. Co., 6300 W. How- 
ard S8t., Chicago 31, Ill. 


12 HYDRAULIC BRAKE FLUID SERV. 

ICE — HOW TO CHECK, DRAIN, 
FLUSH, REFILL, BLEED — Easy reference 
book that contains helpful service instruc- 
tions as well as detailed descriptions and 
illustrations of the latest methods and pro- 
cedures for profitably servicing hydraulic 
braking systems. Send for Bulletin HU-17Hi 
Wagner Electric Corporation, 6362 Plymouth 
Avenue, St. Louis 14. Missouri. 


12 WALL CHART NO. 10,137-E—Size 

9” x 11%” shows application data 
on flexible gas and oil lines by car make, 
model and year. Imperial Brass Mfg. Oo., 
6300 W. Howard St., Chicago 31, Ill. 


12 TOOLS FOR FORDOMATIC AND 

MERCOMATIC TRANSMISSIONS — 
New 12 page catalog giving complete in- 
structions with illustrations for all tools 
necessary to adjust and overhaul Fordomatic 
and Mercomatic transmissions New Britain 
Hand Tools, New Britain Machine Co., New 
Britain, Conn. 


13 VALVE CATALOG—A new 166 page 

catalog of valves, valve guides, valve 
seats, valve openings and other valve com- 
ponents is offered by Rich Mfg. Oorp., Battle 
Creek, Mich. 


WALL CHART NO. 3034-B — Size 
13 8%” x 11%” gives application data 
on power steering lines by car make, model 
and year. Imperial Brass Mfg. Co., 6300 Ww. 
Howard St., Chicago 31, Ill. 


13 GATALOG NO. 56 — Features more 

than 300 Champ-Items automotive 
replacement parts for all makes of cars. A 
handy service book. Champ-Items, Inc., 6190 
Maple Ave., St. Louis 14, Mo. 


134 MOOG RINGLINER—Illustrated pis- 
ton ring catalog carries listings and 
product information on complete line of 
Moog cast iron, partial chrome and Chrome 
Plus lines. Moog Industries, Inc., 6650 Eas- 
ton Ave., St. Louis 14, Mo. 


13 TUBING TOOLS NO. 3030—15-page 

booklet. Size 6%” x 3%”. Gives 
descriptive information, prices, etc., on com- 
plete line of Imperial cutting, flarting, bend- 
lete line of Imperial cutting, flaring, bend- 
mperial Brass Mfg. Co., 6300 W. Howard 
St., Chicago 81, Ill. 


137 DELCO-REMY ELECTRICAL SERV- 
ICE—A 20-page 8%x1l1-inch booklet 
covering essential steps in servicing the elec- 
trical system on an automobile. Profusely 
illustrated (84 pictures). A must for the 
automotive electrician. Delco-Remy Service 
Department, Anderson, Ind. 


13 PLUG CHEK—A colorful wall banner 
showing condition of spark plugs un- 
der various driving conditions. This service 
tools is designed to assist service men in 
diagnosing spark plug heat range problems. 
The Electric Auto-Lite Co.. Toledo 1, Ohio. 


13 AIR COOLED ENGINE VALVES—A 

complete 8-page and cover catalog of 
valves for air-cooled engines and locks, first 
offered by any replacement valve manufac- 
turer. Lists replacement valves for leading 
manufacturers of engines used for powering 
lawnmowers, garden tractors, mixers, con- 
veyors, pumps, combines, industrial engines, 
refrigeration units. Rich Mfg. Corp., Battle 
Creek, Mich. 


] PRESSURIZED COOLING SYSTEM 

—Servicing and maintenance of the 
pressurized cooling system is detailed in a 
booklet available for Stant Mfg. Co., 1620 
Columbia Ave., Connersville, Ind. 
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BOOKLETS © NEW PRODUCTS © ADVERTISEMENTS 


Help yourself to free literature 
and more details on any prod- 
ucts mentioned in this issue. 


Instead of writing a dozen different manufacturers for free 
literature and more information on parts, equipment, accessories 
or services, just insert the appropriate key numbers of the New 
Product or Booklet listings in which you are interested. For more 
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1 4] MOOG STREAMLINER CATALOG— 

Carries exploded views, detail illus- 
trations and listings of leaf springs, main 
leaves, spring parts, shackles, shock links, 
tie rod ends, drag links, king bolts, coil 
springs and other coil action parts for cars 
and trucks. Meog Industries, Inc., 6650 Eas- 
ton Ave., St. Louis 14, Mo. 


142 1958 MUFFLER CATALOG SUPPLE- 
MENT—Lists high efficiency muf- 
flers and dual exhaust equipment for each 
model of 1958 cars. Grand Automotive 
cae 2055 N. Ruby St., Melrose Park, 


] 44 RADIATOR SERVICING EQUIP- 
: MENT—A new 48-page book ‘‘Blue- 
print For Profits'’ explains big profits serv- 
icing radiators, explains the Inland method, 
illustrates and describes Inland equipment, 
free factory training school, payment plan, 
etc. Inland Mfg. Co., 1108 Jackson St., 
Omaha 2, Nebraska. 


14 WHAT’S THE BIG DEAL IN TIRES 

—Informative color brochure tells tire 
dealers and service station owners how 3000 
tire dealers all over the country are making 
more money on tires than they ever thought 
possible! How by buying direct-from-factory 
with the strongest backing in the industry; 
written unconditional road hazard guarantees 
up to 36 months, plus lifetime warranty. Van- 
derbilt dealers make more friends and build 
solidly for future business with an on-the- 
spot, no-red-tape, honor svstem adjustment 
policy. Vanderbilt Tire & Rubber Corp., 404 
Fifth Ave., New York 18, N. Y. 


146 HAND CRIMPING TOOL— Descrip- 
q tive circular. Strips and also crimps 
Rajah terminals to ignition cable. The Rajah 
Co., 35 Verona Ave., Newark, N. J. 


149 TIRE AND TUBE REPAIR MATE- 
RIALS are listed in this new 12-page 
catalog Gives the complete line offered and 
also the stock numbers, quantity in package 
and the shipping weight. Ace Rubber Co., 
P. ©. Box 6147, Dallas, Texas. 


] 52 MODEL 911 ROCKER ARM REFAC. 
ER—AIll technical data and operating 
procedures are contained in this bulletin. 
Also, advantage features of the Rocker Arm 
Resurfecer are clearly defined.— Storm. Vul- 
ean, Inc., 2225 Burbank St., Dallas. Texas. 


154 BLUEPRINT FOR PROFIT — A 
booklet with case histories of dealers 
and shops who have increased profits servic- 
ing radiators. Information about necessary 
equipment, tools and supplies needed to set 
up.—Inland Mfg. Co., 1108 Jackson S8t., 
Omaha 2, Neb. 


155 HOW TO SELL MORE OIL, Or 
FILTERS, LUBRICATIONS & TBA 
ITEMS — 12-page illustrated booklet gives 
profitable tips on increasing your sales and 
making every customer a happy customer. 
Pullman Vacuum Cleaner Corp., 25 Buick St., 
Boston 15, Mass. 


156 BONDO PLASTIC FIBERGLASS 
PASTE DIRECTION FOLDER — 8 
pages of easy-to-follow, how-to-do a better 
body repair job with this ‘‘miracle body 
filler that hardens like rock.’’ Easily, quick- 
ly and conveniently applied. Bondo perma- 
nently restores surfaces ‘‘like new’’ for au- 
tomotive, marine and industrial repairs of 
metals, wood, stone and concrete Bondo 
Div., Jaycee Chemical Corp., 1104 Forest 
Road, Northford, Conn 


159 CONNECTING ROD RECONDITION- 
’ ING—Bulletin for automotive shops 
describing a new simplified method of grind- 
ing and honing connecting rod caps and 
bearing bores. It gives operation details and 
full information about the new model 125 
Rodmaster connecting rod grinding and hon- 
ing machine. The new machine tool fits in 
small space on a bench and is fast and ac- 
curate. Storm-Vulcan, Inc., 2225 Burbank 
St., Dallas, Texas. 


16 COMPLETE REBUILT LINE — A 

122-page catalog covering a complete 
line of top quality rebuilt products for au- 
tomotive and tractor units is now availble 


to both present and prospective users of the 
Kimeo line. For all information write Kimco 

gute Products, 1520 Texas St., Memphis, 
enn. 


162 BONDO SERVICE BOOKLET—IL- 
& LUSTRATED—Describes in complete 
detail application and uses of plastic-fibre- 
glass paste for the auto body repair—show- 
ing different types of repair work and ad- 
vantages and how to save time on body 
work, Bondo Div., Jaycee Chemical Corp., 
Northford, Oonn. 


16 TIRE TOOL CATALOG—Sheets show 
you the complete Ken Tool line giv- 
ing specifications for each. Includes expla- 
nation of how and where each tool should be 
used to most profitable advantage. Ken Tool 
Mfg. Co., 768 E. North St., Akron, Ohio. 


1 AIRTEX FUEL PUMPS—New and 
‘ rebuilt fuel pumps. Catalog AX-70. 
Airtex Automotive Div., Inc., Fairfield, Ill. 


16 SPARK PLUG SERVICE & INSTAL- 
LATION MANUAL, FORM 7K—13- 
page booklet gives type, construction, size, 
heat range, and service procedure of spark 
plugs. Aiso deals with spark plug tools and 
special installations analyzes service condi- 
tions, gives hints for — spark plugs, etc. 
Champion Spark Plug Co., Toledo, onic. 


] CYLINDER HEAD STOCK REMOV- 

AL CHART—A handy pocket size 
showing year and model of car, standard 
compression and the amount of cylinder head 
stock removal necessary to attain the in- 
creased ratio. Storm-Vulcan, Inc., 2225 Bur- 
bank St., Dallas, Texas. 


16 CRANESHAFT GRINDER MANUAL 

—aA colorful 8-page manual] containing 
engineering, construction and operation de- 
tails of the new Storm-Vulcan model 15-A 
Crankshaft Grinder. It is well illustrated 
for easy understanding, and describes fully 
the special features and advantages of the 
new 15-A Orankshaft Grinder desigred for 
fast production and precision. Storm-Vulcan, 
Inc., 2225 Burbank St., Dallas, Texas. 


16 YOUR ANSWER TO VAPOR LOCK 

—New technical bulletin deals with 
vapor lock and hot-motor restarts and ex- 
plains how Filt-O-Reg helps prevent these 
conditions and increase engine efficiency. 
Alondra Sales, Inc., 959 Crenshaw Blvd., Los 
Angeles 19, Calif. 


17 TO TRUE OR NOT TO TRUE—8- 

page illustrated booklet gives prac- 
tical advantages of tire truing. Shows you 
how tire rounding increases tire mileage and 
how this can be a profitable business for 
you. Bee-Line Co., Davenport, Iowa. 


17 ILLUSTRATED CATALOG of test 

equipment for 6 and 12-volt Auto- 
motive Testing and Servicing. Allen Electric 
& Equipment Co., 2101 N. Pitcher St., Kala- 
mazoo, Mich 


17 A-1919 FUEL PUMP SHOP MAN- 

UVUAL—Contains the operation, test- 
ing, repair, installation and removal of fuel 
and vacuum pumps. E. Jambor, AO Spark 
Plug Div., Flint 2, Mich. 


17 HYDRAULIC PARTS—Complete mas- 

ter catalog of the complete line of 
Eis hydraulic parts. Lists and illustrates the 
complete line of repair kits, hoses, stop-light 
switches, brake-master and wheel assemblies. 
Information complete up to 1957. Eis Auto- 
motive Corp., Middletown, Conn. 


17 OIL SEAL POSTER—Second in a 

series to help you better understand 
the value of oil eoale and the need for re- 
placing with new seals. The colorful 9” by 
25” posters are done in cartoon strips for 
easier reading and have several illustrations 
showing importance of tight seals to good 
vehicle braking. Chicago Rawhide Mfg. Co., 


Service Sales Div., Elgin, ill. 


17 A-1920 SPARK PLUG SHOP MAN- 

UVAL—OContains inspection, cleaning 
and installation procedures as well as spark 
lug heat range system. E. Jambor, AC Spark 
Ping Division, Flint 2, Mich. 


17 AXLE SHAFT GUIDE—Valuablie 

free guide gives causes and preven- 
tions of axle shaft failures. The U. 8. Axle 
Co., Inc., Pottstown, Pa. 


17 A-2356 SERVICE TIPS BOOKLET— 

On spark plug removal and installa- 
a. E. Jambor, AC Spark Plug Div., Flint, 
2, Mich. 


17 A-2416 OIL FILTER INSTALLA- 

TION AND SERVICE MANUAL— 
.. soe, AC Spark Plug Div., Flint 2, 
Mich. 
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17 A-2446 CHART—(In full color). Il- 

lustrating ‘‘What Your Spark Plugs 
Can Tell You About Your Engine.’’ — E. 
Jambor, AO Spark Plug Div., Flint 2, Mich. 


18 THE LAMSON NO. 56-A AUTOMO- 
TIVE CATALOG — Completely re- 
vised, illustrated reference book of fasteners 
used daily by automotive maintenance men 
including Plated Cap Screws and Nuts—Brass 
Nuts, Expansion Plugs, Assortments, Brake 
Lining Fasteners, Bumper Bolts, Tapping 
Screws, Flat and Lock Washers, Truck Whee! 
Studs, Stove Bolts, Cotter Pins and many 
other items. List prices, dimensions and car- 
ton quantities are given. Lamson & Sessions 
Oo., 1971 W. 85th St., Cleveland 2, Ohio. 


] 8 WHEEL COVER CATALOG NO. 57— 
Covers complete line of wheel covers 

in sizes to fit 14”, 15” and 16” wheels 

Namsco, Inc., 333 83ist Ave., Bellwood, Il. 


18 SERVICE ENGINEERING BRO- 

CHURE—A new brochure comprised 
of 14 Service Engineering articles covering 
oil consumption problems, ring problems, oi! 
control problems peculiar to the modern high 
compression-high vacuum engines, piston and 
piston ring nomenclature and several ar 
ticles on scuffed rings and how to avoid 
scuffing and scoring. Perfect Circle Oorp., 
Hagerstown, Ind. 


18 PILTER CATALOG—Offers details 

on complete line of oil, air, fuel and 
cooling system filters. Lee Filter Oorp., 43 
River Road, N. Arlington, N. J 


18 BRAKE PRODUCTS—Booklet gives 

you 20 pages full information on how 
Raybestos products lick heat and wear prob- 
lems. Includes the steps in the Raybestos 
7-point brake check. Raybestos Div., Bridge- 
port 2, Conn. 


ELECTRICAL TUNE-UP TESTING 
18 EQUIPMENT CATALOG NO. 100 
DB—Gives full information on each testing 
equipment item in the entire Herbrand_ line 
includes details on such items as Power 
Timing Lights, Compression Gauges, Neon 
Tube Timing Lights, Tachometers and oth- 
ers. Herbrand Div., Fremont, Ohio. 


GENERAL PAINTING INSTRUC- 
189 TIONS—Form 5723 covers finishing 
of passengers cars or commercial vehicles 
in lacquer or enamel finish Gives full de 
tails for any surface including preparation 
of same. Ditzler Color Division, 8000 W. 
Chicago Avc., Detroit 4, Mich. 


VMC GENERATOR — New 12-page 
19] generator, starter, and armature spec- 
ification and application folder for passen- 
ger cars and trucks including 1957 models 
The VMC System, Atlanta 18, Ga. 


DOPE SHEET—tTells how to get 
19 best results from Arco 45, fast air- 
dry enamel. Proper application methods are 
discussed to assure excellent product per- 
formance. The Arco Co., 7301 Bessemer Ave., 
Cleveland 27, Ohio. 


WIRE AND CABLE CATALOG—A 
19 condensel catalog of electric wire 
and cable, complete with specifications for 
all passenger cars. The Electric Auto-Lite 
Co., Toledo 1, Ohio. 


TWIN POST LIFT WHEEL ALIGN- 
1 MENT OUTFIT—lIllustrated 8-page 
catalog, shows how this equipment does not 
limit floor space, shows how anyone can do 
wheel alignment and points out fast readin 
advantages. Weaver Mfg. Oo., Springfield, 
Til 


1958 SALES ‘‘PORTFOLIO’’—Con- 
19 tains catalog sheets on YANKEE 8 
new ‘‘Duet Series’’ Mirrors, Boat Trailer 
Lamps and Water Ski Mirror, All-Chrome 


Truck Mirrors, mirrors for foreign and 
sports cars and other service items. Kalama- 
zoo punched for filing. Yankee Metal Prod- 
ucts Corp., Norwalk, Conn. 


AIR COMPRESSOR CATALOG-- 
196 Twenty-page catalog gives detailed 
instructions on how to select a compressor. 
Also includes specifications and infermation 
on various types of compressors, components 
and accessories. Ask for Catalog No. 734-2 
Weaver Mfg. Co., Springfield, Ill 


197 SPARK PLUGS — Condensed four- 

age specification folder for passen 
ger a 1956 models. The Electric 
Auto-Lite Co., Toledo 1, Ohio. 


SERVICE JACK CATALOG PAGE— 
19 Model. WA-66, 1%-ton and 1%-ton 
service jacks are fully described. Light 
weight of these models makes them ideal for 
road service trucks and away from shop 
service. Includes complete specifications 
Weaver Mfg. Co., Springfield ; 
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] 20-TON CAPACITY FLOOR JACK 

CATALOG PAGE—Fulfills need for 
floor type jack with greater capacity than 
has been previously available. includes spec- 
ifications on construction, capacity and serv- 
ice. Weaver Mfg. OCo., Springfield, Ill. 


2 FREE WHEEL LIFTS AND ROLL 

ON LIFTS CATALOG PAGES—Two 
pages gives dimensions, capacity and other 
pertinent information about these two Wea- 
ver products. Weaver Mfg. Co., Springfield, 
Til. 


201 TWIN POST LIFT ADAPTER RE- 

QUIREMENTS — Gives definite in- 
structions on which adapter is needed for 
various passenger car models. Adapters de- 
scribed are required for all 1957 model cars. 
Weaver Mfg. Oo., Springfield, Tl. 


2 THE SERVICE STORY ON SHOCK 

ABSORBERS—Handbook points out 
that one of every four cars on the road is in 
need of some kind of shock absorber service. 
Tt illustrates proper servicing procedures, in- 
cluding importance of periodic inspection of 
shock absorbers on air suspension cars. It is 
designed to simplify shock absorber installa- 
tions. United Motors Service Div., 3044 W. 
Grand Blvd., Detroit 2, Mich. 


20 1957 BRAKE SHOE CATALOG — 

With illustrations of brake shoes and 
their proper application, etc.—National Brake 
ws a Corp., 79 Madison Ave., New York 16, 


21 COLUMBUS SHOCK ABSORBERS— 
Complete catalog of Luxury-Ride and 
Velvet-Ride lines, including type needed for 
front and rear of each make, year and model 
car—plus numerical parts listing, installa- 
tion, bughings and washer information. Hecke- 
thorn Mfg. t Supply Oo., Dyersburg, Tenn. 


212 PEN AND PENCILS imprinted with 
your name, slogan, trademark or ad- 
vertisement. Excellent business builders. 
Write for the 382-page illustrated booklet 
which gives complete details, including prices, 
on the Scripto line of products. Adgif Oo., 
Div. of Scripto, Inc., P. O. Box 4847, At- 
lanta, Ga. 


214 THE WHYS AND HOWS OF VOLT- 
AGE REGULATORS — Explains in 
simple language, every detail of Voltage 
Regulators—how they work, why they are 
important, how to adjust and service them. 
In 16-page handy pocket size edition, with 
many working drawings to clarify and illus- 
trate the text. Standard Motor Products, 
~ te Northern Blvd., Long Island City 
3s oe Oe 


216 ‘‘BEHIND THE SCENES’’ — Facts 
and figures on how heavy duty igni- 
tion parts differ from others and wid they 
are needed. ‘‘BEHIND THE SOENES’’ de- 
scribes how long life, peak performance are 
built into heavy duty ignition parts. Written 
in non-technical language. STANDARD MO- 
TOR PRODUOTS, Inc., 87-18 Northern Blvd., 
Long Island City 1, N. Y. 


21 ROUGH IDLING — CAUSE AND 

CORRECTION—4-page bulletin lists 
common causes of rough idling and points out 
corrective measures to be taken. Includes ex- 
——— of how and why gum forms in car- 
uretor and what steps are necess to re- 
move gum deposits. Gumout Division, 2690 


Lisbon Rd., Cleveland 4, Ohio. 
21 BASIC SLEBVE ASSEMBLY SETS— 
New illustrated catalog describes 
profit features and technical advantages to- 
gether with specific set numbers and exact 
apoticetiqns of BASIO MATOHED SETS for 
all popular makes of tractors and trucks. 
Basic Sleeve Associates, 2816 Oommerce &t., 
Dallas 26, Texas. 


22 HYDRAULIC JACK REPAIR KITS 

are explained in detail in a new illus- 
trated folder on JACK PAOK hydraulic jack 
repair kits. For your free copy write Jack- 
Pack Mfg. Oo., 2115 N. Marianna Ave., Los 
Angeles 82, Calif. 


‘‘WHAT PRICE QUALITY’’—Read 

how ignition parts should be made 
and why ‘‘WHAT PRICE QUALITY’”’ tells 
the story of the making of quality ignition 
parts. Written in non-technical language. 
Sandard Motor Products, Inc., 87-18 North- 
ern Blvd., Long Island City 1, N. Y. 


223 DEGREASING EQUIPMENT AND 
CLEANING COMPCUNDS—Full in- 
formation included in our catalog sheets for 
every automotive or industrial usage. Prac- 
tical Mfg. Co., 2840 4th Ave. S., Minneap- 
olis, Minn. 


22 AIR CONDITIONING FOR FOREIGN 
- CARS—Pamphlet gives all specifica- 
tions on air conditioning units for the MG- 
‘‘A’’, Renault and Volkswagen. Each unit 
custom designed and fitted. Artic-Kar, 8922 
Kalloch Drive, Dallas, Texas. 


225 THE ‘‘CAMEL COOLIE’’ VENTI- 
LATED SPRING OUSHION four- 
color catalog page is now available. This 
newest product is hailed by the industry as 
a welcome addition to the Came] line. H. B. 
Egan Mfg. Co., Muskogee, Okla. 


22 OIL LEAK DETECTOR — Builetin 

shows how hooking up the bearing oil 
leak detector reveals internal engine condi- 
tions, uncovers main, rod or cam bearing 
wear, plugged oilways, starved bearings, be- 
fore tearing down the engine. Also describes 
now the detector checks the completed over- 
haul and pre-lubricates moving parts before 
turning over the engine. Illustrates two sizes 
with maintained oil pressure—one for cars, 
one for larger truck engines. Federal-Mogul 
Service, 11031 Shoemaker, Detroit 18, Mich. 


22 FUEL PUMP TROUBLE SHOOTING 
—  Olearly describes and illustrates 
correct procedure for testing fuel and vacuum 
pumps, and how to use properly a fuel pump 
pressure gauge. Four page pamphlet also in- 
cludes complete fuel pump pressure specifi- 
cations and car application data. Kem Mfg. 
Co., 20-21 Wagaraw Rd., Fair Lawn, N. J. 


23 NEW SIOUX CATALOG NO. 56—A 
_ new 52-page catalog including com- 
plete illustrations and descriptions of valve 
face grinding machines, valve seat grinder 
sets, electric screw drivers, impact wrenches, 
drills, bench and portable grinders, flexible 
shafts, saws, sanders, polishers, abrasive discs 
and polishes. Also included are electric tools 
for builders, farmers and home shops.—Al- 
bertson & Co., Inc., Sioux City, Iowa. 


231 TUNE UP BOOKLET—20-page book- 

let answers such questions as ‘‘What 
should engine tune-up do!’’ and ‘‘Where to 
start.’’ Also includes explanation fuel system, 
carburetor and a check-list for a complete en- 
gine tune-up. Form 3759, Advertising Depart- 
ment, Carter Carburetor Div., ACF Ind., 2840 
N. Spring Ave., St. Louis, Mo. 


25 RUBBER PRODUCTS — A con- 

densed catalog designed for parts 
reference work just released. It contains 
handy simplified identification and illustra- 
tions of floor mats, pedal pads, motor mounts, 
and rubber bushings. Doan Mfg. Co., 1725 
London Road, Oleveland 12, Ohio. 


26 OIL FILTER SELLING AIDS—wikx- 
O-Matic the guide to extra profits in 
oil filter service sales. A revolutionary mer- 
chandising concept featuring minimum, con- 
trolled inventory, guaranteed sales, perpetual 
stock control, Dial-O-Matic cartridge selector, 
cartridge installation charge guide, dealer 
franchise, plus choice of two eye-catchnig, 
money making merchandisers — floor cabinet 
or wall rack. Ask for brochure giving com- 
plete details. Wix Corp., Gastonia, N. OC. 


267 AUTOMOTIVE BEARINGS — Catalog 

4 50-OB—a 68-page listing of connect- 

ing rods, cam shafts and main bearings for 

cars, trucks and tractor engines. Johnson 
ee Co., 540 S. Mills Street, New Oastle, 
a. 


3 ILLUSTRATED FOUR-PAGE COLOR 

FOLDER — Showing the operation 
and construction features of the new Storm- 
Vulcan Turbo Blast, a parts and motor block 
cleaner, with handy specification table. 
sree vuleen, Inc., 2225 Burbank St., Dallas 
. Texas. 


3 EKOTAFIN CORANKSHAFTS IN- 

CREASE BEARING LIFE — A new 
service booklet, ‘‘Stop Bearing Failures,’’ for 
the benefit of users of zeconditioned crank- 
shafts. Booklet clearly shows the cause of 
most early bearing failures, and how the 
KOTAFIN process prevents them, also 


lengthens bearing life. Storm-Vulcan, Inc., 
2225 Burbank St., Dallas 9, Texas. 


31 WAGNER BRAKE PARTS CATALOG 

—A handy ONE-POINT reference to 
fast-moving brake parts and lining, covering 
popular models of cars and trucks. Oatalog 
also lists complete stock of shoe exchange 
sets, as well as CoMaX bonded lining seg- 
ments available to those interested in bond- 
ing lining in their own shops. Wagner Elec- 
tric Corporation, 6362 Plymouth Ave., St. 
Louis 14, Missouri. 


315 BETTER IGNITION by Delco-Remy 
. —16-page, 8%xll-inch booklet cov- 
ering theory, operation and maintenance of 
Delco-Remy ignition equipment. Contains 71 
illustrations. Will help automotive electri- 
cians understand and service ignition equip- 
ment, Delco-Remy Service Department, An- 
derson, Ind. 


31 GRIZZLY BRAKE BONDING CATA- 

LOG—Describes equipment for con- 
ditioning shoes for bonding; power pressure 
gas heated automatic bonder; clamping de- 
vices and gas and electric ovens for Geadinn. 
Complete listing of Saftibond segments and 
applications. Grizzly Mfg. Co., Paulding, Ohio. 


32 NEW DEALER CATALOG OF MO- 

TOR REBUILDING EQUIPMENT— 
Features the complete Storm-Vulcan jobber 
line of engine rebuilding machines. Attrac- 
tively printed in two colors, punched and 
slotted for inclusion in jobber salesman’s 
catalogs. Storm-Vulcan, Inc., 2225 Burbank 
St., Dallas 9, Texas. 


3 BRAKE LINING — A new 18-page 

condensed catalog listing brake lining 
recommendations for all popular passenger 
cars, commercial cars, etc. Vehicles are listed 
by year and model. Recommendations are 
made both for riveted and for bonded lining. 
World Bestos Oorp., P. O. Box 346, New 
Castle, Ind. 


33 POWER AND MANUAL LUBRICA- 
#7 TION IN THE FIELD is fully de- 
scribed in Lincoln Engineering Company's 
new catalog No. 75. Catalog contains al new- 
est types of grease guns, fittings and acces- 
sories for fast, clean, economical lubrication 
of farm machinery. Lincoln Engineering Com- 
pany, 5708 Natural Bridge Ave., St. Louis 30, 
Missouri. 


33 NEW FILKO IGNITION PARTS 

CATALOG — Big ora catalog 
contains complete listings of al lko Igni- 
tion Replacement Parts for grostionty every 
make and model of car, truck, bus and trac- 
tor. New simplified listings make the new 
Filko Catalog exceptionally easy to use. F & 
B Mfg. Co., 4248 W. Chicago Avenue, Ohi- 
eago 51, Ill. 


34 HYDEAULIC BRAKE WALL CHART 

— Spiral bound listing up-to-date 
parts information for passenger cars and 
trucks, including listings for master and 
wheel cylinder repair kits, stop light switches 
and brake hoses. Eis Automotive Corp., P. O 
Box 701, Middletown, Conn. 


36 NEW ‘‘QUICK REFERENCE’’ GAS- 

KET CATALOG — Oomplete, easy-to- 
find listings of Fel-Pro Gaskets for practi- 
cally all makes and models of cars, trucks, 
tractors, buses, etc. New catalogin style 
makes gasket selection simple an easy. 
Write for your free copy today, Felt Prod- 
pete Mfg. Oo., 1508 Carroll Ave., Ohicago 7, 
llinois. 


36 MOTOR LIFE EXTENSION — A 

Tune-Up prgeet plus periodic service 
bulletins on Fuel Pump testing & mainte- 
nance, Voltage Regulators and een tune- 
up. Descriptive information on Fuel Pumps 
with the Lifetime Bunalon Diaphragm, Fuel 
Filters and Ignition Parts. Motor Life Exten- 
sion Institute c/o Kem Mfg. Company, 20-21 
Wagaraw Rd., Fair Lawn, N 


3 AUTOMOTIVE SAFETY LIGHTING 

DEVICES—A new automotive catalog 
illustrating reflectors, directional signals, tail 
lights, stop lights, armored clearance lamps 
and safety reflector flares—all heavy duty 
equipment, designed and built for commercial 
truck and bus use. Grote Mfg. Co., Bellevue, 
Kentucky. 


4] NEW AIR BRAKE MAINTENANCE 

BULLETINS — Series of bulletins, 
each devoted to a single unit. Fully illus- 
trated with cross sectional, exploded and 
schematic drawings explaining every phase 
of the operation and maintenance. Wagner 
Electric Corp., 6400 Plymouth Ave., St. Louis 
14, Mo. 
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600—Air Conditioner 


Improvements covering every com- 
ponent of the “Frigette” car air con- 
ditioner, including a 25% increase in 
air-moving ability, a 10% increase in 
the pumping efficiency of the com- 
pressor, and a unit easier to install, 
have been announced by Frigiquip 
Corp., 3724 North May Ave., Okla- 
homa City 12, Okla. 

The lines system has been im- 
proved to further eliminate unneces- 
sary fitting and connections, the 
manufacturer said. Weight of the 
compressor has been cut from 32 to 
16 lbs. by making it almost all alum- 


inum. Capacity, however, has been in- 
creased from a 9.3 to 10 cubic inch 
displacement. The electromagnetic 
clutch reportedly has been improved 
to give longer wear and more posi- 
tive turn-on and turn-off. Tempera- 
ture control is a new design which 
prevents coil icing, it was claimed. It 
has a manual control for selecting the 
desired temperature. A rheostat fan 
switch makes it possible to select any 
air volume desired. 

Want more info? Use coupon on 

page 115 and you will get it! 


601—Battery Cart 


A battery cart built of all-welded 
steel with rubber-tired steel wheels, 
an insulated handle and cable rack, 
has been introduced by Wix Corp., P. 
O. Box 47, Gastonia, N. C. 

The “Battery-Go Cart” will carry 
either a 6- or 12-volt battery firmly 
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held in place with cadmium-plated 
clamps, it was claimed. It comes com- 
plete with 8’ booster cables which 
have insulated grips and _ strong, 


quick-action battery clips, the manu- 
facturer said. 
Want more info? Use coupon on 
page 115 and you will get it! 


602—Brake Fluid 


An economy -priced, heavy-duty 
brake fluid, said to exceed SAE 70- 
R-1 heavy-duty requirements, has 
been announced by United Motors 
Service Division of General Motors, 
Detroit 2, Mich. 

“Delco Super 99” has a minimum 
boiling point of 350°F. under operat- 
ing conditions and flows freely at 
—60°F., according to the company. 

Want more info? Use coupon on 

page 115 and you will get it! 





Akro 


TIRE & TUBE 
REPAIRS 


A) DUAL 
ko) pyry 


DUAL-DUTY 


Ee! 
FAST! SUR 
PROFI TA BLE! 


qj Wy 


\ kro val ‘Dury 


“Rls Pee 
DUAL - DUTY ia . P 


&, 


Nylon Cord Reinforced 
TUBELESS TIRE REPAIR 


Prepare the tire...apply the patch, 
mount the tire... and GO! New light- 
weight patch has extra strength of 
2-ply nylon ... featuring chemi- 
cal vulcanization. 





for inner tubes and tubeless tires 
New formula cushion-gum provides 


even surer adhesion than before. 
Complete size range for every 


need. Chemical vulcaniza- 
DUAL-DUTY 


tion: use hot or cold. 


Tubeless 
Tire Plugs 


Akro exclusive! Patented plug 
design seals casing thorough- 
ly and safely. Chemical vul- 
canization “welds” repair to 
tire. Handy kit is “tire 
repair shop in a box” .. 
components available 

in bulk. 


COMPLETE LINE! 


Akro also offers a complete line of tire 
repairs and tube repairs for 
every need plus cements and accessories 


AUTOMOTIVE SERVICE AND KNOW-HOW SINCE 1929” 


Akro THE BUXBAUM COMPANY anton 1, onio 
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603—Air Hammer Kit 


A low-cost air hammer kit for re- 
moving mufflers and tailpipes has 
been announced by Superior Pneu- 
matic & Mfg., Inc., 4758 Warner 
Road, Cleveland 25, O. 

The kit consists of an air hammer, 
a flat chisel and a muffler cutting 
tool. The hammer weighs 3% lbs., 
measuring 8” over-all. It has a meter- 
ing trigger that controls hammer 
blows from 0 to 2,800 per minute, per- 
mitting semi-skilled help to do the 
job without damaging or distorting 
the pipes. A beehive-type spring re- 
tainer holds the cutting tool so that 
the operator can rotate the hammer 
in any direction while it is still in 


use. Hammer operates on any stand- 
ard service station or garage com- 
pressor, the manufacturer said. Using 
the flat chisel to knock off bolts or 
nuts and the cutter to strip off collar, 
operator reportedly can remove the 
average muffler and tailpipe in three 
minutes. 

Want more info? Use coupon on 

page 115 and you will get it! 


604—Plug, Coil Tester 


A precision electrical neon tester to 
check firing and isolate faulty spark 
plugs, as well as ignition coils, has 
been introduced by Superior Instru- 
ments Co., 2435 White Plains Road, 
New York 67, N. Y. 





Locking Gas Cap Assortment 


7-_——or oo 


assure 


~ 


worry-free vacations 


Make sure your customer’s cars have genuine Stant Locking \ 
Gas Caps to prevent fuel theft or contamination. 


to find cooling system leaks . . . defective pressure caps 


\ 
@ Use a Stant Precision Cooling System Tester | 
| 
| 


... holiday trips will be free of costly, 
time-taking break-downs on the road! 


Write for catalog to 
STANT MANUFACTURING Co., INC. 
Cap \ Connersville, Indiana, 


Pressure 


. +. naming your jobber. 


s Used on America’s Finest Automobiles as 
%, Standard Equipment for a generation 


~ 


= eee ee oe 
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“Sico Electro-Probe” is of a one- 
piece design made of molded durable 
black thermoplastic, with pocket- 
carrying clip and fully protected neon 
tube. When machined brass tip is 
placed in contact with the terminal 
cap of each spark plug—while engine 
is idling—a bright, rhythmic flash of 
the neon tube indicates the plug is 
good, it was claimed. Dull or irregular 
flashes indicate the plug is weak or 
misfiring. No flash spots a shorted 
spark plug. Similar signals indicate 
good or faulty coils. 

Want more info? Use coupon on 

page 115 and you will get it! 


605—Service Jack 


A 40,000-lb. capacity hydraulic 
service jack, designed to handle large 
loads of trucks and other heavy 
equipment, has been announced by 
Blackhawk Mfg. Co., 5325 W. Rogers 
St., Milwaukee 46, Wis. 

Extra long (68142”), heavily-rein- 
forced main frame, plus sturdy lifting 


7 —_ 


arm and 3 large front wheels, pro- 
vides exceptional load-carrying abili- 
ty, the manufacturer said. Foot- 
operated pedal lifts saddle to contact 
load, and, once contacted, there is lit- 
tle handle effort, it was claimed. The 
“SJ-20” has a lifting range of 19” 
from a low saddle point in 1%-, 2-, 
4-, 10- and 20-ton capacities. 

Want more info? Use coupon on 

page 115 and you will get it! 


606—Truck, Trailer Booklet 


The 1958 edition of Truck and 
Trailer Size and Weight Restrictions, 
a pocket-size booklet compiling the 
laws of all 48 states and the District 
of Columbia regulating size and 
weight of trucks and trailers, has been 
published by Four Wheel Drive Auto 
Co., Clintonville, Wis., and is avail- 
able upon request. 

Want more info? Use coupon on 

page 115 and you will get it! 
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Why Toledo Steel 
MICRO BEARINGS 


last longer, 
perform better 


Micro* bearings—the bearings with the thin bab- 
bitt lining—are best for normal service in cars, 
light trucks and tractors. Precision manufacturing of 
Toledo Steel Micro bearings assures proper fit, cor- 
rect tolerances and exact oil clearances. You can get 
them in standard sizes or proper undersizes to fit 


any engine. 
Compare the Construction 


Micro bearings are = conventiona 
¥ BABBITT — 
constructed with :' 
steel back and an ‘ety ops 
a ‘ 4 002/005 
extremely thin bab- A J Dept 
bitt lining, .002”- ee sree ence 
.005” thick on rod bearings and .004”-.007” thick 
on mains, as opposed to .020” or greater on conyen- 
tional babbitt bearings. This Micro bearing feature 
greatly increases load carrying capacity and pro- 
vides almost double the fatigue life of regular 


babbitt bearings, 
8 *T, M. of the Clevite Corp. 


For heavy-duty service 

... specify Toledo CL-77 bearings 
The great fatigue strength, load capacity, corrosion § 
resistance and surface action of CL-77* bearings 


make them the finest heavy-duty bearings obtain- 
able. Specify CL-77 bearings for the tough jobs! 


@eeeeoeeeae2 ee 64 eeeeececeeeeeeeceeeeeeeeeeeeeee eee eee eeeeeeceeeeeeeee 


TOLEDO STEEL PRODUCTS 
Division of Thompson Products, Inc. 
6402 CEDAR AVE. + CLEVELAND 3, OHIO 
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607—Spark Plug 


A spark plug with long-life plat- 
inum tip, said to give maximum en- 
gine performance with gasoline sav- 
ing at all speeds, has been announced 
by Bowers Battery & Spark Plug Co., 
P. O. Box 1262, Reading, Pa. 

A platinum-plated center electrode 
is unaffected by the highest tempera- 
tures engine cylinders can produce 
and is impervious to. electrical 
erosion, it was claimed. At low, in- 
town speeds, fouling deposits burn off 
because of extended firing tip which 
reaches deep into combustion area, 
and at high speeds tip gets fullest 
cooling effect from inrushing fuel 
mixtures and runs cooler, checking 


preignition, according to the manu- 
facturer. 
Want more info? Use coupon on 
page 115 and you will get it! 


608—Portable Cooler 


A portable air cooler which re- 
portedly can easily be converted to 
motel, home and office use, with lines 
and color tones to harmonize with 
new-car interiors, has been introduced 
by Wright Mfg. Co., 2902 West Thom- 
as Road, Phoenix, Ariz. 

Cooler, which reportedly fits near- 
ly all American cars, operates by 
plugging into the cigaret lighter, 
whether car is moving or parked. 
Small accessory transformer is avail- 





perfect shoe alignment. 


products. 


KIMCO 





AUTO PRODUCTS, INC. 


1520 Texas St. © 


Want more facts? Use Reader Service Card Page 115 


agent . . . full molded lining .. . 
Go Kimt0! Write today for catalog and 


price list on AvméO Bonded Brake Shoes 
and the whole A/MéO line of rebuilt auto 


Memphis 6, Tenn. 


You't find Rae Bonded Brake Shoes 
a mighty profitable, easy-to-sell line. 
They're top quality throughout, with 
super-tough bonded lining for greater 
mileage, greater safety. Special bonding 


Generators 
and 
Starter Motors 
Armatures 
Starter Drives 
Shock Absorbers 
Voltage Regulators 


Clutch Pressure 
Assemblies 


Clutch Plates 
Bonded Brake Shoes 
Master Cylinders 
Water Pumps 
Fuel Pumps 
Distributors 


Carburetors 





able to convert 6- or 12-volt DC cool- 
ers for use on household 110-115 AC 
current. 
Want more info? Use coupon on 
page 115 and you will get it! 


609—Speed Warning 


“Novi Speed Alerter,” designed to 
notify the driver when he uninten- 
tionally exceeds safe speed limits, has 
been announced by Novi Sales & 
Service Co., Novi, Mich. 

Warning is given by a red light 
mounted on the instrument panel, En- 
closed in a shield, it can be rotated 
for easy visibility. Speed settings can 
be varied between 15 and 100mph 
by a simple movement of a control 
installed below the instrument panel. 
Device can be installed on any car in 
a matter of minutes. 

Want more info? Use coupon on 

page 115 and you will get it! 


610—Distributor Tool 


Distributor - carburetor adjusting 
tool, “No. 500,” which easily reaches 
and adjusts contact points (or needle 
valves) with engine running, has 
been announced by Rinck-MclIlwaine, 
Inc., 16 Hudson St., New York, N. Y. 

Hardened hex wrench (%”) is 
swedged to strong flexible shaft en- 


closed in semi-flexible casing, which 
gets around obstructions such as fil- 
ters, air-conditioning units, etc., and 
when bent, holds that position. Han- 
dle is marked with a white line on 
opposite sides to measure amount of 
turn. Over-all length is 18%4” and 
weight is 6 ozs. Carburetor attach- 
ment consists of hooded screwdriver, 
broached to fit hex wrench. Spring 
affords firm grip. 

Want more info? Use coupon on 

page 115 and you will get it! 
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ANOTHER FIRSTI... 


io NEWd p X Og Prastic 


FILLER 


“A WHALE of a DISPENSER — Makes 
easier mixing — sure control of hardening time” 
say body men everywhere. 
BE SURE— BE SAFE! Use DC-3— positively NO 
FIBREGLASS DUST. More ADHESION — more 
FLEXIBILITY for filing and working after application. 
No extra chemicals needed for fast hardening. 
Non-toxic. This is the advanced filler you've been 
looking for. Get it from your jobber 
today, or write to: 


Plastics Division 


YNATRON CORP. 


Park Avenue 


Pe gro Sig) altel 
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611—Transmission Conditioner 


“Lubaid” conditioner for automatic 
transmissions, designed to meet the 
problem of leaky seals and to prevent 
shrinking, hardening and cracking of 
seals, has been introduced by Zecol, 
Inc., 3270 S. Third St., Milwaukee, 
Wis. 

Used as a preventative to keep seals 
soft and pliable, it is also possible to 
use the conditioner to stop minor 
leaks and seepage after they have oc- 
curred, according to the manufactur- 
er. Product reportedly contains a 
pressure lubricant which reduces gear 
and bearing noise, affording smooth- 
er, quieter shifting with reduced wear 
on intricate parts. It is guaranteed 


not to be harmful to transmissions or 
fluid, non-foaming and non-corrosive 
to metals. 
Want more info? Use coupon on 
page 115 and you will get it! 


612—Tune-Up Equipment 


Tune-up equipment with 11 time- 
saving uses, which reportedly will in- 
crease flat-rate profits and make one- 
man jobs of most electrical-mechan- 
ical problems encountered in motor 
tune-ups, has been announced by 
The Bingham-Herbrand Corp., Her- 
— Division, 1111 Stone St., Fre- 
mont, O. 

The “HT-606 Remote Circuit Con- 
trol” can be used on any type engine, 





lowest-price 


brake bleeder 


in the field... \e 


and all it takes is 
one man to operate it! 


\. 





ARSCO 


i 
BRAKE BLEEDER| 


Not a gadget—the ARSCO “ONE MAN” 
BRAKE BLEEDER is engineered to do all 
that you would expect of expensive brake 
bleeding equipment! The most amazing 
feature of this handy unit is that one man 
can bleed a complete set of brakes in one, 
easy operation! No special skill is required 
—simple instructions are included in each 
It’s fully automatic and com- 
pletely universal — one model is used for 
all cars and trucks. Check valve and uni- 
versal attachment is cadmium plated — 
bleeder hose is neoprene. Thousands of 
these “ONE MAN” BRAKE BLEEDERS have 


package. 


already been sold! 


Write for details 


ARSCO MFG. CORP. 451 TENTH AVE.,N. Y. 18, N. Y. 


Want more facts? Use Reader Service Card Page 115 
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it was claimed. Precision-manufac- 
tured, it has been thoroughly tested 
to insure perfection of performance, 
according to the company. Corrosion- 
resistant chrome housing is enclosed 
by neoprene mounts. Connection ends 
are of rubber. 

Want more info? Use coupon on 

page 115 and you will get it! 


613—Luggage Carrier 


A detachable luggage carrier which 
provides an additional 36” x 62” of 
deck space, while allowing uninter- 
rupted rear view vision, has been an- 
nounced by The Benmatt Organiza- 
tion, Inc., 962 Milwaukee Ave., Chi- 
cago 22, Ill. 

Frame and supports are chrome- 
plated steel tubing, while deck is 


straight-grain hardwood. Ball-joint 
mounting, with telescopic rear sup- 
ports, permits easy access to trunk, 
according to the company. Chest 
height of platform reportedly makes 
for easy loading and unloading for 
men or women. Full load is supported 
on rear wheels. Mountings can be se- 
cured on bumpers and fenders. Car- 
rier may be detached in two minutes 
and folds flat for storage. 

Want more info? Use coupon on 

page 115 and you will get it! 


614—Ventilated Point Sets 


A line of 1-piece ventilated point 
sets for all Delco-Remy, Auto-Lite 
and Ford installations, of heavy-duty 
construction and said to afford faster 
and easier installation, has been an- 
nounced by Kem Mfg. Co., Inc., Fair 
Lawn, N. J. 

Contact arm and tungsten surfaces 
are protected from mishandling and 
distortion during installation because 
the components are completely fac- 
tory pre-assembled and aligned to 
drop easily into place in the dis- 
tributor, the manufacturer said. Con- 
solidation of numerous part numbers 
has been accomplished by eliminating 
the duplications in conventional 2- 
piece sets due to minor contact arm 
variations of otherwise identical sets. 

Want more info? Use coupon on 

page 115 and you will get it! 
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615—Tow Bar 


A tow bar especially designed for 
Volkswagens, Anglias, Fiats, Nash- 
Metros, Hillman Minx and other 
small lightweight cars used for pick- 
up and delivery, has been announced 
by Walker Body Works, 9000 Olympic 
Blvd., Beverly Hills, Calif. 

Bar comes complete with universal- 
type bumper clamp ball and socket 


attachment, safety cable and simple 
installation instructions. For Volks- 
wagen, bar folds back under hood. 
For other lightweight cars, it comes 
equipped with heavy-duty bumper 
and grille guard and folds back 
against guard. 

Want more info? Use coupon on 

page 115 and you will get it! 


616—Lube Reels 


Overhead hose reels, reportedly de- 
signed to provide fast and efficient 
performance at low cost, have been 
introduced by Aro Equipment Corp., 
Bryan, O. 

Finished in dirt-resistant bronze 
enamel, reels are not enclosed. Any 





number can be installed in multiple 
mountings for chassis, gear, motor oil, 
air, water and automatic transmis- 
sion service. Also, additional reels 
can be added at any time. An auto- 
matic reel latch holds withdrawn hose 
in any position until operator is ready 
to return it. Strong spring-return ac- 
tion retracts hose smoothly after use, 
the manufacturer said. 

Want more info? Use coupon on 

page 115 and you will get it! 


617—Wrecking Crane 


A reinforced boom model of its 
“WC-3 PD” automotive wrecking 
crane has been announced by Man- 
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ley Division of Douglas Motors Corp., 
2025 W. Clyboum St., Milwaukee 3, 
Wis. 

The 3-ton-capacity unit is electric- 
ally operated and reportedly requires 
no elaborate or expensive power take- 
off hookup to operate. Installation 
can be made on any pickup truck 
with a minimum of labor and ex- 
pense, the manufacturer said. A push- 
button control box on a long exten- 
sion cable enables wrecker operator 
to observe lift carefully. The non- 
slip automatic brake holds load ex- 
actly where desired, it was claimed, 
whether operated electrically or man- 
ually. Swivel nose permits any angle 
pulling for all highway work. Units 
are available in either manual or 


electric models with 6- or 12-volt op- 
eration. 
Want more info? Use coupon on 
page 115 and you will get it! 


618—Foreign-Car Battery 


A battery to fit many foreign cars, 
including Volkswagen and Renault, 
has been announced by Willard Stor- 
age Battery Division, P. O. Box 6266, 
Cleveland 1, O. 

Product features a hard-rubber 
container, plastic insulation and pat- 
ented alloy grids. It carries a full 3- 
year guarantee and is available wet- 
or dry-charged. 

Want more info? Use coupon on 

page 115 and you will get it! 








JOE’S SHOP — 





by GRAHAM HunTzR 














“You MUST TRUST JOE, 
MABELLE — IF HE SAID HE’LL 
FIX IT, HE’LLE FIX IT!" 


motor jobs turn out sweeter 
when you install... 


VMNaniey 


airchrome valves 
and springs 


Manley Valve Corporation, 1 5th St. & Fairmount Ave., 
Philadelphia 30, Poa. Supplier to leading original 
equipment manufacturers. District Sales Representa- 
tives: Hirsig-Brantley Co., Jacksonville; J. S. Connell 
Co., Dallas. 
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ADJUSTS ALL 
BENDIX BRAKES 


BENDIX BRAKE 
ADJUSTMENT 
TOOL 


NO. 302 
Mechanic's 
Net: 
$158 
Mechanics asked 
for it—Herbrand 
produced it! It’s 
an old story, but a 
brand new tool, spe- 
cially designed for ad- 
justing Bendix brakes 
on all types of cars in- 
cluding the low slung 
58 models. 
The 9% inch length 
gives lots of leverage, 
and the extra-long curved 
end is just right for center- 
ing on the adjusting star 
nut in blind locations and 
close quarters. No more 
skinned or bruised knuckles— 
no more wasted time! See your 
Herbrand jobber. 


new Wotan 


iiele) Rae Wr Viele 


Now ready for mail- 

ing—Tool Catalog 

56—-sixty solid pages of the latest 
and best hand tools for the pro- 
fessional mechanic and the spe- 
cialized serviceman. 
Ready-punched for any style 
binder, the new catalog is indexed 
alphabetically and by section for 
quick and easy reference. 

Send 25c—today. You'll receive a 
catalog by return mail, and your 
name on our regular mailing list 
will bring you literature each 
month on the newest develop- 
ments in Herbrand “‘job-matched”’ 
tools. 


Tesrand los 


HERBRAND DIVISION 
THE BINGHAM-HERBRAND CORPORATION 
FREMONT, OHIO 
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619—One-End Lift Poster 


A 22” x 34” wall poster with photo- 
graphs and easy-to-read instructions 
on properly lifting 1958 cars with its 
“SJ-25 Service Chief” one-end lift, 
both front and rear, has been an- 
nounced by Blackhawk Mfg. Co., 5325 
West Rogers St., Milwaukee 46, Wis. 


litt jock 





ffs t 4 | packnaws 
Additional instructions are in red 
for cars with air suspension. Also, 
the left-hand corner of chart features 
5 inexpensive mechanical jacks for 
resale to car owners. 
Want more info? Use coupon on 
page 115 and you will get it! 


620—Leather Cleaner 


“Leather Magic” for cleaning 
leather and plastic car interiors in a 
16-0z. bottle, packaged in a plastic 
bag with a special sponge, has been 
introduced by Choldun Mfg. Corp., 
331 East St., New Haven, Conn. 

To clean, dampen sponge with 
water and squeeze out excess mois- 
ture. Pour small amount of cleaner 
on sponge and rub lightly with short, 
even strokes. Product may also be 
used for cleaning leather coats and 
jackets, luggage, etc., the manufactur- 
er said. 

Want more info? Use coupon on 

page 115 and you will get it! 


621—Brake Lining Catalog 


A 40-page catalog covering brake 
lining specification material for all 
makes and models of light and 
medium trucks, including 1958 mod- 
els, listing brake lining sets numeri- 
cally with application data for each, 
and including a descriptive section 
containing information on its PGT 
sets, bonded brake shoes, RS molded 
segments and combination molded 
and molded-woven brake blocks, has 
been published by Raybestos Division 
of Raybestos-Manhattan, Inc., P. O. 
Box 1021, Bridgeport 2, Conn. 

Want more info? Use coupon on 

page 115 and you will get it! 


622——-Choke Stove Kit 


A choke stove to stop manifold heat 
tube breakage, designed for use in 
1957-58 Chevrolets, 1955-57 V-8 
Fords, Mercurys, Lincolns, Thunder- 
birds and 1955-58 Oldsmobiles, has 
been introduced by D & V Mfg. Co., 
P. O. Box 3843, Birmingham, Ala. 

Kit consists of an air-heating stove 
to be mounted on the manifold and an 
asbestos-covered pipe to carry heated 
air to the carburetor. Installation re- 
portedly eliminates plugging up of 
carburetor and assures an even tem- 
perature at all times, plus a regulated 
flow of heat and pure, dry air. “Con- 
tour-fit” with asbestos pad assures 
airtight seal, the manufacturer said. 

Want more info? Use coupon on 

page 115 and you will get it! 


623—Transmission Sealer 


An automatic transmission sealer 
and conditioner containing “Gyrene,” 
a fast-acting catalytic stop-leak, has 
been announced by Rust Master 
Chemical Corp., 56 Creighton St., 
Cambridge 40, Mass. 

_ “Trans Master” seals and condi- 
tions at the same time, insuring 
smooth, quiet, trouble-free shifting, it 
was claimed. It reportedly rejuve- 
nates dried, hardened or shrunken 
rubber transmission seals, making 
them soft, flexible and completely 
leakproof. It also cuts down wear and 
tear on gears and other parts, even in 
coldest temperatures, and helps pre- 
vent gum and sludge deposits, the 
manufacturer said. Completely safe, 
it mixes with all transmission fluids, 
is non-clogging, non-corrosive, non- 
foaming and harmless to all metals, 
according to the company. 

Want more info? Use coupon on 

page 115 and you will get it! 


624—Ventilator Device 


“Air-Scoop,” a product designed to 
increase the volume of air that flows 
through hood-type ventilators, has 
been introduced by Ideation, Inc., 
— South Tuttle Ave., Sarasota, 

a. 

Made of heavy-gauge, anodized 
aluminum, device has a rolled leading 


edge that reportedly adds strength 
and limits flutter at high speeds. A 
rubber gasket makes it fit tight and 
prevents marring of painted surfaces. 
It can be installed in minutes, the 
manufacturer said, with no holes to 
drill. Two bolts and nuts secure com- 
pleted assembly. 

Want more info? Use coupon on 

page 115 and you will get it! 


625—Ignition Scope 


An ignition scope featuring an easy 
pattern interpretation guide and re- 
quiring only 4 controls for the com- 
plete range of tests, which will test 
any 4-, 6- or 8-cylinder engine with 
two test connections, has been an- 
nounced by Allen Electric and Equip- 
ment Co., 2101 North Pitcher St., Kal- 
amazoo, Mich. 

With the guide, pattern interpreta- 
tion reportedly is a simple matter of 
comparing the scope pattern with one 
of the patterns shown on the Dial- 
Chek. Nine separate patterns cover- 
ing the most common ignition failures 
are listed. An explanation of the ig- 
nition failure causing each pattern is 
given with instructions for correcting 
the trouble. With the “Allen Scope” 
operator may examine a single cylin- 
der or make a side-by-side compari- 
son of all cylinders at engine speeds 
from 600 to 8,000rpm, the manufac- 
turer said. 

Want more info? Use coupon. on 

page 115 and you will get it! 
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626—Solvent 


A solvent for lacquer, enamel and 
acrylic finishes, said to reduce all 
types to spraying consistency with 
approximately half the amount norm- 
ally required, has been announced by 
The Arco Co., 7301 Bessemer Ave., 
Cleveland 27, O. 

“Acrosol” reportedly increases 
depth of color and gloss in the fin- 
ished coat because more solid paint 
can be applied in one coat. Sand 
scratches will not show through and 
heavier coats may be sprayed with- 
out runs and sags, it was claimed. 

Want more info? Use coupon on 

page 115 and you will get it! 


627—Hoist-Puller 


A lightweight, ruggedly-built com- 
bination hoist and puller, designed 
for one-man operation in any posi- 
tion and reportedly tested to a full 
50% overload, has been introduced 
by American Gage & Mfg. Co., 125 
Bayard St., Dayton, O. 

The “Power Pull” comes in %4-ton 
and 1'%-ton models and is available 


in reverse pull where applicable. All 
steel frame parts are cadmium-plated 
and parts subject to stress and strain 
are made of high tensile manganese 
bronze. Aluminum alloy ratchet 
wheel rides on hardened steel bush- 
ings while spring-controlled cable 
guard holds cable on ratchet wheel 
evenly, keeping it taut on drum at all 
times, it was claimed. 

Want more info? Use coupon on 

page 115 and you will get it! 


628—Brake Service Manual 


A 60-page brake service manual 
illustrating every type of brake sys- 
tem and giving complete brake ad- 
justment and relining instructions on 
all makes of cars, trucks, trailers and 
buses, including 1958 models, with 
“troubleshooting” information on hy- 
draulic, air and vacuum brake sys- 
tems, has been published by Grey- 
Rock Division, Raybestos-Manhattan, 
Inc., Manheim, Pa. 

It may be purchased through dis- 
tributors for $3. 

Want more info? Use coupon on 

page 115 and you will get it! 
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629—Grinder Control 


“Cycl-o-matic” control for its wet 
surface grinders, which permits op- 
erator to set the dial for the required 
amount of material to be removed, 
start the machine and walk away, has 
been introduced by Van Norman 
Automotive Equipment Co., 3640 
Main St., Springfield 7, Mass. 

Features of the operation are auto- 
matic material removal up _ to 
50,000ths with only one dial setting, 
automatic reversing at end of each 
traverse and automatic feed shut-off 
according to pre-set requirements, 
plus easy ioading and fast set-up. 

Want more info? Use coupon on 

page 115 and you will get it! 


630—Finishing Paper 


A finishing paper with a special 
coating which prevents residue from 
loading and clogging product, said to 
be ideal for sanding soft materials 
such as paints, lacquers, enamels, 
plastic and fiberglass, has been in- 
troduced by Armour and Co., Al- 
liance, O. 

The no-load coating extends the 
life of the paper, which has a tough 
and flexible backing to prevent slip- 
ping in the operator’s hands, it was 
claimed. A slap of the paper dis- 
lodges residue. It may be used in dry 
sanding. 

Want more info? Use coupon on 

page 115 and you will get it! 











“You can almost 
an engine smile when you rebuild it 
with Johnson Bearings” 


Your customers will recognize and appreciate the 
extra quality which Johnson bearings give to an 
engine repair or rebuilding job. Use Johnson 
bearings for complete customer satisfaction. 
Available from your nearby Johnson distributor. 
Johnson Bronze, 565 S. Mill Street, New Castle, Pa. 





JOHNSON 
Bearings f/ 


elfil S| a 





Main Bearings « Cam Shaft Bearings * Transmission Bushings * Con-rod Bearings 
Piston Pin Bushings © Starter, Generator, Distributor Bushings 
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631—Idler Arm Repair Kit 


An idler arm repair kit, consisting 
of nylon bushings and ball bearings, 
for 1955-57 Chevrolets, has been an- 
nounced by D & V Mfg. Co., P. O. Box 
3842, Birmingham, Ala. 

Simple to install, kit assures ac- 
curate front-end adjustment, makes 


BALL BRG. 


adjustments easier and has standard 
lubrication fittings, according to the 
company. Kit contains complete units 
to repair both the relay and bracket 
ends of the arm. 
Want more info? Use coupon on 
page 115 and you will get it! 


632—Leak Detector 


An electronically operated Freon 
leak detector that plugs into any 115- 
volt, 60-cycle wall receptacle has been 
introduced by Allstadt Mfg. Co., 1922 
S. Akard St., Dallas 15, Texas. 

Said to be 100% positive on all 


leaks, including those too small to be 
located by the old open-flame meth- 
od, unit is small, light and compact 
for easy portability. The “sniffer” gun 
has a red light to indicate leak and 
control unit has meter to show extent 
of leak, plus a buzzer to give alarm. 
Want more info? Use coupon on 
page 115 and you will get it! 


633—Fuel Filter Kit 


A gasoline fuel filter kit, through 
use of which new-car and -truck 
owners reportedly can obtain many 
more economical and _ trouble-free 
miles of operation, has been intro- 
duced by Purolator Products, Inc., 
gee Brunswick Ave., Rahway, 


Because of its large filtering area, 
which traps dirt particles as small as 
2.5 microns in size, fuel filter element 
will only need replacement after 
every 10,000 miles of driving, accord- 
ing to the manufacturer. For new 
cars and trucks that come from the 
factory already equipped with fuel 
filters, the company has developed a 
replaceable element, which, because 
of its smaller filter surface, will need 
to be changed after every 4,000 to 
5,000 miles. 

Want more info? 

page 115 and you 


634—Helper Springs 


Helper springs designed to fit al- 
most all cars with airplane-type rear 
shock absorbers, which reportedly 
“work miracles for tired suspension 
systems,” have been introduced by 
Perfection Automotive Products 
Corp., 925 E. Elizabeth, Detroit 1, 
Mich. 

The “SSS-10 Sampson” _ shock 
springs greatly improve riding com- 
fort, increase load capacity, prevent 
“bottoming” and level the ride, as 
well as stabilizing cars on curves, the 
manufacturer said. Easily installed 
with few tools and a minimum of 
labor, “Model HS-10” increases load 
capacity up to 1,500 Ilbs., while 
“Model HS-10 Junior” increases load 
capacity up to 725 lbs. Both incorpo- 
rate oil-tempered wire in their con- 
struction and are packed ready to in- 
stall, according to the company. 

Want more info? Use coupon on 

page 115 and you will get it! 


Use coupon on 
will get it! 





‘A STRIP IN THE 
BACK OFFICE 


SAVED Bos’s LOVE LiFe!”*| 
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Tao SHOWED A yaatad 
FOR MORE PROFIT! 
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7’ SAYS I/LL NEVER GET 
ANYWHERE BECAUSE |/M 
NOT A GOOD ENOUGH 
SALESMAN. GEE, GIRLS 
ARE FICKLE! » 


he Z ZN : 








“CUSTOMER COMES IN, 


7] THERE'S SO MUCH TO DO, I 
JUST PLAIN FORGET 
SALESMANSHIP! 








(WELL, IT'S ALL DONE. IT 
WAS A WORN OIL SEAL... 


SEE, MA‘AM, HOW THIS FRONT WHEEL 
INSTALLATION TOOL FROM CHICAGO 





PBEARING GREASE WAS 
GETTING PAST THE SEAL 
ONTO THE LINING... 
CAUSING IT TO SLIP. HLL S 
HOW YOU THE OLD SEALA 
“TA =) eee 


RAWHIDE SHOWS WHERE THE SEALS 
ARE WORN. I REPLACED THEM IN 
A JIFFY WITH CHICAGO RAWHIDE SEALS 

THAT I KEEP HERE 
IN STOCK. 


GOSH! MAYBE 
SHE NEEDS NEW 
FRONT WHEEL 

Oil SEALS! 




















you’VE SOLD ME- 

EVEN IF I DON’T 
UNDERSTAND 
ALL OF IT! 
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President Colbert 


Chrysler President Sees 
No Sudden Upswing 


a be scare has been some slight 
improvement in retail sales 
so far this spring, but there is 
nothing in the general economic 
picture that indicates a sharp rise 
in demand for cars and trucks in 
the months immediately ahead.” 
So said L. L. Colbert, president 
of Chrysler Corp., at the annual 
meeting of shareholders last 
month. Declaring that while the 


short-term financial situation is 
far from satisfactory, the company, 
he said, is in a good position to 
weather the present situation be- 
cause of its improved system of 
budgeting and cost-control that 
has been inaugurated. 

“In the present economic situa- 
tion,” he said, “our responsibility 
to our stockholders to make profits 
entails two obligations: one is to 
keep the company in a strong fi- 
nancial position; the other is to be 
sure that when recovery occurs we 
shall have the funds to take full 
advantage of it. That is the best as- 
surance our stockholders can have 
of the company’s continuing ability 
to make profits for them in the 
years ahead.” 

A new director, George H. Love, 
chairman of the board of Pitts- 
burgh Consolidation Coal Co., was 
elected to succeed L. A. Van Bomel, 
who retired. 

Directors reelected are Paul C. 
Ackerman, James C. Brady, R. S. 
Bright, Jack F. Chrysler, L. L. Col- 
bert, Joseph M. Dodge, Byron C. 
Foy, C. L. Jacobson, W. Alton 
Jones, John P. Mansfield, L. F. Mc- 
Collum, R. E. McNeill, Jr., F. W. 
Misch, W. C. Newberg, E. C. Quinn, 


E. C. Row, Juan T. Trippe, Louis 
B. Warren, L. I. Woolson and 
James C. Zeder. 


Ford Produces 10,000th 
Thunderbird This Year 


genet cig of its 10,000th four- 
passenger Thunderbird was an- 
nounced by Ford Division in mid- 
April, and at the same time Vice- 
President and General Manager 
James O. Wright said Ford dealers 
have 10,000 unfilled orders. 

Thunderbird production, placed 
on an overtime schedule, last 
month was running twice its vol- 
ume of two months before. Last 
year Ford sold 15,173 two-passeng- 
er models, first introduced to the 
public as a 1955 model. The four- 
passenger model was introduced 
Feb. 18. 


St. Petersburg Elects Walsh 


New president of the St. Peters- 
burg (Fla.) Automobile Dealers 
Association is Gary Walsh of Gary 
Walsh, Inc. R. J. O’Brien of R. J. 
O’Brien is vice-president and Cos- 
by Swanson, Jr., of Alan Peterson 
Motors is secretary-treasurer. 








HELLO, BOB. i'VE GOT CAR TROUBLE) 
EVERY TIME | STOP IT PULLS TO 

THE LEFT. | THINK YOU'D BETTER 

CHECK THE BRAKES WHILE | 


i GO SHOPPING 


WELL, HERE'S SOMETHING TO HELP YOU prs STRIP ISN/T COMIC. IT REMINOS 


REMEMBER TO ALWAYS CHECK FOR 
WORN, LEAKY Oil. SEALS. 


YOU OF THE EXTRA BUSINESS 
OBTAINED FROM REPLACING WORN 
FRONT WHEEL OIL SEALS WITH C/R 

OIL SEALS. YOU'LL BE DOING YOUR 
CUSTOMERS A SERVICE AND BRING 








MA/AM, IT'LL BE A 
PLEASURE. I'Lt DO J 
IT RIGHT NOW. JF 























YOU/RE A REAL \\ GIRL? WITH ALLTHIS 
SALESMAN, BOB. | EXTRA BUSINESS I 
YOUR GIRL WILL / CAN GET ANY GIRL! 
BE PROUD OF SHE'S TOO FICKLE! 

















CHICAGO 


RAWHIDE 
SALES DIVISION 
ELGIN, ILLINOIS 


your Sp Supplier 
for a copy 
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Jobber News 


(continued from page 63) 





To Get Teamwork, You Must Realize 


Employe Motivation, Anderson Says 


By JOSEPH A. ANDERSON 
General Sales Manager, = _— Plug Division 


Flint, 


HEN the question is raised as 

to “Why do men work to- 
gether as a team?” the first answer 
has to be, “By nature they do 
not.” 

When we ask why people work 
at all, we find that a person’s ef- 
forts are dependent on the num- 
ber and strength of motivation 
forces he possesses. The effective- 
ness of these forces are based to a 
large degree on a person’s intelli- 
gence or I1.Q. 

When we speak of our employes 
we find that the motivation of em- 
ployes is supplied in five ways: 

(A) By the employe’s own per- 
sonal makeup—I.Q.—interest, tal- 
ents, physical being. 

(B) By the employe’s home sur- 
roundings and conditions—family 


life, etc. 

(C) By the motivation provided 
by the job he is on. 

(D) By the motivation provided 
by the boss. 

(E) By the motivation provided 
by the company. 

But the motivation for each em- 
ploye is different and the I.Q. is 
different, and the physical make- 
up is different. 

So a team has to be like a house 
built out of fieldstone. 

If men were alike, the house 
would be like a brick house, each 
brick like the other and easily fit- 
ted together with a level and a 
plumb bob. 

But because men are so dif- 
ferent, the team is like a house of 
fieldstone where the variety of 


Excerpts from an address, “Why 

Men Work As a Team," before the 

Southeast Automotive Show Trade 

Conference at Augusta, Ga., April 
25. 


shapes and sizes has to be skill- 
fully combined to give a continu- 
ous and homogeneous building 
wall. 

We find that the first principle 
of why men work as a team is be- 
cause management accept the re- 
sponsibility for building a team 
out of the variety of men under 
them. They recognize that team- 
work, or a lack of it, is their re- 
sponsibility. 





VELLUMOID 
USE THE FINEST! 


for 


LONGER 
MUFFLER 


Twin 


moid now offers Cylinder 
Head, Manifold, Exhaust 
Flange Gaskets and Overhaul 
Sets to assure trouble-free 
superior performance. 


For longer muftler life, 

rein, Te ‘nui ~4 engi 
contri boy inal Sn mufflers; dn ins Hevilon 
found in old — s ate eae warned a en oe 
tn = densation which is 


Ask your jobber about Cop- 


permoid. . . He knows quality. 
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- = minimizes com 


ame ond outside story oF H 


ri van 
distribution 
ti nternol muffle 


THE VELLUMOID COMPANY cond 


setts Write today °° ualers. 
Worcester, Massachu THERMO FLO me MORE THAN A QUARTER CENTURY 
OF MUFFLER MANUFACTURING PROGRESS. 
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* * 
Specify Vellumoid for the 
finest in gaskets and gasket 
i sets... job matched to your 
specific requirements. Vellu- 

ad ® 


Write Department 7 for details. 
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It now follows that men work as 
a team when the management of 
the business teaches them that 
teamwork is a top basic policy of 
the business. 

Men work in a team because 
they respond to the right kind of 
leadership. 

For our next basic principle we 
find that men work together in a 
team because the management has 
studied each individual and 
learned how to fit him into the 
organization. 

People work together as a team 
when management is alert enough 
to catch and detect internal dif- 
ferences and antagonism before 
they develop too far. 

We have now developed several 
principles of leadership by man- 
agement that bring about team- 
work. 

They can be summarized by 
saying that management must be 
skilled in what I call the spiritual 
side of management. 

A survey we recently used 
showed that of the average super- 
visor’s time, 9842% was on the 
technical and 142% on the spirit- 
ual or thought development part. 

If we are to have people work 
as a team, more time than this 
needs to be devoted by the top 
manager and the top executives in 
this “spiritual side of manage- 
ment.” 

When this kind of leadership is 
provided, we will find some other 
conditions brought about in the in- 
dividual—all of them conducive to 
teamwork. 


A person will be carefully 
screened for placement on a job he 
likes to do, a job that challenges 
his capabilities, and because he 
has a definite responsibility, and 
that he is to stand on his own feet 
in doing his job. 

A person will feel his ideas are 
wanted and will be given proper 
credit. 

A person should now have a feel- 
ing that his performance on his job 
is important to the rest of the or- 
ganization. 

He will act as a team member 
because he feels he is trusted with 
a job that is important: 

To the company. 

To the supervisor. 

To the fellow employes. 

A wonderful effect now happens 
to the employe. 

This effect is also an indicator of 
good leadership. 

The employe has a job about 
which he can brag and likes to 
brag. 

He has a boss about whom he 
can brag. 

He has a company about which 
he can brag. 


Floridian Adds Machine Shop 


An addition of a complete ma- 
chine shop has been made to the 
present building of Tallahassee 
(Fla.) Auto Parts Co., Owner R. S. 
Woodham announced. H. BB. 
“Shorty” Trammell will manage 
the new facility, which will ope- 
rate as Tallahassee Auto Machine 
Co. 


“It's a four of those little lines from one inch bolt.” 
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*<°*”* profits on 
' gos brake 


FRICTION CONTROLLED “> 


STODIALL 


--- Skilfully bonded 
by an experienced 
independent bonder 
in your area! 


National is brass-chip impreg- 
nated for better heat dissipation, 
gives longer service because it’s 
friction controlled. Extremely 
dense composition affords 
dependable braking in all 
weather 


Write now for details! 


NATIONAL BRAKE BLOCK 
COMPANY 


Since 1919 
37-17 57th STREET, WOODSIDE 77, N. Y. 
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Jacksonville Firm Pushes 
Sales, Service Activity 


| Semana co confidence in the fu- 
ture, Patten Sales Co. of Jack- 
sonville, Fla., has announced ex- 
panded sales and service activity, 
plus a new 6,500-square-foot addi- 
tion housing its service department 
—the company’s third building ex- 
pansion in nine years. 

Frederick Dyess, who formerly 
worked on the parts department 
counter, has been transferred to 
the city trade sales force. Jay 
Shivers, formerly with Frank & 
Murray of St. Petersburg, joined 
the firm April 1 to augment sales 
activities of Howard Nelson in the 
Orlando and Tampa Bay areas. The 
addition of Dyess and Shivers 
brings the company’s sales organi- 
zation to eight outside salesmen 
covering all of Florida and 26 
counties in Georgia. 


Frank McKenzie's Son 
Is Rising Scientist 


ome of the world’s greatest sci- 
entists started early in life. That 
may be true of Keith McKenzie, 
son of Mr. and Mrs. Frank G. Mc- 


Approximately 300 sales personnel and wholesalers, some from the Far 

East, Hawaii, the British Isles and Canada, attended Fram Corp.'s 24th 

annual sales conference held recently in Providence, R. I. Participants 

attended six clinics covering lube oil filters and new products, air filters, 

air filter applications, fuel filters and separators, tours of the East Provi- 

dence laboratory facilities, the Pawtucket plant and World Headquarters 
Building. 


Kenzie of Bluefield, W. Va. 
Latest recognition for the off- 
spring of the president of the 
Southeast Automotive Show was 
first place in the regional physical 
science division with his ‘Aero- 
Dynamic Smoke Tunnel.” The 
tenth grader will receive a trip to 
the National Science Fair at Flint, 
Mich., and a five-day Navy cruise. 


Travelaire portable coolers have 
been added to the line of C. D. 
Franke & Co., Charleston, S. C., 
F. L. Chamberlain, vice-president, 
announced. 

* * * 

Willie Mattern, formerly with 
Interstate Electric Co., has joined 
Greiner Auto Parts of New Or- 
leans, La., as purchasing agent. 





‘$3,969 


IN 1 MONTH 


Repairing Radiators!”’ 


“My Inland equipment and the wonderful job it does 
has attracted nearly a $4,000-a-month volume!” 
— Meyland’s Aute Paint & Body Works, Baton Rouge, La. 
““We are going at the rate of $16,000 a year !’’—McRill Auto Service, Twin 
Falls, Idaho. ‘$13,904 in 944 mos. !’’—McCain-Richards, Monroe, La. paong 
do as well or better. Why don’t YOU get into this Big Income business 
20,000,000 Radiators Need Servicing Yearly! And with today’s engine 
power increased, and the cooling capacity decreased, radiators will require 
ere’s a business with a growing future! 
Inland, the industry's leader, offers equipment, training, Pays-For-Itself 
purchase plan—advertises nationally to attract radiator servicing business to 


more service than ever before ! 


Inland-equipped shops. Mail coupon ! 


INLAND MFG. CO. 
1108 Jackson St., Dept. SA-5. Omaha 2, Nebr. 
World's Largest Manufacturer 
of Radiator Servicing Equipment 
“SOLD EXCLUSIVELY BY MAIL” 
Se ee Ae A 





TRAINING 


Reaming Sets 


Designed to service late model engines which have valve guides 


cast as part of the cylinder head. 


“She New 
K. O. Lee 


In this new type head, it is the 


FREE sia lele)s 


Factory school trains you 
or your man quickly: Clean- 
ing, repairing, recoring, 
pricing, everything! FREE 
to Inland customers. 


INLAND MFG. CO., Dept. SA-5,1108 Jackson $t., Omaha 2, Nebr. 
Please send new free book, “Bive Print For Profits." 
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if dealer, make of car sold. 
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valve which has to be replaced. This is accomplished by reaming out 
the valve guide for oversize stem valves. Most of the engine and 
valve manufacturers now offer at least three sizes of oversize valves. 
The Lee Reamer Guide provides a true alignment with original 
guide bore using Lee Self-expanding pilots. The reamer is held 
rigid with reaming bushing during reaming operation. Simple to 
operate and extremely accurate. 
Special sets available to service Ford, Mercury, Lincoln, Chevrolet, 
Plymouth, Dodge, DeSoto, Chrysler. 
R55 Reseater Power Drive adapts to these valve guide reaming sets. 


Clip ad to your letterhead and send for Literature. 


K. O. Lee Company, Aberdeen, S. D. 
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Panel on "Running-in Engines" 
Planned by AERA This Month 


A: A member of a panel to dis- 
cuss “Running-in Engines” at 
the 36th annual meeting of the Au- 
tomotive Engine Rebuilders Asso- 
ciation in Washington, D. C., May 
11-14, John Rogers of John Rogers 
Co., Atlanta, Ga., will speak on 
“Dynamometer.” He is a past presi- 
dent of AERA. 

Jim Lang of Fort Wayne, Ind., 
will give “Cold Run” a going-over, 
while “Balancing” will be handled 
by Herb Sullivan of Bear Mfg. Co., 
Rock Island, Ill. The panel discus- 
sion will be held Tuesday, May 13, 
during the second general session 
at the Sheraton-Park Hotel. 

“Small Business and Related 
Problems” will be the subject of 
an address that day by Rep. James 
Roosevelt (D-Calif.). J. H. Flana- 
gan of Standard Oil of Indiana will 
discuss “Lubrication of a Rebuilt 
Engine” and George W. Bowman 
of Lambert Co., Ltd., Los Angeles, 
“Magnetic Inspection.” 

The first session on Monday will 
include speakers Richard S. Love 





.. featuring convenience, comfort, # 
#3 quality! A cosmopolitan atmos- # 
#3 phere in home-like setting. # 
# In the center of all downtown 
## activities. Newly decorated. i 
i Ultra modern, comfortable guest # 
rooms... excellent food at Bi 
ii moderate prices in our modern 
# coffee shop and cafeteria. 
t Radio and Television in room. 
Air Conditioned rooms in season. 
800 ROOMS $ 4 
WITH BATH from it 
GARAGE | available | at nominal § 
charge. Free over: tt 
for ‘registered quest in PARK if 
ING LOT. 
FAMILY RATES 
No Charge for Children 
12 and Under — 


Harry E. Paulsen, General Manager 
FACING GRAND CIRCUS PARK 


‘DETROIT. 
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Top: Vice-President Connett 
Bottom: John Rogers 


of Salt Lake City, Utah, and 
George W. Yount, Indianapolis, 
Ind., on “Technical Tips;” J. Blaine 
Marston, Jr., Motor Supply Co., 
Savannah, Ga., on “Marine Engine 
Market,” and “Shop Costs” by 
Frank C. Bradley, Jr., New Haven, 
Conn. 

A second panel discussion will be 
held on Wednesday on “Valves, 
Lifters and Camshaft Problems” 
with J. A. Corsillo of Toledo Steel 
Products Co., Cleveland, O., speak- 
ing on “Valves and Valve Springs;” 
G. R. Fitzgerald of AC Spark Plug 
Division on “Valve Lifters,” and 
George W. Yount and Paul L’Heu- 
reux of Montreal, Canada, on 
“Camshaft Problems.” Other 
speakers will be W. F. Patterson of 
the Department of Labor, Wash- 
ington, and Peter E. Casey of 
Worcester, Mass., who will discuss 
“Formalized Apprentice Training” 
and “Shop Kinks,” respectively. 

Leonard Connett of Piston Ring 
Service Co., New Orleans, La., is 
the first vice-president and under 
usual procedure would be ad- 
vanced to the presidency. 








- FOR EVERY 
TUNE-UP! 








MILESMASTER 


FUEL PRESSURE 
REGULATOR 


Youcanget more dollars out 
of every engine tune-up... 
and make your customers 
happier, too. . . by install- 
ing a genuine Milesmaster 
Fuel Pressure Regulator. 
Makes every engine run 
better, smoother, saves 
gas. One model fits all 
vehicles. 


Distributed by 
Leading Jobbers 
Everywhere .. . 
Or Write Direct 
For Information 


MILESMASTER, inc. 


6 North Michigan Avenue 
Chicago 2, Illinois © DEPT. A 
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Clevite Names Currier 
Service Manager 


Ferenc M. Currier, Jr., has been 
named general manager of 
Clevite Service, replacement parts 
marketing organization of the 
Cleveland Graphite Bronze Di- 
vision of Clevite Corp., President 
Willard W. Brown announced. 
Formerly sales manager, Currier AUTO MECHANICS INSTITUTE 
succeeds Gilbert M. Salzman, who Gp ever 
died unexpectedly last month. He 4 
joined the organization in 1946 and . if, SSiC : 
has held a number of sales man- —— . 
agerial posts. 


























Cilley of Raybestos Dies 

Osborn H. Cilley, 7 5, a vice- Pictured are local mechanics who recenily received advanced training in 
resident and director of Raybes- servicing and repairing Hydra-Matic transmissions at a special course 
P _avaybes sponsored by Womwell Automotive Parts Co.. Somerset, Ky. Shown are 
tos-Manhattan, Inc., died last (l. to r.): Instructor Robert Hagen. Vernon May, Edwin Gragg, John 
month in Lancaster, Pa., following Haggard, J. S. Burton, Ralph Jones, Jack Massey. Johnny Sewell, 
a brief illness. He became associat- Francis a Gosser, Nosh Waddle gyn ing over, Delno 
ed in 1920 with United States As- , ” _— 
bestos Co., now U. S. Asbestos- 
Grey-Rock Division of Raybestos- 
Manhattan, and from 1953 to Jan. Scarborough in a supervisory ca- Texas, has retired. Tod Willis has 
1, 1958, was general manager of pacity. taken over his interest. 
that division. * * # 

p Brockenbrough of Waco Retires Davis & Davis of Port Arthur, 

Auto Industrial Warehouse Co., Texas, has added Continental pis- 
Dallas, Texas, operated by Jack John Brockenbrough of Brock- ton rings and Wohlert Corp. line, 
Durrett, has employed H. Phillip enbrough and Sanders, Waco, Bookkeeper J. Lynd announced. 








HERE'S HOW TO REALLY 


CLEAN ENGINES YA | NN National 


...at a Profit AMON A WHEEL COVERS 


i“ INSIDE... GUNK® Hydro-Seal is | Ie | . ans awe 
an immersion compound that strips hard : 


carbon, varnish and gums from cylinder by/ Big Business 


heads, carburetors, engine —= + HE 
easily and completely clean right to the e j a | 
bare metal. After cold immersion, parts i, Bi | for YOU! 
can be rinse-cleaned with a water spray. |—COAS —— 
Forms its own surface seal, preventing t \ ee, ee a 
evaporation of solvent vapors. Hydro- S hicles © Sizes for 16”, 
Seal is the fastest-acting and most effi- ' Fm gt AF + GH - — 
clent self-scouring solvent for all engine Dlate @ Interchangeable 
j with original equipment @ 
parts. ‘ \ Exclusive no-slip no-turn, 


nosqueak attachment 
springs @ Replacement 


“7 AND OUTSIDE ee «GUNK Super- “ in models & universai styles. 
Concentrate is a heavy-duty degreaser = See Your jobber— 
and emulsifier that can be sprayed, Write for Catalog 
brushed or wiped on engines and ma- 
chinery and then hosed off with clear 
water. Result: GUNK'S self-scouring ac- 
tion has produced a factory-new ap- 
pearance. It is one of the most remark- 
able and successful emulsifying degreas- 
ing solvents on the market. No toxic 
vapors, non-caustic, safe to skin. 


“CURRAN GR) 2880. 
a BELLWOOD, ILLINOIS (chicoge sebut) 


oo = 2s we Se CUT Ct 
(Home Office) South Canal St. Ral 
LAWREECE, MASSACHUSETTS Chicago 38 (Licensee) 
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G. W. Brown, a _ vice-president 
since 1954 of Wagner Electric Co., 
St. Louis, Mo., has been elected 
executive vice-president. Reelected 
were J. H. Devor, president; H. N. 
Felton, vice-president in charge of 
sales; E. G. Holtzman, secretary- 
treasurer; J. C. Evans, controller, 
and J. P. Harbacek, assistant sec- 
retary and assistant treasurer. Two 
new vice-presidents were elected 
—Paul C. Ford, to have charge of 
engineering and research, and R. 
H. Hackett, in charge of manufac- 
turing operations. 


Four Southerners 
Join AERA 


F ouR Southern firms have been 
added to the membership roster 
of the Automotive Engine Rebuild- 
ers Association since February. 
New members are Automotive 
Service, Inc., San Antonio, Texas; 
J. B. Cook Auto Machine Co., Inc., 
Little Rock, Ark.; Motor Supply 
Co., Goldsboro, N. C., and O’Reilly 
Automotive, Inc., Springfield, Mo. 


Standard Motor Adds Three 


Addition of three salesmen to as- 
sist district managers of the South- 
eastern territories of Standard 
Motor Products, Inc., has been an- 
nounced by Southern Regional 
Sales Manager Phil Scales. Bob 
Copeland will assist Jack Fried- 
lander in Florida; Charlie Pattison 
will work with “Pop” Deavours in 
Alabama and Georgia, and Charlie 
Runser will assist Joe Wheeler in 
South Mississippi and Louisiana. 


AP Expands in the South 


The AP Parts Corp. has moved 
to larger warehouses in Kansas 
City, Mo., and Atlanta, Ga., Sales 
Manager H. C. “Skip” Stivers an- 
nounced. John Kreyling is in 
charge of the warehouse at 2718- 
2730 Holmes St., Kansas City. The 
new Atlanta warehouse is at 1035 
Grant St., S. E., with Warren 
Malone in charge. 


HOT 
VULCANIZING PATCHES 


CUSHION-AIRS 
Ne. 305 POWERMAT BUFFER » Sisee—< Cotes 
Tubeless Tire 2 Plastic Coated Fabrics 
VULCANIZING 
CLAMP 


No. 111 Molded Tire 
REPAIR PATCH 


PRESTO PATCHES and PRESTO 
FLUID VULCANIZER 


No. 540 car/pets in 6 colors—front and rear. 


For Complete Information—Write: 


ACE RUBBER COMPANY 


DALLAS 22, TEXAS 








ONLY GOOD BRAKES 


eee Stop cars safely! 


On cars equipped with 
“standard” brakes, IMCO 
DG (deluxe grade) BONDED 
BRAKE SHOE SETS, 
give “power” brake per- 
formance with every stop. 
And, they are the BEST 
type recommended for cars 
equipped with “power” 
brakes. 


IMCO MFG. & SALES CO. 
10 E. LAFAYETTE AVE. 
BALTIMORE 2, MD. 
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Floridians Set Sessions 
For Mid-November 


HE annual convention of the 

Florida Automotive Whole- 
salers Association will be held 
Nov. 15-17 at the 1,500-room 
Hollywood Beach Hotel, Holly- 
wood-by-the-Sea, north of Miami 
Beach, Executive Secretary Charles 
H. “Chuck” Davis announced. 

The convention, which attracted 
more than 550 jobbers and factory 
men last November, will have the 
entire hotel, which will operate on 
the American-plan basis for the 
800 persons who might be ex- 
pected to attend. 

Clarence Babbitt of Genuine 
Parts Co., Tallahassee, is president. 
Al Hines of Hollywood is the con- 
vention chairman. 


Caruthers Dies in Mississippi 


J. Edgar Caruthers, 46, secre- 
tary-treasurer of D and N Auto 
Parts Co., Greenwood, Miss., 
where he had been employed for 
28 years, died last month of a 
heart attack. 


Oklahomans to Meet Feb. 7-8 


The annual convention and 
booth conference of the Automo- 


These members of the Joint Operating Committee for the International 
Automotive Service Industry-Show met March 27 at the Pick-Congress 
Hotel, Chicago (1. to r. around table): Hub Erickson, Jr., Ruth Hall and 
Dora Scheilz of A. B. Coffman Associates: J. B. Dempsey (Thor Power 
Tool Co.): J. C. Parker (Sharp Automotive Supply Co., Chattanooga, 
Tenn.); Virgil C. Smith (Auto Parts Co.): R. W. Miller (P. & M. Ac- 
cessory Co.): John M. Wells, JOC chairman (Ingersoll-Rand Co.); Joe 
Fischer, JOC vice-chairman (Auto Parts & Gear Co.); M. W. Bazner 
(Ammco Tools, Inc.): Don H. Teeter (Perfect Circle Corp.); Wm. H. 
Teeters (Pittsburgh Auto Equipment Co.): T. Lipschultz (M. & L. Motor 
Supply Co.), and Victor B. Day (Bear Mfg. Co.). Committeemen met to 
inaugurate plans for promotion and management of the largest con- 
templated show to date. Under the sponsorship of MEMA, MEWA and 
NSPA. the show will be in ees Feb. 18 through 21 at Chicago's 
Navy Pier. 


tive Wholesalers of Oklahoma will 
be held Feb. 7-8 at the Municipal 
Auditorium in Oklahoma City, 
Executive Secretary Tom Payne 
announced this month. Details of 


the program will be announced 
as they take shape, he said. Bobby 
Thompson of Ada Auto Supply, 
Ada, is the president of the as- 
sociation. 





The IDEAL Pacemaker 


Trailer Hitch 
Designed and Merchandised 


TO SELL FAST! 


Bigger profits for you because the Ideal Pacemaker catches the eye 
with its colorful packaging, easy to sell special features . . . Universal 
bumper to frame type is easy to install. Solid steel drawbar quickly 
removable when not in use. The Ideal Pacemaker can be a profit- 
maker for you. 


[COUPLERS 


PICTURE OF C-272 





| Connecrors 
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el > SS. >) OSKALOOSA, IOWA 
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CLEAN AUTOMOTIVE | 
& INDUSTRIAL PARTS 


1. Continuous Flow Hose 

2. Air Agitated Soaking Tank 

3. “Super Power" Jet Air Gun 
A must in every service shop! 


OCA SUPER) 
CLEANMASTER 


MODEL 50 
Write for Literature: 


PRACTICAL MFG. CO. 


2840 4TH AVE. S. *« MINNEAPOLIS, MINN 


DEPENDABLE BATTERIES 


for more than 30 years 


InMA APPROVED , ; 
Automotive, Marine, Motorcycle, 


Aircraft. 
We OurTsELL ... BECAUSE 
We Out SERVE 
We also Repair and Rebuild ALL 
Makes . . . Automotive, Industrial 
and Railroad 
YOCAM BATTERIES, Inc. 
Tampa, Fla. 


Service Branches in Tampa, Miami, Jacksonville and 
Pensacola, Fla.,. Macon, Ga., and Prattville, Ala. 





Model 30 (less 
Jet Air Gun) 
also available 
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LETS MAKE! 





This panel discussion on the value of state associations 
was a highlight of the conference. Left to right are 
Frank G. McKenzie of Bluefield, president of the 
Southeast Automotive Show, which sponsored the 
conference; John E. Colley, the manager, and these 
state association managers: Tom Payne, Jr., of Okla- 


Gx 





homa, Charles H. “Chuck” Davis (speaking) of 
Florida, Jesse F. Jones, Jr., of North Carolina, John 
W. Rooney of Alabama and Keith Broyles of Ten- 
nessee. Manufacturer-wholesaler booth conferences 
were held each of the two afternoons of the two-day 
Augusta meeting. Scores of wholesalers were present. 





Southeast Conference Attracts 700; 
Plans to Be Shaped for the Future 


TTENDANCE at the Southeast 

Automotive Trade Conference 
at Augusta, Ga., April 23-25 at- 
tracted attendance of slightly 
more than 700, including several 
hundred wholesalers and whole- 
saler personnel, some from as far 
away as Indiana and Kentucky. 

Frank G. McKenzie of Bluefield, 
W. Va., president of the Southeast 
Automotive Show, which staged 
the interim conference at which 
several scores of manufacturers 
exhibited, commented toward the 
conference’s end: 

“A number of plans already are 
being contemplated for the future 
of our organization, with an- 
nouncements to be made as soon as 
they can take shape under the 
guidance of our officials.” 

The question was aimed at 
answering what may be ahead, in 
view of the national shows already 


scheduled for Chicago next year 
and New York in 1960. 

Among the conference speakers 
were Joseph A. Anderson, general 
manager of the AC Spark Plug 
Division of General Motors Corp., 
excerpts from whose address ap- 
pear on page 130, and Maynard G. 
Smith, prominent Atlanta labor 
attorney. 

“I think your industry is the 
immediate goal of labor organiza- 
tions,” Smith declared. “You are 
a natural target for the U.A.W. 
and the Teamsters have an interest 
in you.” 

He asserted: 

“There is no reason for you to 
be organized. The union takes 
the mistakes you make, wraps 
them in a package and sells them 
back to your employes.” 

He urged that “if you will now 
give your employes the same 


thought as you will give when you 
have a union, you won’t have a 
union.” 

Among things to guard against, 
he said, are random pay practices, 
promotions based on favoritism 
and pay differentials based on sex. 

“If you want to pay more for 
seniority, then give them more 
vacation, more pension or other 
special benefits,” he recommended. 

A panel moderated by Edgar H. 
Rogers, Jr., of Jacksonville, dealt 
with “How to Make Profits.” 
Speakers were Wallace D. DuPre 
of Spartanburg, S. C., J. A. “Jack” 
Bryant of Bowling Green, Ky., 
Clyde Brooks of Jackson, Miss., 
Ted Nelson of Miami, Fla., Edward 
Coward of Mobile, Ala., John Yell- 
man of Lexington, Ky., and Carl 
Walden of Charlotte, N. C. 

Tom Payne of Okmulgee, Okla., 
manager of the Automotive Whole- 
salers of Oklahoma, told of the 
need for training mechanics and 
the success of his group in pro- 
moting such training. 

Another speaker was T. J. Bone, 
Augusta banker. 






















FUEL SYSTEM 
OVER- PRESSURE 






Or write for free bulletins: 








Pe {H0w 00 vou sowve } 
i a ONE ANSWER... 5S 


Ay PROBLEMS ? A. 







FILT-O-REG is the No. | choice of leading = 
Carburetor Specialists to eliminate over-pressure 
problems on today’s multi-barrel carburetor and 
automatic transmission equipped autos. Prevents 
flooding, stalling, vapor lock. Increases gas mileage. 
Over 4 million FILT-O-REGS installed. STocK 
& SELL FILT-O-REGS with all your tune-up jobs. 


#317 Vapor Lock Bulletin 
#302 Over-Pressure Bulletin 


ALONDRA SALES, INC., LOS ANGELES 19. CALIF 
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Leaders of the Tennessee association for 1958-59 in- 
clude (l. to r.): A. M. Downing of Nashville, who is 
the retiring president; Glyn G. Bounds of Knoxville, 
President J. Matthew “Hot Shot” Nelson of Kingsport, 
A. D. Moody of Knoxville, Vice-President John W. 
Duke of Nashville, R. H. Chilton, Jr., of Nashville, P. 
M. “Mike” Cochran of Camden, Carl A. Shults of 


Gallatin, Henry E. Halbert of Memphis, Executive 
Secretary Keith Broyles, T. E. Long of Bristol, Harry 
H. Maxwell of Nashville and Russell W. Johnson of 
Chattanooga. They are directors where not otherwise 
indicated. Absent at photo time was Robbins Mitchell of 
Paris and H. A. Richardson of Jackson. Photo was taken 
by Roy E. Davis, Atlanta, of Aluminum Industries, Inc. 


Tennessee Attendance 
Sets New Record 


A NEW record for attendance— 
more than 200 wholesalers, 
factory men and ladies — was 
chalked up for the annual conven- 
tion of the Automotive Wholesal- 
ers Association of Tennessee, held 
April 27-29 at the Riverside Hotel, 
Gatlinburg. The attendees over- 


Aside from discussions centering 
around insurance programs, pre- 
miums, salesmen compensation and 
other clinical-type airings, the con- 
vention heard addresses by V. F. 
“Buzz” Thompson, manager of dis- 
tribution sales, Carter Carburetor 
Division of ACF Industries, Inc., 
St. Louis; Joe Lawson, president 
of Southeastern Employers Serv- 
ice Corp., Bristol, Tenn.; I. O. 
Goodnight, treasurer of The Elec- 


tric Auto-Lite Co., Toledo; Wil- 
liam C. “Bill” Herbert, editor of 
SOUTHERN AUTOMOTIVE JOURNAL; 
Nathan M. Roberts, executive sec- 
retary of Automotive Parts Re- 
builders Association, Chicago, and 
Clarence N. Walker of The Coca- 
Cola Co., Atlanta, the latter being 
the banquet speaker. 

Edwin E. Stokely, manager for 
public education of the U. S. 
Atomic Energy Commission, Oak 


flowed into adjoining motels. 








Here’s ALL YOU NEED to 
REPAIR your HYDRAULIC JACK! 


DO YOU RECOGNIZE THIS PIECE? 


ai @ 


This is an original heat tube which breaks at 
about 10,000 miles, ruining the carburetor, 
plugging it with exhaust carbons. Even when 
new the original tube gives trouble. It is en- 
——- to heat up the choke-housing quickly, 
ut on a hot day or a long pull—the air passing 
through the tube gets too hot and causes gas- 
oline in the carburetor bowl to boil, making 
excessive gasoline fumes and hard starting. 


You can elimi- 
nate sticking mrpmemwe sume m own 
choke, plugged ote avromosns manos. 
air passages, 
wasted gas and 
complete carbu- 
retor failure wiih 
CHOKE-STOVE. 
Available for: 
All Ford Products 55- 
57; Chevrolet 1957- 
58; Oldsmobile 1956- 
58; Chrysler, De So- 
to, Dodge, Plymouth, 
Imperial — all 1955- 
57. 


Send Name and Address of Your Jobber TODAY. 


BRAKE PARTS SPECIALTY 


1914 West Washington Blvd. Los Angeles 5, Calif. 


HYDRAULIC 
JACK REPAIR KITS & JACK OIL 


JACK-PACK repair kits contain easy-to-follow instructions and all 
the packings necessary to make your jack work like new. And, be 
sure to use JACK-PACK hydraulic jack oil. It’s the only oil with 
complete instructions for filling and bleeding your jack on the can. 


Save Money...Try a JACK-PACK! 


En @ No more big jack repair bills. 


@ No more high freight charges. 
sack 


@ No more long equipment tie-ups. 
Write today for free folder: 


MFG. COMPANY 


2115 No. Marianna Ave., Los Angeles 32, Calif. 


ORDER FROM YOUR JOBBER! 
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strap. (Uses 
bolt.) No holes to drill. 
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A. D. Moody (above) of R. T. Clapp 
Co., Inc., Knoxville, became the 
first annual recipient April 29 of 
the Burris M. Gibbs memorial 
award for the person contributing 
the most to the Automotive Whole- 
salers Association of Tennessee. 
The award, named after a past 
president of AWAT who was a 
Knoxville jobber until his death 
nearly a year ago, is in the form 
of a plaque. Moody is a past pres- 
ident of the group also. 


Ridge, addressed a luncheon ses- 
sion. B. W. “Whit” Ruark, general 
manager of Motor and Equipment 
Wholesalers Association, spoke 
briefly. 

Member-speakers at the closed 
sessions included P. M. “Mike” 
Cochran of Camden, James C. Par- 
ker of Chattanooga, John W. Duke 
and R. H. Chilton, Jr., of Nashville, 
Jack Black and George W. Kinnie 
of Knoxville. 

Eighty-three ladies attended a 
combination brunch and _ style 
show. A mountain scenery tour 
was also on their program. 


Atkins Automotive 
Set for Staunton 


A= Automotive Corp. is 
scheduled to open June 1 as a 
wholesaler at Staunton, Va. Facili- 
ties include a 20-car parking area. 

Officers are Robert C. “Bob” 
Atkins, president, and his brother, 
Dr. William M. Atkins, vice-presi- 
dent, and their uncle, J. Edwin 
“Ed” Atkins, secretary - treasurer. 

Bob was formerly general man- 
ager at Auto Parts & Electric Co., 
Statesville, N. C., and was in the 
Naval Air Force in World War II. 
Ed was general manager at Auto- 
motive Service & Supply at Bristol, 
Tenn., and is a 20-year veteran in 
the aftermarket. William Atkins is 
a medical doctor at Windsor, N. C. 


Valvoline oil products have been 
added to the line of Federal Auto 
Parts, Baltimore, Md., according to 
Joseph W. Shuley, partner. 





(NOW PELLETIZED) 


Only BAR'S LEAKS fe 


MOST WIDELY USED COOLING SYSTEM PROTECTIVE IN THE WORLD gf 
is FINE enough to 


Flow through the aS 

newly designed 

Cooling System 

and Car Heater 

tubes (23/1000 

to 70/1000 inch) 

in modern __{f emits Ye 
cars. 


*BAR'S LEAKS designed 
with aluminum in mind 


=e 
Tu. HEATER CORE 
WARNING, SERVICE STATION OPERATORS AND DEALERS! 


Only BAR’S LEAKS meets the requirements and specifica- 

tions of every automobile manufacturer as to fineness of par- 

ticles and performance in the cooling system. Unless you 

RADIATOR CORE apply BAR’S LEAKS, your new car customers will be con- 
70/1000 IN. fronted with costly cooling system troubles. Many sealer- 
IN MODERN CARS inhibitors clog the tiny tubes of radiators and car heaters 
—fail to circulate or protect. As a consequence, aluminum* 

components become pitted, rust develops and seepage endangers vital metal parts. 


Improved BAR'S LEAKS, now pelletized, circulates through the smallest heater 
and radiator cores, protecting the cooling system and sealing all leaks in gaskets 
and porous metal. 
As soon as BAR'S LEAKS—no mix, no shake—is poured into the radiator, the 
RHIZEX sealing compound pellets move to the tops of the water cores. Then, 
slowly dissolving to particles, 15/1000 inch and smaller, they flow with the coolant 
to keep the cooling system and heater in perfect condition. You can conscientious- 
ly assure your customers that Bar's Products—the selection of seven leading auto- 
mobile manufacturers, and hundreds of jobbers and TBAs— will prevent cool- 
ing system trouble and expense. Keep your customers. BE IN BUSINESS NEXT 
FALL. Absolutely no seepage. Sell BAR’S LEAKS. Write for literature telling how 
you can qualify as a certified cooling system expert. 

Cash in on BAR'S for a lucrative repeat business. LIST PRICE $1.00 

Available through automotive jobbers, service stations, auto goods stores. 


BAR’S PRODUCTS SUPPLY, INC. 


(Office and Plant) P. O. BOX 146 @ HOLLY, MICHIGAN 
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Automotive NEWS BRIEFS 


{Continued from page 107) 





A 220-S convertible, furnished by Oliver Cinnater, Studebaker-Packard 

and Mercedes-Benz dealer of New Orleans, led the parade of 103 Mer- 

cedes-Benz automobiles through that city April 26 after the reportedly 

largest mass delivery of imported cars ever held in the U. S. Shown here 

on famed Canal Street, the parade dispersed at South Broad Street with 

dealers and owners from 27 states and Washington, D. C., heading 
homeward. 


GM Quarter Sales Fall 
11.6% Below 1957 
th aremae Motors’ 1958 first- 
quarter dollar sales were 
11.6% below those of the corre- 
sponding period last year, Presi- 
dent Harlow H. Curtice and Chair- 
man of the Board Albert Bradley 
announced. 

Net sales in the first quarter this 
year were $2,721 million, compared 
with $3,077 million in the corre- 
sponding period last year. Net in- 
come, after taxes, was $185 mil- 
lion, compared with last year’s 
$261 million. 

Discussing the current business 
decline in the United States, Cur- 
tice and Bradley stated that “there 
is no question about the funda- 
mental strength of the American 
economy.” They warned against 
“overcorrection” in efforts at re- 
adjustment, and against any action 
that would “discourage business 
investment in new products and 
processes.” 


Taxes Can Be Incentive, 
Says Chrysler Head 


SOUND tax policy can be a 
boost to national progress 
when “used in such a way as to 
keep in proper balance the incen- 
tives of individuals and the sound 
progress of the country as a 
whole,” according to L. L. Colbert, 
president of Chrysler Corp. 
In an address at The Citadel, the 


140 


Military College of South Caro- 
lina, at Charleston, Colbert said, 
“For too long a time people have 
talked about taxation in nega- 
tives.” 

He urged that the corporate fed- 
eral income tax allowances to re- 
place worn-out or obsolete equip- 
ment be increased to meet the fast 
rate of change in modern indus- 
try. Other countries, he said, have 
discovered they can speed indus- 
trial growth by gearing tax poli- 
cies on depreciation to the 20th 
century technology. He added that 
the United States has made “only 


very modest progress” in this di- 
rection. 

Given at the invitation of Gen. 
Mark Clark, president of the col- 
lege, Colbert’s address was one of 
a series of “Great Issues” lectures. 


Texas Association Urges 
Hub Cap Marking 


A STATEWIDE drive to get every 
new-car dealer behind a pro- 
gram of engraving the serial num- 
ber of each new automobile sold on 
its hub caps has been launched by 
the Texas Automotive Dealers As- 
sociation. 

Members are being requested to 
sign a pledge to engrave the hub 
caps for customers free of charge. 

Upon receipt of the _ signed 
pledge, the association presents a 
“Public Service Award” certificate, 
which can be prominently dis- 
played. 

Because of the increasing num- 
ber of hub cap thefts, the National 
Automobile Theft Bureau, the Tex- 
as Police Association and other law 
enforcement bodies requested the 
Texas dealer association to lend its 
strength to ending this loss. 


Chevrolet Picks Green 


J. C. Green has been named as- 
sistant zone manager for Chevrolet 
at Charlotte, N. C., succeeding J. 
H. Pike, who was transferred to 
Pittsburgh, Pa., as zone manager. 


Four of the five Kentucky wholesalers who attended the annual con- 
vention of the Automotive Wholesalers Association of Tennessee to 
pursue their interest in creating their own state group are shown here 
(l. to r.): Henry W. Waldman of Dixie Auto Parts Co., Radcliffe: Joe 
Wright of D & W Auto Parts, Mayfield: T. H. Gill of Motor & Electric 
Supply Co., Bowling Green, and W. B. McGee of Automotive Service Co., 
Louisville. Not present at the moment was Chester Wolfe of Tri-State 
Motor Co., Middlesboro. They plan to hold a state-wide meeting soon, 
after their recent survey letter found more than 30 jobbers interested. 
Photo was taken by Roy E. Davis, Atlanta, of Aluminum Industries, Inc. 
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Chrysler Elevates 
Ex-Southerner 


ESTER LUM “Tex” Colbert, a 

Texan himself, announced A- 
pril 24 the further elevation of a 
former Texas resident in the oper- 
ation of Chrysler Corp., of which 
Colbert is president. 

Byron J. Nichols, who had been 
general manager-group marketing, 
since October 1956, has been 
elected a corporate vice-president 
and named group vice-president 
for automotive sales of all divi- 
sions, succeeding William C. New- 
berg, who was promoted to an ex- 
ecutive vice-presidency. 

The son of an automobile man 
and builder of his own racing car 
at 16, Nichols was born in 1913 at 
Beloit, Wis., but spent his child- 
hood in Dallas, Beaumont and 
Houston. He grew up in the en- 


Vice-President Nichols 


vironment of his father’s dealer- 
ship and after school hours learned 
the automobile business. 

While in Beaumont High School, 
at the age of 15, Nichols blos- 
somed into an automobile sales- 
man. He sold his first new car to 
an elderly couple, but part of the 
deal was to teach them how to 
drive. That took three months! 

Other changes announced in 
Chrysler’s organization structure 
and executive management in- 
cluded: 

Election of E. C. Row, who has 
been administrative vice-president 
and chairman of the administra- 
tive committee, as first vice-pres- 
ident and chairman. 


“Welcome” Plan Pays 
Florida Firm 


A “CUSTOMER is welcome” plan, 
whereby the owner can walk 
into the service department and 
watch the mechanic work on his 


W. H. Ray (center) of Huntsville, president of Automobile Dealers Asso- 
ciation of Alabama, talks with Frederick J. Bell (left), executive vice- 
president of National Automobile Dealers Association, and Alan G. 
Rude, president of Universal C.I.T. Credit Corp., at the annual conven- 
tion of the association held April 27-29 in Biloxi, Miss. More than 250 
persons attended the meeting, at which Bell and Rude were principal 
speakers. M. B. Casler (photo on page 100) was elected president, O. B. 
Miley of Sheffield, Roland Cooper of Camden and Mr. Kirven of Jack- 
son were chosen vice-presidents and Forrest McConnell of Montgomery 
was elected secretary-treasurer of the group. 


car, has just rounded out 12 years 
of profitable operation at Darby 
Buick in Sarasota, Fla. 

Automobile owners like to play 
“sidewalk superintendents” when 
a mechanic is working on their 
car, according to Service Manager 
Robert W. Johnston, who added: 

“Customers get inquisitive and 
get their hands dirty sometimes, 
but they feel better because they 
have inspected the part that has 
been replaced and see what they 
have paid for.” 

This personal contact with the 
mechanic, Johnston said, also gen- 
erates extra business from owners 
who request additional service 
after seeing it performed on some- 
one else’s car. 

“Three customers requested that 
their wheels be balanced,” he said, 
“when they saw it being done on 
another car.” 

So far this year, customer labor 
sales for the firm have increased 
more than 21%, Johnston said, 
and parts sales are up nearly 18% 
as a result of the “open door” 
policy. 

Many shops have given service 
customers the impression that the 
owner’s interest is noseyness. 


Memphis Dealers Name 
Pryor President 


HE Memphis (Tenn.) Automo- 

bile Dealers Association has 
elected Downing Pryor of Pryor 
Oldsmobile Co. president. 

Vice-president is Nat Gilmore of 
Gilmore Motors, Inc. (Edsel), and 
Charlie Reed of Charles Reed 
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Buick Co. is secretary - treasurer. 
Directors are C. S. “Sid” Carroll, 
Douthit - Carroll-SanChez Co. 
(Pontiac); Dorsey Mathis, John T. 
Fisher Motor Co. (Chrysler-Plym- 
outh), and Buddy Keesee, Hull- 
Dobbs Co. (Ford). 


Texas Garagemen Reject 
(Continued from page 58) 


objectives of the bureau. Jack 
Ruth of Houston, field representa- 
tive for NSPA, explained publica- 
tions and services available from 
that association. 

It was after these discussions 
that M. S. Nelson of Beaumont as- 
sured the convention that Texas 
statutes require public education 
to include “manual training, cot- 
ton grading and kindness to birds 
and care of nests.” However, a 
state-wide civic committee is now 
engaged in a study of education 
policies with the idea of modern- 
izing. The convention resolved to 
advise this committee by letter of 
its desire to eliminate “cotton 
grading,” which is now a special- 
ized field, and “kindness to birds 
and care of nests,” and substitu- 
tion of “vocational” for “manual.” 

Registration was 170 and 238 at- 
tended the one _ general social 
function, the banquet. The Waco 
host chapter sponsored a tour of 
points of interest for visiting 
ladies and the chapter also col- 
lected a number of valuable prizes 
for distribution to lucky ticket 
holders. 

The September convention is 
scheduled for Odessa Sept. 21-22. 
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“We had to build this bigger showroom . . . now that 


De Soto's share of the market 
in Colorado Springs is up 507.” 


—says George Perkins, President, Perkins Motor Co., Inc., Colorado Springs, Colo. 


a 


“The 1956 Pikes Peak Hill Climb, paced by 
De Soto, showed us first-hand how De Soto 
builds prospect interest for its dealers. This 
event attracted attention for every De Soto 
dealer, of course . . . and gave us an oppor- 
tunity for a strong local tie-in that paid off. 


*““We’ve been growing in our town,” says Mr. Perkins, “and so 
has De Soto. Our new showroom is the latest in a series of expansion 
moves we’ve had to make and it probably won’t be the last. 


‘*‘What are the reasons for our success? Plenty of hard work and 
enthusiasm, of course, and the fact that we’re a De Soto dealer. 
De Soto gives us plenty to work with—a line of quality cars that 
is priced to sell, effective advertising and sales promotion backing, 
and the freedom to take advantage of every opportunity.” 


“Good service is another reason for our 
success. I started in this business 35 years 
ago as a mechanic . . . so I know from 
experience it’s a ‘must.’ We get a lot of 
help from De Soto in this department, too 
... help that means extra profits for us. 


“De Soto helps our salesmen, too . . . with 
contests sponsored by the De Soto Master 
Salesmen’s Club . . . periodic incentive pro- 
grams ...a monthly magazine that gives 
them tips on how to sell more cars. These 
men know why it pays to sell De Soto.” 


GEORGE PERKINS KNOWS IT PAYS TO BE A 


DE SOTO DEALER 


Want more facts? Use Reader Service Card Page 115 
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HASTINGS 
PISTON RINGS 


STEEL-VENT ™ 











we 


The Standby | 
for 20 years ©) & | 


...and still the 
standout in 
steel piston rings 


HASTINGS MANUFACTURING COMPANY, HASTINGS, MICHIGAN - HASTINGS LTD., TORONTO 
Piston Rings, Casite, Wear Reducer, Filters, Spark Plugs : 





*CIRCUMFERENTIAL EXPANSION 
ACTION GIVES YOU: 


Immediate, No-Drag Seating—stop 
pumping, Chrome rails increase ring life 


Sure-Fire Oii Control—even under high 
vacuum deceleration conditions. Posi- 
tively seals top and bottom of ring lands 
against “oil creep” on all piston strokes 


Automatic Adjustment to Wear—adds new 
car miles to rings, 


pf cylinders, pistons 


4 
4 CHROME C-9 OIL RINGS 
FOR NEWER ENGINES 





CHROME 
SPIRO- 
SEAL 

OIL RINGS 
FOR 
OLDER 
ENGINES 


SMART MOTORISTS WANT RAMCO RE-POWERING 
to positively stop bad blow-by odors 


Of course, they don’t know they want RAMCO 
rings—might not even know the name. 


But you will—because smart engine men know how combination with correctly engineered compression 
to insure positive oil control and end bad blow-by _ rings. For the newer type engines you get RAMCO 
odors for good. 10-Up Sets with C-9—for the older engines RAMCO 
It’s done with RAMcO Chrome Piston Ring Sets, of | 10-Up Sets with Spiro-Seal rings. Both make you 
course. In every 10-Up Set, you get the right chrome Double Sure to get circumferential expansion action*. 
oil ring with circumferential expansion action* in See your RAMCO Jobber today! 
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